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THEY*GO TOGETHER! 


*Today’s attractive, efficient offices 
and HASKELL’S 


MODULAR WORK STATIONS 


Haskell’s new WS Modular Steel Furniture isa _ 
most exciting space conquest! More work output Is 























today’s great need. And, that’s what Haskell’s 

WS Modular provides! Compact but adequate space 

with faster work-flow from one job to another. 

Not only more efficient—but handsomely designed ie 
with a wide choice of decorator colors. Available in = “>=: 
standard or typing heights—and in the widest ZA 
variety of sizes and pedestal designs to help you — 
plan the most personal needs of every work 3 
station. All at Haskell’s most modest price level! 














Nlustrated: 
Wws-9T 


Write for details and literature 
on Haskell’s WS Modular Line 








| A great name in office steel 
1; P.O. BOX 5273 + PITTSBURGH 6, PA, 
iz PRES 2S} Toph New York Showroom: 440 Park Ave. South, N. Y. 16 








SHOWROOMS: New York + Chicago + Dallas + Denver + Los Angeles + Philadelphia « St. Louls 
WAREHOUSES: New York + Chicago + Daliag + Denver + Los Angeles + St Louls + Tacoma 
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Value-packed secretarial Model 15F only $29.95* retail 


LUSC » Offers you more to offer 


Comfort and economy make a perfect pair. Add 


compatible styling, plus rugged reliability ... and 


you have a Cosco chair! 

Highly selective, quality-minded, cost-conscious 
customers recognize Cosco’s greater value. That’s 
why it pays you handsomely to feature, to promote, 
to sell these chairs ... that won't come back... 


Casual seating, too ... sofas, settees, chairs, 
tables, for reception room and lounge areas, to customers who will! 


“(831.06 in Zone 2: Texas and 11 western states) HAMILTON COSCO, INC., COLUMBUS, INDIANA 
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OA Press-Time News 


Preliminary Program 
Set by NSOEA 
For 61 Meeting 


NSOEA has issued a preliminary 
program for the 1961 Convention and 
Exhibit which will be held September 
23 through 26 at the Conrad Hilton 
Hotel in Chicago. 

This year’s convention, streamlined 
to four days from the standing five- 
day meeting of the past few years, is 
to feature “idea exchange fairs’’ — 
concurrently-run group discussions 
which will pool the technical know- 
how of experts with the practical ex- 
perience of the member delegates. 
These are scheduled for Monday 
morning, September 25. 

Guest speaker at the lunch on Mon- 
day is scheduled to be The Honorable 
Luther Lodge, Secretary of Commerce. 

Some of the “idea exchange fairs”’ 
scheduled are: 

Selling Supplies and Equipment to 
the Automated Office — Charles Gil- 
bert, Assistant publisher, OrFice AP- 
PLIANCES; 

Advertising and Promotion — Har- 
old Shively, publisher, Modern Sta- 
tioner; 

Freight and Transportation 
Frank Cushman, NSOEA; 

Package Selling of Furniture 
George Tice, promotion director, 
Geyer's Dealer Topics; 

Financial Management Edward 
O. Kallmann, Stationers and Publish- 
ers Board of Trade, Inc. 

For Lady Delegates: Helping Your 
Husband Succeed in Business Dr. 
Harold Gray, Michigan State Univer- 
sity. 


WSA Announces Awards 


RALPH Moser (Carpenter Paper 
Co.), vice-president of the Office Sup- 
plies Division of the Wholesale Sta- 
tioners’ Association, announced the 
third annual “Outstanding Manufac- 
turers’ Awards’ program of the Asso- 
ciation. Nomination forms have been 


6 


mailed to over 1,000 manufacturers 
and distributors in the stationers’ in- 
dustry urging them to nominate firms 
which have made 
tributions’’ to the 


manufacturer-wholesaler-retailer _rela- 


‘outstanding con 
improvement of 


tionships 

The awards will be presented at a 
membership luncheon meeting on 
Wednesday, September 27, 1961, at 
the Sheraton Blackstone Hotel in Chi- 
cago. DONALD S. Frey, 
treasurer of WSA, states that these 
awards will be “the highlight of 
WSA’s Annual Convention this year.” 
Frey further stated that the WSA 
board of control is gratified at the in- 


secretary- 


creasing interest shown by manufac- 
turers in this awards program as an 
encouraging “‘all 


effective means of 


elements in a wide and growing in- 
dustry to think deeply and imagina- 
tively about means of improving and 
manutacturer - 


strengthening whole- 


saler-retailer relationships 


NSOEA Team Meets 
with Western 
Dealers, Travelers 


William W. Goss, western manager 
of NSOEA, and Homer B. Smith, 
NSOEA’s merchandising manager, 
conducted a series of eight meetings 
with dealers and travelers in six west 
ern states during June and July 

Present services and future plans of 
the Association were discussed by Goss 
while Smith outlined typical proce- 
dures used in developing a store-wide 
promotion, using back-to-school and 
fall furniture promotions as examples. 

Sites and hosts for the meetings 
were: 

Phoenix, Arizona 
Clark Office Supply, Phoenix 
Bank, 


Leighton Cress, 
Los Angeles—L. E Bank 
Stationers, Maywood 
San Diego—George 
nell’s, Chula Vista 


Cornell, Cor 


San Francisco—Paul Forgey, Bow- 


man-Forgey Stationery Co., Santa 


Cruz. 


Portland, Ore Larry Moore, Com- 


mercial Book Store, Salem. 
Seattle—Ray McDonnell, Gra-Mac 
Office Supply, Seattle. 
Salt Lake City—Verne S. Peck, 
Allsteel Office Supply, Salt Lake City 
Denver—Richard §. Pechman, Den- 
ver Stationery Co., Denver. 


Klein, Contreras 


Head ECSS 


General co-chairmen of the Eastern 
Commercial Stationery Show to be 
held October 14-17 at the New York 
Trade Show Building in New York 
City are again Mannie Klein of The 
Emil 


Contreras of the Joseph Dixon Cru- 


Klein-Heimbinder Co. and 


cible Co 

This will be the fifth annual exhibit 
with Sophia K 
secretary. Joint sponsors are The Sta- 


Ehrlich as executive 


tioners Association of New York, Inc., 
and the Metropolitan Travelers Club 

J. Howard Shoemaker, Jr. of E- 
berhard Faber, Inc., heads registration 
and George Reichman of Mooney’s, 
Inc., the exhibit committee. 

Finance committee is composed of 
Irving L. Steinholtz, Cantigny Printing 
and Stationery Corp., and Jerome J 
Savage of The Carter's Ink Co. 

Robert Polon of :Robel Press, Inc. 
and Harry Fensterheim of S.E. & M 
Vernon, Inc., make up the budget and 
audit committec 

Sales committee is headed by Co- 
Chairman Klein and Jerome J. Savage. 

Harold Hein of Midcity Press, Inc., 
and Sam Levine of Acco Products 
make up the publicity committee. 
Representing the trade magazines are 
Wallace Fisher, OFFICE APPLIANCES; 
Robert Shearman, Modern Stationer, 


and Fred Steinhilber, Geyer’s. 


Harbridge House Moves 
Harbridge House, Inc., has moved 


to new quarters at 11 Arlington St., 
Boston 16, Mass 
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NSOEA Committee Acts on Field Division 


NSOEA's executive committee has 
approved recommendations regarding 
the Field Division which will result in 
greater participation in Association 
activities and services for members of 
that division. C. W. CLEMEN, vice- 
president and chairman of the Field 
Division, revealed the following pol- 
icy decisions made at the recent exec- 
utive committee meeting held in 
Washington: 

All Travelers Club presidents will 
be invited to participate in the annual 
Governors’ Conference held in Wash- 
ington in November. This will result 
in closer co-ordination between the 
Association and the travelers clubs, 
expecially with regard to the 1962 
district meetings and other district 
activities. 

Besides the addition of the vice- 
president of the Field Division to a 
seat on the expanded executive com- 
mittee (recently announced as a pro- 
posal submitted to the by-laws com- 


mittee for action), a by-law change 
will be put before the Chicago con- 
vention recommending the Division 
name be changed from Field Division 
to ‘Travelers Division.”’ 

Finally, an attempt is being made to 
offer to field members participation in 
NSOEA’s group life insurance pro- 
gram. (Field members were previous- 
ly barred from participation by group 
insurance laws in the District of Co- 
lumbia but the insurance code of D. C. 
has been revised, making this offer 
possible.) Field members are being 
surveyed to analyze the needs of the 
men, and to subsequently prepare a 
group insurance program for them. 


New York Stationers Begin 
Management Seminar Series 
More than 80 dealers in the Metro- 


politan New York area went back to 
school June 12 when Prof. Edward 


Graff Co. Honored for 50 Years of OA Advertising 


Kallmann gave a class in high finance. 
Arranged by and under the auspices 
of the Stationers Association of New 
York, Inc., member and non-member 
dealers, and a few manufacturers gath- 
ered at the Fifth Ave. Brass Rail res- 
taurant to hear Kallmann speak on the 
topic “Are You Building Equity or 
Just Earning a Living.” 

Kallmann’s remarks delved into the 
proper ratios of current assets to lia- 
bilities, how to test the ratio of li- 
quidity, how to use judgment in the 
ratio of owned to borrowed capital, 
and capital assets to net worth. 


Victor and Comptometer 
Announce Merger 


Negotiations between Victor Add 
ing Machine Co, and Comptometer 
Corp. became final July 13 when 
their directors gave unanimous ap- 
proval to merge. 

The consolidation of the two firms 
would result in operating econo- 
mies through unification of branch 
offices and manufacturing facilities, 
said Lloyd Drexler, Comptometer’s 
vice-chairman and chief executive offi 
cer, 

Victor's 1 million 
shares would become 3.6 million 
shares of the combined firm. Comp- 
tometer’s 1 million shares of out- 
standing common stock would be- 
come equal shares in the new com- 
pany. 

Both firms have had recent aquisi- 
tions. Victor assumed land and 
building holdings of the C. F. Pease 
Corp., Chicago (cf, page 90 this is- 
sue). Comptometer acquired the Na- 
tional Systems & Forms Co., Passaic, 
N.J. (cf, page 84, OA July, '61). 

Victor sales for 1960 totaled $49 
million and profits were about $2.5 
million. Victor is a 44-year-old com- 
pany and privately held with the 
family of A. C. Buehler controlling 
the majority of the shares outstand- 


outstanding 


Mrs. George B. Graff recently accepted a plaque “Presented to the George B. Graff Co. in 
appreciation for its 50 years of continuous advertising in Office Appliances: 1911-1961.” 
Mrs. Graff, director and widow of the founder, participated in the formulation of that first 
ad placed by the manufacturer of metal and plastic signals, maptacks and other office de- 
vices. Attending the presentation in Cambridge, Mass., was Sherman C. Bedford, Graff 
president; Ralph C. Harper, chairman of the board and treasurer; and George Larousse, 
representing OA 


ing. Comptometer’s sales last year 
were over $20 million and earnings 
were more than $500,000. Comp- 
tometer is a 74-year-old firm and 


publicly held. 
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NEW COLLATORS 
Now you can order Royal Snap-Free 
Forms — not two, three, four-part sets — but all 


the way up to eight-part sets! 
8-PART SNAP-OUT COLLATOR — Schriber Machinery Co., Dayton, Ohio 


NEW EQUIPMENT 


NEW ROTARY PRESS means faster-than-ever 
service for you and your customers — plus the 
finest quality printing in the forms industry! 


CUSTOM—BUILT 
ULTRA HIGH-SPEED ROTARY PRESS 


— American Type Founders Co., Inc. 
Elizabeth, N. J. 





gPasnua. Anpandii 


NEW ROYAL NAME fieetap ears 


We believe you'll agree our new name fits us better than 
our former Royal Register Company tag. Only the name 
is new. Same people, quality, service! 


NEW SNAP-FREE FORMS IN MANY NEW CITES 


Customers can't stump you on sizes. We make 
‘em all . . . so you can sell ‘em alll 









































BIGGER-THAN-EVER PROFITS FOR YOU 





Royal gives you more to offer, more to DEALER'S ADDRESS WEIGHT REG. EXPRESS ROYAL RATES 
sell, more profit opportunities every day! NEW YORK, N. Y. 75 Ibs. $3.97 $2.44 


PLUS 40% SAVINGS VIA —crroum +. 6.2% 3.84 


ATLANTA, GA. 75 Ibs. 7.21 4.36 


ROYAL'S SPECIAL EXPRESS RATES = -st. tous. wo. 75 Wes. 755 “54 

















¢ & =} U 4 I N e Sy Ss Write today for Special Dealer 


Information, New _ Illustrated 


)34@) 6:N L F '@) Fe NVI ws ; | N cs . Catalog, Prices and Discounts. 


Address Dept. 3 for fastest re- 
NASHUA, NEW HAMPSHIRE sponse. 


FORMERLY ROYAL REGISTER COMPANY 
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Checking over old notes is sometime a very profit 
able procedure. A case in point are some thoughts 
given consideration many months ago on this subject, 
“Who should determine the carriers of shipments 
from manufacturers to dealers?” As the problem 
seems to be growing more acute a little exposure at 
this time may lead to a satisfactory solution. 

There is little question about the fact that a con 
stant source of irritation between manufacturer and 
dealer is merchandise delivered to a dealer by a 
carrier other than the one specified by the dealer 
And, for reasons that seem important to each dealer, 
the practice of specifying the carrier is becoming in- 
creasingly popular. 

A medium sized midwestern manufacturer claims 
that no matter how valid a dealer may think his 
reasons are for wanting a specified carrier to handle 
his merchandise, it is generally not a matter of 
choice with a manufacturer. In most cases, the 
manufacturer asserts, it is physically impossible to 
comply. 

The manufacturer sharing his thoughts on this 
problem averages shipments to 200 dealers each 
business day. Theoretically, it would be possible for 
him to have the same number of truckers specified 

a different one by each dealer. Actually, the number 
of carriers specified ranges from 40 to 50 each day 
Because truckers usually make deliveries in the 
morning their pickup chores are generally handled 
ir. the afternoon. With three leading docks, prob- 
ably more than average, this manufacturer finds it 
irapossible to handle more than 10 or 15 trucks in 
any one day. 


Next Month 


Is your store burglar proof? You'll have a good idea 
after reading how a professional made a good living 
for ten years robbing office equipment and supply 
stores. You'll also get some helpful tips for cutting 





Office Appliances August 1961 


Publisher Seas : John A. Gilbert 
Assistant Publisher . Charles W. Gilbert 
Advertising Manager ............ Herbert L. Sime 
Manager, Marketing Services . ae Stanley Roy 
Production Manager ......... oe . Mary Haley 
Assistant Production Manager ............ Genevieve Calomin¢ 
Treasurer Richard M. Daugherty 


OFFICE APPLIANCES was founded by George H. Pat 


terson and developed through 34 years by Evan Johnson 


ESTABLISHED 1904: Succeeding and embodying Ameri 
can Stationer, New York, established 1873, the original 
trade journal serving the stationery field; Typewriter 
Trade Journal & Office Systems, New York, 1904; The 
Office, Franklinville, N.Y., 1904; The Office Appliance 


Like every other business, carriers give preferred 
service to regular customers and the occasional pickup 
jobs are handled at “‘convenient’’ times. Often this 
is as much as two or three days after the trucker is 
called. The overnight service that so many dealers 
cite as their reason for wanting a specific trucker 
means nothing if the merchandise has been packed 
and waiting for pickup for any length of time. It 
would seem to be an advantage to dealers to allow 
manufacturers to concentrate on fewer carriers, thus 
granting enough business to each of the fewer 
carriers to make the manufacturers’ docks important, 
regular stops. Certainly this would make more sure 
that merchandise would be moved on the day it is 
ready for shipment. 

Two internal problems are created for manu- 
facturers by merchandise assigned to truckers who 
cannot be relied upon to make frequent pickups. 
The shipping department gets jammed up with 
merchandise and often employee morale takes a 
beating. Many times plant workers are told how 
important it is that a job be ready for a certain date. 
Extra effort is exerted to meet the deadline. Two 
days later the merchandise is still waiting for pickup. 
The next time it is not easy to get the extra effort. 

This is the picture from the manufacturer's point 
of view. Comment from dealers will be welcome. 


Editor-in-Chief 


down those “nuisance” losses due to pilfering, 
damage, and dead inventory. All will be in the ac- 
tion-packed September issue of OFFICE APPLI- 


ANCES. Don’t miss it. 


Journal, Chicago, 1905; Business Equipment Journal, 
Chicago, 1908; Office Outfitter, Chicago, 1908; the orig- 
inal National Stationer, New York, 1909 


ADVERTISING REPRESENTATIVES: New York City: 
Wallace W. Fisher, District Manager: George W. Lar- 
rouse, 100 E. 42nd St., New York 17, N. Y. Phone MUr- 


ray Hill 2-2373 


Chicago: Herbert L. Sime, Vice-president, and Jack Mc- 
Donald, 600 W. Jackson Blvd., Chicago, Ill. Phone 
DEarborn 2-3206 


Los Angeles: A. O. “Beau” Dillenbeck, Jr., Tom Galavan, 
Dick Hatfield and Ray Kittle, Dillenbeck-Galavan, Inc. 
266 S. Alexandria Ave., Los Angeles 4, Calif. Phone 
DUnkirk 5-3991 
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To get ready for 


the back-to-school 


seaso?l... 


Get your order in 
today for the 


Whar \ 
wee 


svt 
4 4st 
wAC ee 
AR cg 4 


country’s fastest selling dictionary 


To send customers into your store, 
Webster’s New Collegiate Diction- 
ary will be featured for back- 
to-school in Reader’s Digest, Life, 
Time, Newsweek, New Yorker, 
Saturday Review, Atlantic, 
Harper’s, and other leading 
magazines. 


Enrollments are soaring and 
Merriam-Webster’s New Collegiate 
is required or recommended at 
schools and colleges everywhere. 
Sales are steadily increasing! 
Don’t miss sales by running out 
of stock! 

To meet the increased demand, 


check your ... ciam-Webster in- 
ventory today to be sure you have 
more stock available than you had 
last year. And display the New 
Collegiate in its bright red jacket to 
remind your customers to buy while 
they’re in your store. ©G. & C. 
Merriam Co., Springfield 2, Mass. 


CONCENTRATE ON 


MERRIAM-WEBSTER 


AND DISCOVER THE INCREASE IN PROFITS 
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Packaged an 


d Labeled for 


easy selling! 


Today’s fast-paced merchandising requires 
packaging with eye-appeal for the cus- 
tomer and easy identification for the dealer. 
Faster selling and speedier, more efficient 
stock handling mean greater volume and 
reduced costs. 

The R-B ‘‘Repeat-Business”’ line of 
OFFICE PAPERS and PAPER PROD- 


Samples submitted 


ADDING MACHINE ROLLS @ PRINTED “COPY” SHEETS 
BOND PAPERS @ RULED PADS 
DUPLICATOR PAPERS @ SCRATCH PADS 

FILE FOLDERS @ SULPHITE PAPERS 
MIMEO PAPERS @ RAG CONTENT BOND 
NOTEBOOKS @ DESK BLOTTERS 

OFFSET PAPER 


UCTS is packaged and labeled in a bright 
and easy-to-identify orange and maroon 
color combination, to provide both eye- 
appeal and instant recognition—to sim- 
plify selling whether over-the-counter or 
from self-service shelves—and to speed up 
stock handling. 

R-B means REPEAT BUSINESS... 


Prove it to yourself! 


ie ea Rockwell-Barnes Company 


to qualified dealers, 


Specialists to the Stationer Since 1903 


; 


2101 GREENLEAF AVENUE + ELK GROVE VILLAGE, ILLINOIS 
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AT THI 
REMINGTO? 
LIFE TI 


How this adding machine printed over 


19 miles of tape in 90 days (and nights 


When this REMINGTON adding ma- 
chine came off the production line, it 
could have gone to a heavy duty user. 
And run trouble-free for 5 years. 

Or to a moderate user. And run 
trouble-free for 10 to 20 years. 

Instead, it went to the Remington 
‘Life Test’”’ Laboratory. And was 
tortured for 3 months. 

Automatic machines gave it a 
workout. 10 robot fingers “‘played’”’ it, 


guided by a punched-tape program 
(much like a music-roll on a player 
piano). 24 hours a day. 90 days and 
nights. Without a stop. 

It added and subtracted 2 digit 
numbers and 8 digit numbers. Full 
loads (all 9’s) light loads (all 1’s) and 
alternating loads (19191919). Every 
number and every key got a workout, 
as it reeled off 6 million cycles. 

Humans “interfered” for three dif- 


ferent reasons. To feed tape rolls 
(over 19 miles of it). To check print 
consistency. To dismantle the machine 
after the test and microscope every 
single part. 

It passed all tests. Or it wouldn’t 
be in the Remington line. 


Office Machines Division 


Ftand. 


DIVISION OF SPERRY RAND CORPORATION 


For greater adding machine profits, the man to see is from Remington, Contact your nearest office or write Remington Rand, Dept, 981-0A, 315 Park Ave. South, N. Y. 10, N, Y. 





the ENNIS MAN 


BRINGS YOU 


the most complete line of modern 
business forms, carbons and ribbons in 
the nation .. ready to help you 

profit more from this growing market, 
geared to help you sell. Ennis . . the 
line that’s sold through dealers; your 


supplier, never your competitor. 


Write for catalog 
and complete information 


BUSINESS 
FORMS, INC. 


Factories: ENNIS, TEX. © CHATHAM, VA. « PASO ROBLES, CALIF, 
Warehouses: BIRMINGHAM * HOUSTON « ST. LOUIS 


Snap-A-Part Unit Sets 

Registers and Register Forms 

Continuous Tabulating Forms 

Tab-Flex Continuous Forms—Tab Cards 
Salesbooks—Manifold Books 

Guest Checks—Tags—Carbons and Ribbons 
Index Cards—File Folders—Legal Pads 


Letters 


Readers are invited to express themselves brief- 
ly on any subject related to the office equip- 
ment and supply industry. Address: Letters 
Editor, OFFICE APPLIANCES, 600 W. Jack- 


m Blvd., Chicago 6, Ill 


Sales-Serviceman 


[ read with considerable interest your article on 
salesmen in the July issue of OFFICE APPLIANCE 
And, agreed, salesmen are hard to find 

However, I have found another solution. I have a 
small business, dealing exclusively in duplicating 
equipment, supplies and service, and sell no sta- 
tionery or rubber bands. I know that a lot of my Op- 
posite numbers have lost business to me. Not because 
of poor salesmen, but because of poor servicemen. 

Not one dealer in a hundred really trains a service- 
man. Most pick up a handyman and give him a kit 
and send him out. Although my competitors may 
have the best sales personnel, their poor service un- 
dermines the guy. I know that some equipment is so 
poor, that Steinmetz and Edison combined couldn't 
fix it. But, more good equipment has a bad name 
because of poor service, than because it was made 
wrong 

I have reasoned that I am a salesman, so I'll get a 
good serviceman. How? By putting my serviceman 
under my state’s apprenticeship program. Plus, most 
companies have very good service manuals. Now, I 
might have to guess about a salesman, but I have no 
guesswork about the serviceman. I know the work 
he has to do and what I can pay him. And, after he 
completes his training, he will get more and be 
worth more 

Meanwhile, I can sell his training. He does a bet- 
ter job because he knows what he must know. And, I 
stock enough parts to give him everything he needs. 
I do the selling. When the time come that I can’t 
keep up with sales, I'll put this serviceman into sales 
and service. After all, any man who knows the equip- 
ment well enough to fix it, can sell it 

I know this is not the answer for a lot of dealers, 
but it has been with many of them that I know. Who 

sells best?! 
William R, Parr 


said, “the man who services best 


Albany Duplicator & Supply Co 
West Albany, N.Y 


Business Sense 


Dear Editor: 

[I considered the June issue of Office Appliances 
extremely interesting, especially the article on the 
Office Machine Dealers Survey” and in particular, 
the ‘‘debate,’ “Should You Sell Imported Equip- 
ment ¢ 

In my opinion, N. Gosta Arnheim, president of 
Addo-X, Inc., batted a home run right through cen- 
ter field and out of the park. While Emerson E. 
Mead, president of Smith-Corona Marchant, Inc., is 
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still standing in left field waiting for something to 


happen | Pi 3 LEAVES YOU 

For example, in 1960 the United States ‘‘profited 
oy say 06 Seen bs ee ae eee Se with new merchandising ideas and sales 
profit’ offset our entire foreign aid outlay. Taking 
the export-import situation by itself, the U.S. has 
profited annually through the years and is actually in 
debt to other trading nations. from the everyday to the most 

If this is not convincing enough, let’s take a good : 

, complex and modern .. for the 

look at our own business. The U. S. domestic office P the smallest 
machine industry exports about $85 million worth of 
office machines over and above that imported! This sold through dealers; your supplier, 
figure includes 1 S. manufacturing investment never your competitor. 
abre vad 

All of us, as Americans, are naturally concerned : 

: : ) Write for catalog 


when a major industry or company is in trouble. ; 
We are equally concerned when our local competitors and complete information 
are in trouble. But, the over-all impact of an indus- 
try in plight is of no more interest to the national Snap-A-Part Unit Sets 

AT: ' : Registers and Register Forms 
welfare than is the impact to a local community Continuous Tabulating Forms 
when John Doe is forced out of business on Main | Tab-Flex Continuous Forms—Tab Cards 
, Salesbooks—Manifold Books 
Suest Checks—Tags—Carbons and Ribbons 
Index Cards—File Folders—Legal Pads 


tips, a new kind of service. He keeps 
you supplied with every needed form, 


or largest job. Ennis . . the line that’s 





street 

Might we suggest however, that John Doe is no 
longer in business because his supplier vigorously be- 
lieved in, and insisted upon, “‘all-out-at-any-price’ 
competition at the dealer-consumer level? While, at 
the same time, said supplier rumbles out of the left 
side of his mouth that any competition at the man- 
ufacturing level (imports in particular) is something 
to be decisively crushed, so that he can be completely 
free to abort or serve, as the spirit moves him. 

There is nothing so wrong with our domestic of- 
fice machine industry that a half dozen clear cut de- 
cisions could not cure (to the point where it can once 
more command a position of respect, as well as live 
comfortably with the imports). One decision could 
very well be, “Don't pull the wrong plug twice.” 
(Everything is not all right on the domestic front 


and all wrong on the import front). 


Ralph Archinal 
Alameda Typewriter Co 
2309 Santa Clara Avenue 
Alameda, Calif 


Give Aways 


I think its time to halt a probable trend where 
brand-name products of our industry are used as pre- 
miums. For example, I have seen a $2.95 cartridge 
pen offered for $1 plus two box tops from a well 
known breakfast cereal. This morning,—when in a | ENNIS, TEX. © CHATHAM, VA. © PASO ROBLES, CALIF, 
drug store I noticed a roll of cellophane tape offered aii 
in a blister pack of razor blades, all for 98c (the tape BIRMINGHAM © HOUSTON © ST. LOUIS 
I assume being a premium). 
I feel unless dealers make their objections known, 


more manufacturers may climb on the band wagon =e -co” 
. ' Sl +=}. 
giving away merchandise that we are trying to sell. Ennis } NESS 
FORMS, INC. 
Michael Reznik 


Crown Office Supply Corp 
Hollywood, Calif 
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Premier 
Trimming 
Boards! 





A Size For Every Need 


New use features galore with tool 
steel hardened blade that sharpens it- 
self for a lifetime of clean, accurate 
safe cuts — Plus safety spring tension, 
precision calibrations! 


7 sizes .. . $6.00 to $55.00... 
Wood or Metal 


Ask your distributor 

@ 7 Sizes 

@ From $6.00 to $55.00 

@ Wood or metal base 
PRESENTED NATIONALLY BY: 
* Stone-Newman Associates, 
York, New York. 
e Jack Luke, 3950 Lake Shore Dr., Chicago, II! 
. a Lichtenstein, 223 S. 10th St., Philadelphia 
7, Pa. 
° - ate Henkel, 1046 S. Olive St., Los Angeles 15, 
Calif. 


© Emil Dalmas, P. 0. Box 1524, 9923 Estacado 
Dr., Dallas, Texas. 

¢ George B. Tapner, 641 S. Rock Hill Rd., Webster 
Grove 19, Mo. 

e R. C. Hill, 1523 Kingswood Road, Jacksonville, 
Florida. 

© Paul Holden, 213 W. Kathleen, Park Ridge, Ill. 


PHOTO 
MATERIALS 
CO. 


2100 WEST FULTON ST. 
CHICAGO 12, ILL. 


320 Broadway, New 


i 


Plans Moving for Canadian-Eastern 


OMDA Combined Convention 


Planning has moved ahead for the 
combined convention of Canadian and 
Eastern Regional OMDAs to be held 
at the Concord Hotel, Kiamesha Lake, 
N. Y., October 5-8, 1961. 

A survey blank has been mailed to 
all dealers in the eastern part of the 
United States dealers in 
Canada. Initial that 
greatest emphasis must be placed on 


and to all 
returns indicate 
the factors contributing to the profit- 


able operation of dealers’ service 

departm« nts 
GERRY RUDNER, president of the 
COMDA 
National Type- 


Montreal, Canada, has 


Quebec Division of and 


servi manager ol 
writer Inc., of 
agreed to head a panel of dealers who 
will discuss this important subject. 
GEORGE CARR of Great Neck, N 
Y.; JosEPH EpwarDs of West Read- 
ing, Pa.; DAviD SCADDEN of Paterson, 
N. J. and SAM COHEN of Union City, 
N. J 
Rudner 
JosePpH RuBIN, president of Na- 
tional Typewriter Inc. of Montreal, 


will serve on the panel with 


Canada, has tentatively agreed to talk 
on “Diversification for Greater Prof 
its.” EpGAR Nout of Noll 
Machines, Philadelphia, Pa., the new 
ly-elected president of the National 
Office Machine Dealers 
has been invited to speak on 


Business 


Association, 
‘Leas 
ing.’’ RICHARD BARKER of the Dictat 
ing Division of North American Phil 
ips Co. has agreed to deliver a talk on 
i Effective Direct Mail 
Newspaper Advertising Cam 


Ope rating an 
an d 
paign 

In response to requests from many 
manufacturers, arrangements have been 
made for the display of equipment in 
All the suites 
will be on one floor and there will be 


the manufacturers suites 
specified hours when these rooms will 
be opened to all dealers 

President BoB WoOLETZ of Eastern 
Regional OMDA has SAM 
STEIN of Quality Office Equipment 
Corp. New York City, to serve as 


selected 


co-chairman. Simultaneous 
ly, Douc Warers, president of the 


convention 


Dealers 


appoint 


Oftice 
announced the 
COSTAIN of 
Ltd, 


Canadian 


Canadian Machine 
Association, 
ment of TED 
Stiles-Langford, 


tario, as 


Costain 

London, On 
co-chairman for 
the combined convention. 

In order to encourage early reserva 
tions, there will be a drawing held 
their 
reservations prior to September 15 


for those dealers who send in 


Some lucky dealer in this group will 
that he 
modations for the 


find won free hotel accom 

combined conven 

t10n. 
Initial 


gram for the 


dealer reaction to the pro 


combined convention 
indicates that there will be a tremen 
dous turnout for this event. Reserva 
tions have already been received from 
dealers all over the United States, with 
number of 


the greatest reservations 


Eastern Seaboard 


Craig R. Sheaffer 
Dead at 63 


Craig R. Sheaffer, chairman of the 
board of the Sheaffer Pen Co., died in 
his Fort Madison, Iowa, home July 9 


coming from the 


A leader in the office supply indus 
try for many years, Mr. Sheaffer rose 
to be Assistant Secretary of Commerce 
in the Eisenhower administration. 

His father, W. A. Sheaffer, founded 
in 1913 the pen company which bore 
his name. Craig Sheaffer succeeded his 
father as president of the company in 
1938. During his period of leader 
ship, he managed his business wisely 
and built a company which stood for 
the finest in its relations with thou 
Mr. Sheaffer was 
always willing and ready to co-oper 
ate with other members of the indus 


sands of workers. 


try in promoting its general welfarc 
and gave unsparingly of his time to 
ward this end 

He is survived by his wife, Vir- 
W. A. Sheaffer II, 


president of the company, and John 


Pinia; two sons, 


D vice-president of the company. 
NEWS continued on page 74 
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FABER- 
CASTELL 


Progress 
your 


nan 


The Year 1961 


will be marked by a day devoted to the memo- 
ry of Kaspar Faber, who, over two hundred 
years ago, mastered the art of pencil-making 
at Stein, near Nuremberg. In 1761, as we know, 
he began to make pencils for his own account. 
He thus created the foundation for the firm of 
A.W. Faber-Castell, which is still owned by his 
direct descendant and which has played such 
a decisive part in the design and development 
of numerous writing-implements for use in the 
office, on the drawing-board and in the class- 
room. 


Some 300 million implements for writing, draw- 
ing, calculating and measuring were sold 
under our name in the year 1960 in practically 
every country of the world. 


OOO Years of AMWV.Faber-Castell 


A Family Concern since 1761 
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State of the 


School Supply Sales to Soar 


The administration's Federal school 
aid program was dealt a crippling 
blow by the House Rules committee, 
when it decided to table the proposed 
legislation putting $2.5 billion in Fed- 
eral money at the disposal of local 
Boards. Proponents of the bill hope to 
by-pass the action by introducing a 
modified version from the floor, but it 
is generally agreed that the issue is 
dead, at least for this session of Con- 
gress. 

Even so, expenditures at the local 
level, not only for buildings and 
teachers’ salaries, but for all sorts 
of equipment and supplies will con- 
tinue to rise; and economists, discount- 
ing the proposed flood of Federal 
funds, still consider the school market 
one of the growth markets of the 
decade. 

In the office equipment and supply 
field this means more typewriters, 
small business machines, dictating and 
reproducing equipment and the 
supplies that go with them. 

For the current year, cost of public 
primary and secondary schools will 
be over $16 billion about $390 
per pupil. By 1970, public school 
spending is expected to reach $31 
billion — about $470 per pupil. 


Domestic Sale of Typewriters Up 


During May 1961, factory ship- 
ments of typewriters amounted to 
93,482 units valued at $17.5 million 
f.o.b. plant. Domestic sales of type- 
writers totaled 109,365 units valued 
at $22.6 million at retail value. 

This represents an increase over 
April of 4,541 units and $500,000 
in retail value. 


SBA Issues Pamphlet on 
Store Windows 


An_ informative folder entitled 
“Making the Most of Your Show 
Windows” has just been published 
by the Small Business Administration. 
It contains a number of interesting 
and helpful ideas for the small dealer 


industry 


to increase the effectiveness of his 
show windows. Identified as No. 63, 
Small Marketers Aids, copies are 
available free from any of the regional 
SBA offices, or from SBA _head- 
quarters, Washington 25, D.C. 


Economists Rule Out Serious 
Inflation for 1961 


The concensus among leading 
economists is that we are not faced 
with serious inflation during the com- 
ing year. Reasons given are that raw 
materials are in ample supply, there 
are no areas of labor tightness, and 
there’s considerable excess capacity in 
every major industry 

The increase in prices are estimated 
to rise from 1.5% to 2%, mostly 
in food and services. Materials and 
manufactured goods are not expected 
to rise. It is reasoned that before 
prices really show a tendency to rocket 
upward, there must be some bottle- 
necks of materials, labor, or plant 


capac ity 


Study of Office Products 
Industry Released 


NSOEA announces publication of a 
comprehensive market study of the 
office products industry. Made by the 
New York management consultant 
firm of Rogers, Slade, and Hill under 
the direction of NSOEA, the study 
reveals that America’s combined in- 
dustry of office stationery and sup- 
plies, office machines, and office furni- 
ture and equipment grossed $7.5 bil- 
lion in 1960, and is growing at an 
average rate of 6% annually. 


Senate Committee Studies 
Finance Measure 


Hearings are now being held by a 
Senate banking subcommittee on a 
measure to force full disclosure of 
finance charges on consumer loans. 
If enacted, the bill will concern all 
merchandise to 
consumers on a term payment basis, 


businesses that sell 
and charge a rate for the service. 

On the surface, the provision to 
clearly distinguish the full finance 


charge from the amount of the 
purchase seems both simple and fair. 
However, in the case of merchants 
who offer revolving credit, or even a 
flat percentage per annum for financed 
goods, a breakdown of interest and 
principal amounts per month can re- 
sult in complications. The bill is ex- 
pected to meet with considerable 
Opposition, but warrants investigation 
by all businessmen who engage in 
volume term payment selling. 


Minimum Wage Set for Federal 
Furniture Suppliers 


The minimum wage of $1.43 an 
hour applies to employees working 
on Federal contract of $10,000 or 
more in the metal business furniture 
and storage equipment industry. The 
old rate was $1.10. Over $50 million 
are spent by the government annually 
in equipment of this type. 


NOMA Survey Shows Fringe 
Benefits Increase 


The National Office Management 
Association has just completed its 
Annual Clerical Salary Survey. It is 
a compilation of data provided by over 
9,000 companies located in 147 cities, 
and covers more than 600,000 em- 
ployees. 

Among the facts brought out: There 
is no trend toward a shorter work 
week. Most companies are maintain- 
ing the 40-hour base, and expect to 
continue with it. Of the companies 
reporting, 88% provide group life 
insurance coverage, 41% paying the 
full premiums. Hospitalization cover- 
age is provided by 97% of the com- 
panies, 37% paying all the premium 
costs. Almost 75% of the firms have 
a retirement program. 


Another Blow to Fair Trade 


The Supreme Court has dealt an- 
other blow to the effective enforcement 
of the fair trade laws. In a recent 
decision, the high court ruled that a 
fair-trading manufacturer could not 
sue to enforce his rights under the 
New Jersey fair trade laws unless his 
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company was qualified to do business 
within the state. 

For all practical purposes, the 
decision means that a fair trader must 
qualify to do business in any state 
where he is s¢ eking to enforce fair 
trade contracts. Manufacturers may 
feel that the added burden of con- 
forming to state licensing laws renders 
the policing of fair prices unprofitable. 


Financial Statements — 
A Management Tool 


Many small businesses do not use 
financial statements as a management 
tool, but prepare them primarily to 
satisfy government requirements, ac- 
cording to a management research 
summary announced July 1 by the 
Small Business Administration. Based 
on a survey of 229 small businesses in 
Pennsylvania, the summary says that 
most of the businessmen interviewed 
used ratio analysis to some extent, but 
mostly in the nature of informal com 
parisons. Very little use was made of 
other techniques of analysis such as 
the break-even point and budgeting 

The survey revealed that only 44 
of the firms were aware of the 
existence of any standardized account- 
ing systems for their industries, and 
only 24 made use of published data 
for the purpose of comparing their 
experiences with those of other firms 
in their industry 

Copies of the full report may be 
purchased for $1.50 from the Bureau 
of Economic and Business Research, 
Temple University, Philadelphia, Pa. 


Comeback Shown in Office 
Supply Industry 


In a bulletin issued by the Fountain 
Pen and Mechanical Pencil Mfrs. 
Assn., it is pointed out that average 
weekly earnings of production workers 
in the pen, pencil, and office supply 
industry were $71.74 in April. Hour- 
ly earnings rose to almost a record 
high of $1.83. This is a partial re- 
covery from the low of last January, 
but it is not yet approaching the high 
of $72.80 registe red last October. 
Employment reached a high of 33,200 
last October, is now steady at 41,400. 
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NOMDA Takes 
Progressive Step 


The famous Grossinger charm seemed to pall on the relatively small 
number of NOMDA members gathered for the 1961 annual convention 
on June 18. So negative was the reaction that the Board of Directors re- 
solved to abandon resort locations for future national meetings. 

This action is long overdue. The office machines segment of the in- 
dustry is too vital, too energetic to stage a national convention attractive 
to less than 300 dealer members, and only 750 total registrants including 
manufacturers’ personnel. Many important sections of the country were 
represented only by directors of local OMDA chapters. In fact, a few dis- 
sidents among the manufacturer group suggested that the meeting was a 
glorified directors’ meeting. 

Manufacturers who had expected a record attendance did an excel- 
lent job of presenting their exhibits. A number of new machines and ac- 
cessories were introduced. Significantly, there was more interest in dealer 
distribution among the large manufacturers who have previously limited 
their standard machines to their branch offices. McGraw Edison and 
Hunter, who are courting dealers for the first time, were among the new 


exhibitors at the convention. 


OFFICE APPLIANCES has maintained for years that the lavish enter- 
tainment facilities of a resort such as Grossingers are a deterrent to dealer 
attendance at NOMDA conventions. A dealer who wants to profit from 
the business sessions must resist the temptation of entertainment scheduled 
in competition with the meetings. Such occurred at Grossingers, resulting 
in very light attendance at some of the panel discussions. They were good 


enough to warrant better suppoft. 


By moving the convention site to a more central location, in a busi- 
ness environment, NOMDA will be taking an important step toward 
broadening the appeal of its national convention. Couple this with a well 
planned program geared to matters of broad interest to its dealer members 
— properly scheduled and administered — given good advance promotion 

- and NOMDA will get the high convention attendance it has too long 
sought to win by the timeworn ruse of planned entertainment in a resort 


setting. 





DECO -8-TRAY is the new concept in trays that satisfies 


customer demand for color, design and efficiency in today’s modern 
office. DECOR-8-TRAY is the desk accessory that sells on sight. 


MATCHING  * scutpTuren bésicn * FADE, CHIP AND 
PEEL-PROOF 


* DECORATOR COLORS 


* SATIN GLOSS- FINISH 
TELEPHONE * LIGHT WEIGHT HIGH 


IMPACT PLASTIC * NESTS FOR STORAGE 


COLORS * LETTER AND LEGAL SIZE = %* COMPETITIVELY PRICED 


Dealers and Distributors call or write for information. 





Be Your Own 
Santa Claus 


Do the echoes of “Yuletide Is Here’ fill you with 
dismay rather than seasonal joy? Is your share of Christ- 
mas sales small? If so, your dismay is reasonable but 
it can be cured quite simply—to get a healthy portion of 
Christmas sales, bring the buying public to your store 
and be your own Santa Claus. 

First of all, decorate it. The Christmas shopper, com- 
plete with gift list, will not give a second glance, let 
alone a first one, to a store without a shred of seasonal 
atmosphere. This is the time of year when all that 
glitters becomes gold. 

Stopping the casual buyer is the job of the display 
window. Make it sparkle, literally, with the time-hon- 
ored trappings of tinseled trees, gilt balls, red and green, 
silver and gold. 

A word of caution is in order: don’t get carried away. 
The casual passer-by will be caught more quickly with 
a strategically placed ornament (properly spotlighted, 
of course), than by a windowfull of Santas, elves, rein- 
deer and what-have-you. 

If the window has lured the prospective customer into 
your store, the battle is not yet won. This is a good 
time to follow the example of department stores and 
create a Christmas atmosphere in every product display; 
from paper clips to calculators. For the department 
stores know that keeping a customer in the Christmas 
mood will more than likely keep him in the store. 
Another cautionary note: be careful not to so fill the 
interior with decorations that the customer is distracted 
by the glitter and misses the products 

The additional cost of decorating should, of course, 
be compensated by additional sales. Some of it can be 
offset by the judicious use of manufacturers’ sales aids, 
colorful, eye-catching and definitely ‘Christmasy’’—the 
three things your own overall decoration should be. 

The customer is in the store; the store is filled with 
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A WINDOWFULL OF CHRISTMAS is easy to achieve with 
few well-planned displays. The MacTaggart-Hoffman Co 

i Port Huron, Mich., created this window by arranging gift 

items with their manufacturer's merchandising aids, then 

added the Christmas touch with colored lights, 

shi ering ornaments and glittering trees. The effect is 

instantaneous: Christmas window, Christmas store, 


Christmas sales 
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Office accessories with a touch 
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of luxury fill the bill for business gifts. 
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Christmas; but the sale is not yours unless you give 
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him something to buy. 
To the customary stock of “obvious” gift items, 


~ 
o> . 
AS 


should be added those which fill the definition “‘Busi- 
ness Gifts for Business People.”’ 
You can make this your personal success slogan 


since you are uniquely able to offer the business- 


gift-buying public the products they are looking for, 


more so than a department store. 

Gifts to enhance the executive's office are as casy 
to display as they are to receive as gifts. Whether 
the executive's office is starkly modern or over- 
whelmingly ornate, a lamp will fit in somewhere. 
This particular lamp (1) will fit quietly into either 
decor. Like other lamps offered for office use, it 
reflects the current trends in office furniture design. 
In this case, a delicately balanced combination of 
brass, wood and metal filagree. 

The pen, whether fountain or ballpoint, is a com- 
mon Christmas gift precisely because it can be used 
by almost everyone. It becomes an elegant gift when 
it is made of precious metal or, like this desk set (2) 
set into a gold-plated base. 

One of the most executive of executive gifts is a 
portable bar. They come in all shapes and sizes for 
any shape or size office. The one illustrated (3) is 
transitional in styling, but modern and traditional 
ones can also be had to match individual tastes. 

Anyone with a desk would be pleased with an 
accessory for it. Cigarette boxes, lighters and ash 
trays are among the wide variety of “little things” 
that can brighten up a working area. The lighter (4) 
is brass inlaid with teak and the ash tray (5) is 
chrome and brass. 

Barometers, thermometers and hygrometers arc 
concerned with the weather. To someone looking for 
an unusual gift, they provide a perfect solution. 
Encased in metal or plastic, hung on a wall or set 
on a desk, they fit into almost any conceivable office 
situation. A “floating case’’ holding three weather 
instruments (6) is an example of modern weather 
( asting 

During the Christmas season, ordinary items are 
given luxury touches such as the metal and wood 
combination in a list finder (7). 

Personal leather goods are usually high on the 


business gift list. The popular attache case, similar to 
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this one (8) is a good choice since it is adaptable to 
sO Many uses 

Clocks, like lamps, are an indispensable addition to 
any executive office. This little desk clock (9) is 
designed in a strictly modern vein, but there arc 
clocks to suit any kind of office and fit into almost 


every corner of it. 


Portable typewriters (10) have always been good 


gifts suggestions. Now, with the addition of color, 
they fit even better into the concept of a gift. The 
model illustrated comes in six colors, including such 
eye-catching ones as turquoise, green and yellow 

To reiterate, the business gift market is a booming 
one. But you have to work for your share of it: fill 
your windows and store with Christmas atmosphere, 
fill your shelves with business gifts and your cash 


register will fill itself. 


More Business Gifts for More Business People 


List finders 


Adding machines 
Luggage 


Ad ress books 


Albums 
Appointment books 
Artists’ materials 
Ash trays 
Atlases 
Barometers 
Bibles 

Billfolds 

Book covers 
Book ends 

Brief bags 
Budget records 
Calendars 

Carafe sets 
Card cases 

Card fies 

Chairs 

Cigarette boxes 
Clocks 

Date books 

Desk accessories 
Desk calendars 

Desk lamps 

Desk pen sets 

Desks 

Diaries 

Dictionaries 

Doodle pads 
Drawing instruments 
Family record books 
Files, personal 
Globes 

Guest books 
Investment record books 
Key cases 

Key rings 

Leather goods person 
Letter openers 
Library sets 


Lighters 
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Magnetic pencils 
Magnifier reader 
Maps 

Mechanical pencils 
Memo books and pads 
Memo holders 
Name plates 

Paper weights 

Pass cases 

Pen and pencil sets 
Pen holders 
Perpetual calendars 
Photo albums 
Pocket calendars 
Pocket secretaries 
Portfolios 

Reading glasses 
Reading stands 
Reminders 

Rulers 

Xx rapbooks 

Slide rules 

Smoking accessories 
Smoking stands 
Stamp albums 
Stamp dispensers 
Staplers 

Stationery 

Table lamps 

Tape dispensers 
Telephone book covers 
Telephone indexes 
Thermometers 
Thermos sets 

Travel kits 
Typewriters, portable 
Wallets 
Wastebaskets 
Writing portfolios 
Zipper cases, portfolios 





Management 


Sister Team Builds Big 








OUTSIDE A SISTER'S OFFICE is grouped one o many furniture displays arranged by Forrer’s Equipment Co 
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Management decisions are taken in stride by the 
forward-looking sisters Louise and Ruth Forrer of 
Forrer's Equipment Co., Milwaukee, Wis. 

The decisions the two make are usually based on 
the premise that a firm must be equipped with a “total 
design’ goal and the personnel and products to achieve 
that objective. Thus, it is not surprising that recently 
they installed a complete department for the display 
and sale of data processing accessory equipment, named 
a project development manager, and became exclusive 
dealers for The General Fireproofing Co. 

Coupled with these go-ahead management decisions 
has been an expansion of the design department in 


personnel and materials display. 


‘We are determined to sell not only the planning 
and equipment of an office but the space arrangement 
and work flow, at a fee, as well,’ the sisters told 
OFFICE APPLIANCES, ‘This is a service we are equipped 
to provide and something we should profitably 
merchandise rather than give it away as we often did 
in the past, just as other furniture dealers.” 


; . - . Ruth Forrer, secretary-treasurer 
Louise Forrer, president of the firm, ascribes to this : . 


policy as does her sister, Ruth, who is secretary-treas- 
urer and also skilled in both design and salesmanship. 

There isn't a complete feminine staff at Forrer’s, 
however. Capable masculine counsel is provided by 
Richard A. Buchanan, vice-president and general 
manager; Robert J. Wager, sales manager, and Russ 
Paratt, manager of the project development department. 

When Louise and Ruth decided recently to install 
the automation center featuring General Fireproofing 
equipment, the three men sided with this management 
decision, being aware of the need in the Milwaukee 
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Management . . . continued 


STEEL SECTION at Forrer’'s is centered around this display FAST-GROWING design department occupies the activities of a number 


of steel office furniture f new employees 


area for such a continued showing of the equipment 


“ . >. 

Our decision to add an | 7 
which is part and parcel of a data processing center 
With constant expansion of the large insurance centers 


automation supply department in Milwaukee, the pendulum has swung to automation 


ind Forrer’s was quick to take advantage. 
and expand design Services The Forrer sisters point out that expansion of their 
offerings of automation accessories was a logical step 


forward inasmuch as they were already immersed in 


is aimed at selling 


all phases of office planning. In fact, it was logical, too, 
P . » that they should supply their staff's knowledge of work 
the complete office flow as a paid service even when their firm did not 

receive the contract for equipment 
We are constantly being called upon to do this type 
of office system planning—something which is logical 
for an enterprising office furniture dealer—and we 
set up this project development department under Russ 

Pratt.” 

Pratt's duties therefore tie in with the increasing 
activity of the office design department which for 
years has provided the know how as well as the furniture 


and accessories involved in outstanding Milwaukee area 
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AUTOMATION CENTER at Forrer’s. General Fireproofing’s equipment for handiing and storage is on display. 


offi installations. In fact, the Forrer activity has 
ranged beyond the city to include most of Wisconsin 
and even Chicago 

It is in decisions relating to better utilization of 
space, flow of office supervision and work as related to 
arrangement of desks and offices, and accompanying 
placing of wiring, windows and wall covering that the 
Forrers have proved their worth and thus attracted a 
clientele of customers going beyond the actual equip- 


ment needs 


Cooperation in Automation 


In this connection it appeared logical to the sister 
team that Forrer’s should have an “automation center 
where they could show the supervisors of data proc- 


essin 


g what is needed and available in card handling, 
wall storage racks, control panel storage, tape storage 
and transportation, indexing, and key punch equipment 

Determined to make this equipment available as well 
is displayable, Forrer’s called in The General Fire 


proofing Co. and worked closely with Larry H. Jones 
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in setting up the department. Jones was available for 
the grand opening, meeting with data processing center 
supervisors from the Milwaukee area. In addition, Gl 
had on hand Larry Miller, vice-president in charge of 
dealers; John Saunders, vice-president in charge of 
sales; Jack Boehne, manager of national accounts, and 


local GF division staff members. 


It is the same type of co-operation which was ex 
tended in opening of automation accessory centers at 
Clegg’s in San Antonio, Tex., Kock Brothers in Des 
Moines and Waddey’s in Richmond. 


For the manufacturer, the Milwaukee firm's open 
house provided the opportunity, too, to celebrate the 
inauguration of the new dealership in Milwaukee for 
GF Italic and other furniture lines as well as the con 


nection with GF Studios for accessories. 


In automation, in project development, and in the 
addition of lines, Forrer’s carries out its management 
decisions to be the supplier of total and not partial 
service for the office. 





A small firm needs 
sound management, too 


“From the very beginning I've operated my business 
on the basis of always having sound reasons for my 
methods. This not only became my policy, but my busi 
ness philosophy.” 

It’s Art Olsen speaking as the operator of a small but 
successful office supply business, Olsen's Office Supplies, 
Inc., in Forest Park, Ill., adjacent to Oak Park 

The management philosophies expressed by Olsen 
have proven themselves to the extent that this firm 
delivers some 12,000 separate items of offic equipment 
a year to customers. It’s a business which depends 
soundly upon the ideas of Olsen, the ever-present help 
of his wife, and the sales and “housekeeping” ability 
of eight employees. 

Except when the fish are biting in some Canadian 
lake or the pheasants are running in the South Dakota 
fields—an excuse for a needed vacation—Olsen is on 
the job in the store or attending industry meetings where 
he wants a menu of solid, worthwhile business discus 
sion instead of entertainment. 

The proprietor’s ideas about his own business opera 
tions or the conduct of business in general are no secret 
They have been recently quoted in “Business Progress, 
publication of the Goodyear Tire Co., and shape up in 
this manner: 

“The people we hire must have had a B average or 
better in high school, and that goes for my truck driver 
as well as my inside salesmen and secretaries! This isn’t 
just a matter of intelligence. I figure that if a person 
loafed through school at a C or D level, he'll do the 
same on his job.” 

When interviewing applicants for a job, Olsen tells 
his prospects: 

“You're going to have four bosses. The first is going 
to be yourself. If you can’t get yourself out of bed in 
the morning and into a fresh shirt, clean shoes, and tie, 
our customers won't have time for you—or for Olsen's 


30 


‘You're second boss is going to be our customer 
Never tell him a lie. He'll know it, and all of us will 
be removed from his confidence 

“Third, the manufacturers whose franchises we enjoy 
are going to have a say in your daily activities. It is up 
to you to show their lines and actively sell them in the 
face of competition. Remember—they're our lines, too! 
While the factories have an obligation to us to supply 
good quality merchandise, we also have the obligation 
to represent them in the most aggressive way. If we 
don’t they aren’t going to get their full potential from 
us, 

“Finally, Olsen's will be your boss. If every action 
of yours is not directed at a sound profit and long 
range benefit for the company, you are selling everyone 
short—even yourself.’ 

Olsen has some other ideas, too, concerning product 
quality and display. He insists that “you can’t sell a 
shoddy product and call it a bargain. Neither is it good 
business. It is up to the businessman to see that his 
customers always receive good-quality merchandise at a 
fair price. So, for your own sake, and that of your 
customer, re-evaluate your supplies periodically; make 
sure yours is still best.” 

Put the big-ticket items up in front of the store, as 
serts Olsen, explaining: 

“Salesmen used to tell me that these should be kept 
at the rear of the store to give front-line exposure to 
faster-selling small items. I did the opposite. I didn't 
believe the rubber-band-and-scratch-pad purchasers were, 
by and large, the big equipment buyers—so I moved 
these items to rear. My big ticket volume picked up 
immediately.’ 

It is with these firm ideas relating to proper manage- 
ment that this small office supply firm moves ahead 
with confidence. 
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REPUBLIC OPEN-SHELF FILING 


Now you can show customers how to make better use of avail- 
able space in any office, large or small. Republic Open-Shelf 
Filing keeps “everything in place in less than half the space”! No 
drawers to barricade walking or working room. No dead, unused 
space... up to 75% more filing capacity .. . and best of all, 
needed files out in the open. Saves 35 to 40% of finding and 
filing time! 

Show Republic Open-Shelf Filing—then write the order. Your 
customers want the advantages and economies of Republic Open- 
Shelf Filing—and you can use it as a door-opener to sell the entire 
big line of attractive Republic Steel Office Equipment. 

Write ... right now ... for price lists, specifications, and 
dealer discounts. It’s your opportunity for profits! Dealerships 
available too. Ask us. 

REPUBLIC STORAGE CABINETS — double duty facili- 


ties, double your profit opportunity with every cus- 
tomer. Storage, wardrobe, or combination models, 


REPUBLIC STEEL | | 


REPUBLIC HAS THE FEEL FOR MODERN STEEL 


REPUBLIC STEEL TRANSFER CASES AND 
VERTICAL FILES — expandable facilities 
for repeat sales from “open stock.” 
Lifetime all-welded steel construction. 
Sizes for all standard letter, form, and 
card dimensions. 


> \ Strong 
Modern REPUBLIC BOOKSHELF UNITS— multiply your profit 
Dependable opportunities by quick acceptance in business, law 
offices, schools, and libraries. Two height sizes, 
84’/ or 90’, with six shelves easily adjustable to 
any book size. Counter-High Bookshelf Units, 42// 
high, 36// wide, have two adjustable shelves. 


REPUBLIC STEEL CORPORATION 
DEPT. OA-2558 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


OD Please send details on Republic O Republic Storage Cabinets 
Open-Shelf” Filing. O Republic Bookshelf Units 

OC) Republic Transfer Cases 0 Tell me more about dealerships 

OC) Republic Vertical Files 


Name Title 








Company 


Address 
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New Products 


filing units have been unveiled by REMINGTON 
122 E. 42nd St., New York 17, N. Y 


capacities not previously available. All 


Five new models of the “Kard-Veyer 
RAND Systems Div., SPERRY RAND Corp 
The new models feature five different s 


have completely transistorized operation 
Inquiry Card No. 1 


ind an electronic safety device 





ompact new exposure guide to help the operator select exact 


settings for making copies is now available on Thermo-Fax 


rteen"’ copying machines from the MINNESOTA MINING & 


Co., 900 Bush Ave., St. Paul, Minn 
Inquiry Card No, 2 








mi-PAS 


CATOR 
RANKEL Merc. Co 280 Rio 

Blvd., Denver, Colo., is mat 
Klean Write instant-drying 
1 bond paper, post-card 


neograph paper. In liquid 
paste from, the new inks 


necessity to slip-sheet or 


use 


paper 


r 
Inquiry Card No. 3 


For More Information Use Inquiry Card on Page 43 


OA-8 /61 





TALIS DAY (@ 


INSTANT LABIEL-MAKER 


for office and shop 


Plasti¢ raised-letter 
labels in seconds 


This featherweight, indispensable 
TAPEWRITER* prints colorful profes 
sional labels in seconds Any name 
any legend, any lengtt ut it come 
instantly, in crisp raised letters in 
contrasting color on sparkling plastic 
labels. Self-sticking indoors and 
out immediately identifies doors, 
drawers, shelves, files, pipes, 
switches, equipment anything! 
Everything in office, shop, or store 
looks better and works better with 
TAPEWRITER labels $24.95 


Ask your dealer or wholesaler for a dem 
elat-jeg-}alela fo] mm a1 ¢- mnie) Mm labielacrr-}elelsme-lale 
sample 


*Trademark of DYMO INDUSTRIES, INC., Dept. OA-8,2950 7th Street, Berkeley 10, California 
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NOW! A LOW-PRICED 
Salional 
BOOKKEEPING MACHINE 
FOR DEALERS! 











THE CLASS 60 
PRICES START AT $700 


You'll find the “60” easy to sell... BECAUSE: 


¢ Now, for the first time you can actually offer a YOU can install the New “60” in less than 60 


2 F ‘ : ail 
low-priced bookkeeping machine. i , 
YOU can make an important addition to your 


The NEW “60” is the right machine—at the sredust tne! 

right time—at the right price. YOU can increase your profits! 

There’s a growing need for a simple, low-priced YOU get free advertising, sales material, and 
personal sales assistance! 

YOUR customers will find the “60” easy to 

operate! (No special skill or training 
nesses are going into charge business. needed.) 
Many businesses are using pen-and-ink methods 


posting machine. 
More-and-more small and medium-size busi- 





which are no longer adequate. 
More complete, up-to-date, accurate records are NATIONAL DEALERSHIPS 

now required. NOW AVAILABLE! 

The Class 60 is 2 machines in 1. Serves as a Get ane today, It entitles you to-008d 
bookkeeping machine and an adding machine. the NEW “60”—AND a full line of 
Exclusive National “Live” Keyboard makes Ac- National adding machines, bookkeep- 
counts Receivable posting as easy as operating ing machines and supplies. 
an adding machine. 











For more information, just fill out and mail the coupon below. 
THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 
“TRADE MARK REG. U. S&S. PAT. OFF. 


Addin | would like more information on a National dealership. Dept. 336 
a OSalional * 
Machine — Nome _ . ee bas 


Sales Address ADDING MACHINES 
CASH REGISTERS * ACCOUNTING MACHINES 
Dept. a a Zone State ELECTRONIC DATA PROCESSING 
wer Paper (No Carson Requintp) 





1039 OFFICES IN 121 COUNTRIES © 77 YEARS OF HELPING BUSINESS SAVE MONEY 
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New Products . 
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A fully automatic copying machine, the “Contoura I 

tive,” has been designed by the F. G. Lupwic Corp., 

Coulter St., Old Saybrook, Conn. The 

al up to 11” wide by length 

prints flat and dry at the rate of four copies per 
Inquiry Card No. 6 
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unit copies any W 
any and delivers devel 


ninute 
lL, 


earings 
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Over-Type” has been placed on 
750 Pacific St., Brook 


inserts the cleaner into he 


A new type cleaner called 
the market by the OLD 
ly N. Y. The typist sit 

achine she ld 
surface facing the type, places the ribbon in stencil position 
ind strikes the key 


Tow N CORP 


n 58 f 


as would a sheet paper with the red cleaning 


clean 


until type 
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1Z easy 


operation 
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€ Safety 


conve! 
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€ hanisn 


perate on 


d No 


Mrs. Co., 2714 Walnut St 
ts newly-developed ‘‘Nu 
the 


AMERICAN STENCIL 
Den Colo 
Clear" typew 
Select-O-Pak 


CHI 
now has 


ribbons 


ritet available in transparent 


Inquiry Card No. 9 


More Information Use Inquiry Card on Page 43 
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money FAS T 


LETE REGNA LINE 
egisters - adding machines « safes 


Don’t miss this opportunity of your lifetime! This complete Dealer 
Line (more than 50 models) of low-priced REGNA cash registers 
and adding machines spells PROFITS, PROFITS and more 
P-R-O-F-I-T-S! 

Stream-lined, jet-age models surpass all expectations of business 
builders with an eye on tomorrow. Your choice of electric, hand, 10 
keys or full keyboard machines. 


Write today for informative literature. 


Move fast 
it’s profitable! 


It’s low-priced! It’s profitable! 
Mail the coupon—Mail it today— 
Mail it NOW! 


safes of unusually 4» REGNA CASH REGISTERS, INC. 
unique design, are 175 Fifth Avenue, New York 10, N. Y. 
covering the globe 
with tremendous 
sales success. Several 
sizes and models 
available. 


Gentlemen: 


3 

' 

| 

1 

H 

1 Please rush more information on the 

4 complete Line of REGNA Cash Registers, 

} REGNA Adding Machines, JOELI Fire-proof 
1 Safes, and outline advantages of becoming an 

: independent REGNA-JOELI Dealer. 
' 

1 

? 

i 

1 

i 

i 

' 

‘ 


In Canada: Commodore Portable Typewriter Co. Ltd., 
680 King Street West, Toronto 26, Ont. 


OUTSIDE CONTINENTAL JU. S.: 
Jorgen S. Lien, Box 522, Bergen, Norway 
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HANSON 





GIVES YOU THE 


3 


in Precision 
Postal 


Scales 


The new up-to-date styling of this model no. 150 will 

be most appreciated in any home or office. Attractive 

colors of gray, beige, mist green, and antique white. ; 
Offers the finest in precision weighing and long Pree... display stand 


trouble-free life. Capacity: 1 LB. X % OZ. He. D-188 with enter ef 
#150 postal scales. 


ildi ailable on request. 
Sales building stuffer available on request Siticiet pastel autde with 


each scale. 


Meet four more of HANSON'S family of Postal Problem Solvers 


No. 1509— No. 1515— 
The 5 LB. X & OZ. platform Heavy duty for p 
for average office use parcels. § : 








HANSON SCALE COMPANY -— Est. 1888—Northbrook, Illinois 
IN CANADA, WITH CANADIAN RATES—SAXON OFFICE 
EQUIPMENT LIMITED, 156 EVANS AVE., TORONTO 18, CANADA 
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Surest way to build profits from small-price items is to 
build high volume through repeat business. That’s why 
it pays to stock and sell Victor Mak-Ur-Own® Celluloid 
index tabs. Satisfied customers buy Victor again and 
again, frequently asking for Mak-Ur-Own by name! 


Depend upon Victor Mak-Ur-Own Index Tabs for fast, 
profitable turnover. Countless features make the first 
sale easy. Product quality assures you continuous re- 
peat business. Effective promotion material helps you 
reach the user time after time. 

These MAK-UR-OWN features help you build profitable volume 
= Seven distinctive colors = Three extensions for one, 
two, or three typed lines # Heavy, top-quality celluloid 


VICTOR SAFE 
& EQUIPMENT 
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Make your 
own profits 


with Victor 
MAK-UR-OWN" 


EEN SS “see 
ob 


eS an tne satis 


index tabs 


= 


that won’t split or warp = Tab with full rounded beaded 
edge for easy grasping # Strong, close-woven skirt 
fabric, clean-trimmed edges # One skirt edge shorter 
for easy separation ® Fold in skirt forms automatic 
stop for uniform tab exposure ® Gumming free of taste 
or odor; adheres instantly, permanently ® Wax strip 
with convenient cutting scale prevents gummed sur- 
faces from sticking to each other. 


And these are only a few of the Victor features that 
help you promote Mak-Ur-Own into a steady, fast turn- 
over profit-maker. Get the whole story of Mak-Ur-Own 
and the Victor sales aids that back you up. See your 
local Victor Salesman or write to Victor today. 


Remington. Rand Systems 


Fag O'VISION OF SPERRY RAND CORPORATION 
i li 22 EAST 42ND ST., NEW YORK 17, N.Y 











New Products . « « COntinued 


coloring 


ttering 


THe Speep-O-Print Corp., 1801 W. Larch 
Ave., Chicago 13, IIL, has introduced a new plasti 
binder that is easy to operate and completely portale 


Inquiry Card No. 10 
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Inquiry 


THe IpeaAt SySTEM 
Co., 2437 Ww Pico 
Blvd., Los Angeles 6, 
Calif., has redesigned 
its “Appointment Rec- 
(M-2410). The 
the book is 
now red leather-grained 
plastic. A 
plastic binding, with a 
spine that the 
length of the book, 
makes page turning 
easier. Inside the book, 
screened 


ord 
cover of 


new red 


runs 


lines have re 
placed the solid ones to 
make 
locate 


entries 
The 
comes packed six to a 
counter display carton 
Inquiry Card No. 13 


easier to 
book now 


The assortment of ribbons shown above are fror 
the new line of ribbons for data processings equip 
ment from the F. S. Wesster Co., 13 Ambhurst St 
Cambridge 42, Mass. The ribbons 
come in colors and are also available in black Litho 
[ype for offset plate systems 
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1” core 
the tape to 


ind the 


For More Information Use Inquiry Card on Page 43 
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Ohio 


dual 


Co., 


Sting tray 


Dayton 
with 


STER 
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ft posting equipment and 
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S$ ranging in size fro! 


available in seven 


Dy l 


Inquiry Card No. 12 


= | 
TYpe 
ONY 
vw 
r. — 
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} iby » S wiTHouT 
A F ERASING 
TAPERASER” COVERS TYPEWRITING MISTAKES 
MAGIC. “TAPERASER” SEALS THE ERROR un o 


STORES PAPER LIKE HEW, READY TO RETYPE 
CORRECT LETTER. rae. “aperaser” is a new. tast 
‘UoR 


CORRECTS 
TYPED ERRORS 


ne-handed tape applica 
the VELVET TOUCH 


holds any 1” wide 
{ 


and comes in six colors. The user rolls 


twists the applicator 


F , a a sl 
the desired length 
cuts itself of 
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QUICK SERVICE 
INQUIRY CARDS* 


To obtain more information 
about any of the New Products 
in this issue, simply circle the 
corresponding numbers on the 
card at right. For more informa- 
tion about any of the Sales 
Stimulators in this issue, circle 
the corresponding numbers on 
the card. To obtain copies of 
New Catalogs and price lists in 
this issue, circle the key 
numbers on the card. These 
requests will be promptly for- 
warded to the manufacturers. 
*T his service is restricted to 
dealers and wholesalers in the 
office equipment and supply field. 


The handy subscription card at 
the right is enclosed here for 
your convenience. Use it to 
enter or renew your own sub- 
scription, or tear it out and 
give it to a friend, salesman or 
employe active in the retail 
office stationery, machine or 
furniture business 


18 
33 
48 
63 
78 


7 
22 
37 
§2 
67 
82 


Office 
Appliances 


13 
28 
43 
58 
73 
88 


14 
29 
44 
59 
74 
89 


SALES STIMULATORS, CATALOGS 


101 «102 103 104 105 106 107 109 
1th 6882) O03 4 OB OBO 
121 122 #123 «#§24 #125 «#4126 «(127 «128 «129 
131 «©1320 «133 «1340 135 —s136) S137): 138—Ss«139 


Please ask the manufacturers, indicated by the key num- 
bers I have circled, to send further information without 
delay. 
Service is restricted to subscribers-dealers and 
wholesalers in office equipment and supplies. 


August 1961 issue of OFFICE APPLIANCES 
Card void after October 1, 1961 


Company 
Business Address 


Appliances 


Enter my subscription including the Annual 
Buyer’s Index 


C] 3 years $8.00 C) 2 years $6.00 


C) 1 year $4.00 
U. S. Possessions, same rate as above. 
Canada, add 50c per year. All other countries, 
3 yrs.-$20.00; 2 yrs.-$15.00; 1 yr.-$9.00 
C] Payment enclosed 0) Bi me 
C] New C] Renewal 


RETAILER: Please check all products that you sell. 
( Office Supplies and Commercial Stationery. 


(] Office Machines [) Office Furniture and Equipment. 


OC) Bi! firm 


OTHER: Check category which best describes your firm. 


() Dept. store, chain store, resident buyer, college book store or 
school supply distributor. 


() Executive sales agency handling noncompeting major line. 


[] Wholesaler of commercial stationery or office supplies, office 
machines, office furniture or equipment. 


]) Manufacturer of commercial stationery, office machines, office 
furniture or equipment. 


(] Manufacturer’s representative. 


CF) Galar Gehan Geese, 0 occ coccesscubacecec ceccetéevosccees 
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in this issue 
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OVER 1500 ITEMS 
for Business, Industry 
and Institutions 














‘re backed by 


OU SELL LYON— YO" gram in the 


WHEN Y ¢ national advertising ae month in 


the larges appear ev ry neering, 
industry: yon - g Factory, Plant Ene dusttial 
Business Week, ’ rn Industry, 1 Mainte- 
Purchasing, Pacit ent Digest, oo Nation's 
Equipment toon Machine Shop, — 
0 ’ ° 
Cahools, Catholic Building & a 
c ’ 


a 
» METAL 
Z provucts 


—— 


THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 
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FIRST 
CHOICE 


It was Lyon by a landslide in a 1955 pref- 
erence survey conducted by an independent 
organization among key men in companies 
throughout the country. They gave Lyon 
5 times more first choice votes than the 
next highest manufacturer. 

In a comparable survey made in 1960, it’s 
an even greater landslide—7 to 1 is the latest 
margin—and Lyon received more exclusive 
mentions than the next twenty-two com- 
panies combined! 

Your nearest Lyon dealer offers the 
world’s most diversified and most preferred 
line of steel equipment — quality protected 
to give you the most for your investment. 


LYON METAL PRODUCTS, INC. 


General Offices: 828 Monroe Ave., Aurora, Illinois 
Factories in Aurora, IIl_—York, Pa.—Los Angeles 


® 





A new Ko-Rec-Type display 
is now available from the EATON 
ALLEN Corp., 170 Tillary St 
Brooklyn 1, N. Y. The “handy- 

merchandiser features the 
correction paper in a convenient 
booklet, mounted on an eye 
atching card. The new package 
contains 12 perforated sheets of 
Ko-Re [ype and has a self 
sticking tab which allows the 
iser to affix it to her typewriter 

Inquiry Card No. 102 


THE A. W. FABer-CasteLt Pencit Co., 41-47 Dicker 
son St., Newark 3, N. J., has announced new packagir 
for its “Polychromos™” crayon pencils. There are 
pencils to a transparent cover box; three boxes 
colorfully-printed outer box 

Inquiry Card No. 101 


A 
point 


writing 


Inquiry Card No. 103 


THE ELLINGSWoRTH Merc. Co., 200 S. Peoria, Chicago, Ill 
has announced a special introductory offer of this display 
and an assortment of o. 35AF acetate-front ‘Duo 


y 1 
lang COV 


Inquiry Card No. 104 


ree-color, self-selec 
nter display has 
been designed by the PaT 
Propucts Div., KETCHAM 
& McDouGALL, INC., 465 
Eagle Rock Ave Rose 
land J. The merchan- 
holds one dozen of 
company’s magnifying 
and has a shelf to 
the flannelette carry- 
included with each 
The displays 
2 to a shipping 
carton 
THE MARNAY SALES Div., ROCKAWAY METAL PRODUCT Inquiry Card No. 106 
Co., 41 E. 42nd St., New York 17, N. Y., has ann 
its ‘‘Profit-Stimulator’’ program based a series of dire 
pieces, each of which is designed for a particulary industt 
The 5 different mailers are in the shape of the co 
“Partitioner’’ and come with marching envelopes 
Inquiry Card No. 105 


For More Information Use Inquiry Card on Page 43 





Completely 
lutomatic | ammplomalic 


Here’s the 
copier that 


TURNS ITSELF ON 








FEEDS THE 
COPY PAPER 


EXPOSES AND 
DEVELOPS 
CONTINUOUSLY 


TRIMS COPY TO 
EXACT SIZE OF 
ORIGINAL 


PEELS AND DELIVERS 
AN EXACT COPY 
OF ANY ORIGINAL 





AND ALL YOU DO 
IS FEED THE 
ORIGINAL HERE frais: 


Send today for free information. 


ama pto 


A wholly-owned subsidiary of Anken Chemical & Film Corp 











Newton, New Jersey 











Sales Stimulators . . . «ovtinved 


A six-page brochure on 
the “Transfer-A-Matic 
copying machine is 
wvailable from OZALID 
Div GENERAL ANI 
LINE & FILM COoRrP., 
25 Corliss Lane, John- 
son City, N. Y. ” 
illustrated literature re 
ports on typical uses of 
the office copier 
Inquiry Card No. 108 


THE Weis Mre. Co., 

514 Union St., Mon 

rot Mich., has an 

A jeweler-type display case for its new “Big E”’ car nounced a new enve 

tridge fountain pen has been announced by the lope stuffer. Steel fil 

EVERSHARP PEN Co., Div., PARKER PEN Co., Janes ing equipment is shown 

ville, Wis. Made of vacuum-form styrene, it has a in color with complete 

glass top and a pull-out pen drawer with velvet-like specifications. There is 
pen grooves and storage space underneath room for imprinting 

Inquiry card No. 107 Inquiry Card No. 109 


This “Desk Pad Floor 
Display’ has been an 
nounced by the RED! 
RECORD Propucts Co 
51 W. 21st St New 
York 10, N. Y. It dis 
plays a wide variety « 
desk pads in a mini 
mum amount of space 


and is designed to keep 


f 


them dust- and damage 
free 
Inquiry Card No. 111 


Two new booklets 
have been released by 
Ditto, INn¢ 6800 N 
McCormick Rd., Chi 
ago 45, Ill. The books 
are titled “101 Ways 
to Save with a Ditto 
Direct Process Dupli 
ator’ and ‘New Road 
to Profits With The 
Ditto Offset Duplica- 
tor.” Each booklet fully 
explains its duplicating 
process, showing in 
simple step-by-step 
method how copies can 

THe ALLIANCE Rusper Co., Alliance, Ohio, is offer- be reproduced quickly 

ing 4 |b. quantities of top quality Pale Crepe Sta- and inexpensively 

tionery Bands in reusable plastic envelopes. The Inquiry Card No. 114 

plastic envelope is available with assorted sizes of 

rubber bands. 

Inquiry Card No. 113 


THE CarTER’s INK Co., 239 First St., Cambridge 
i2, Mass., has introduced a new packaging design 
for all its typewriter ribbons. Called “Twin Six- 
Pack,” it provides a simpler method of stock control 
and a better method of display 

Inquiry Card No. 110 


[HE LABELON' TAPE 
Co., Canandaigua, N 
Y., has designed a new 
display rack for its line 
of “Graph-A-Plan” sol- 
color and pattern 
tapes. The rack, suit 
ably carded, displays 
wer 240 rolls of the 
pressure-sensitive tapes 
Each roll is packaged 
in a mozsture-proot 
polyethylene bag and 
marked to show size 
color and price. The 
entire rack takes up 
only one square foot 
of counter space 
Inquiry Card No. 112 


THE Linpy SALEs Co., 9530 Jefferson Blvd., Culver 
City, Calif., has introduced this counter display with 
a “Back-to-School” theme. It holds a wide range of 
products in a minimum amount of space. 

Inquiry Card No. 115 


For More Information Use Inquiry Card on Page 43 





Announcing 
new Burroughs 


NU-KLEON 
Copy Sets 

















introduces America’s most 
: uC C & 5 3 efficient desk Calendar 
f ON WRITING. SPACE 


MINIMUM 


SO 
—_ -~ —- SPACE 


seer 


No. 21—A combination memoran- 
dum pad and appointment Calendar. 
Combines all features of other fine 
SUCCESS Calendars, plus far more 


eee ee RICE: $325 
A new King-Size SUCCESS Desk Calendar designed to meet the 
demand for a larger book style Calendar... provides the maximum 
writing space required by many busy executives and office 
personnel, yet takes up the least possible desk space. Really two 
Calendars in one. Each Page has more usable* 

writing space than the standard 5 x 8 Calendar. ‘N 


When you 


*Below the arches on the arch type... below the printing on the flat type. Fol 


think of When \ 
CALENDARS think of 


CALENDARS... 
COLUMBIAN 7“ WORKS, INC. fn 


2300 WEST CORNELL STREET © MILWAUKEE 9, WISCONSIN y 





WRITE FOR NEW CATALOG / 
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This great 


paste ink. 

gives you copies 
with the quality look 
of fine printing 


Hard to believe the results you can get 
with your present duplicator when you 
switch to Tempo Jetdry Ink. Beautiful 
copies even on bond or offset papers— 
without slipsheeting! And—you can run 
both sides of the paper and get equally 
fine work. 


RY The secret of this fast-drying ink— 
J ETD made exclusively by Tempo—is that it 
does not penetrate the paper as most li- 
PASTE quid inks do. Impressions merely “kiss” 
the paper surface as in commercial print- 
| N K ing. Result: no fuzzy type—copies are so 
clean they look like individually typed 
sheets. In fact, you can match up the 
printing on your own typewriter. And— 
because it’s in paste form, Tempo Jetdry 
is so much cleaner to use. Economical, 
too— you get thousands of extra copies 
per pound; also, big paper savings when 

you run two sides. 


Pin coupon below to your letterhead and 
mail today for FREE FOLDER con- 
taining pre age information about this 
amazing new ink 


TEMPO 


America’s highest quality & most complete 
line of stencil duplicators & supplies 


MILO HARDING CO. 
229 Tempo Bldg., Monterey Park, Calif. | 


Please send full information about 
Tempo Jetdry Paste Ink 


ADDRESS l 
MAKE AND MODEL OF DUPLICATOR USED | 


MILO HARDING COMPANY — Established 1904 — Monterey Park, California 
Los Angeles « Pittsburgh « San Francisco « Washington, D.C. Mexico D.F. and dealers everywhere 
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If you had to type 
to the “W 
moon... 


FQ) 


_ ~~ 


Yi 
 ~) 


\ 


\) 








...and you wanted to go 

the farthest on the first shot, 

with fewer and easier 
ribbon changes, 


you'd pick 


PANA-7110LL 


the space age ribbon geared for distance typing 


PANA- 7100 


gives you more than a mile of jet-propelled typing, 
cleaner, sharper, more colorful. 

PANA- 711002. 

specially treated leader makes every ribbon change a 
perfect launching. 

PANA- 771003 

36 whopping yard length requires fewer ribbon changes 


PANA- 714 


costs less per yard than ordinary ribbons. 
... and don’t forget your extra bonus—sharper carbon 
copies—sharper Unimasters*, than ever before. 


Ask for demonstration—call your local 
PANAMA-BEAVER man, always a live wire! 


Pomoc 


RIBBONS ana CARBONS 


Coast to Coast Distribution 


MANIFOLD SUPPLIES CO. 


Brooklyn, New York 
*Reg. T.M. 


Always send a “TIME SAVER” cour esy carbon copy 


New Catalogs 


THE WAUSAU Pa- 
PER MILLS Co.,, 
Brokaw, Wis., has 
issued a new sample 
and specification 
booklet on its ‘‘Exact 
Bond The bro 
chure contains sam- 
ples of all weights 
and finishes of the 
whites and pastel 

colors in this line of economy sulphite bond paper. 
Exact Bond” is especially processed for many printing 
applications and is claimed to handle well on modern 
high-speed plant and office reproduction equipment. 

Inquiry Card No. 116 


THE ReEDI-RECORD ProbDucts Co., 51 W. 21st St., 
New York, N. Y., has announced a new catalog il 
lustrating its lines of desks and office accessories. Promo 
tional literature on its new floor display rack is also 
available 


Inquiry Card No. 117 


THE SAMUEL WARD MEG. Co 
10, Mass., 
line of stationery and leather goods. 


29 Melcher St., 
has published a new catalog illustrating its 
Included in the 
25-page book are calendars, diaries, appointment books, 
budget books, 


Boston 


address books, albums, scrapbooks, sta- 
tione ry and desk sets. 


Inquiry Card No. 118 





Self-sticking numbers and 
letters are described in a new, 
eight-page bulletin issued by 
the W. H. Brapy Co., 
W. Glendale Ave., Mil- 
waukee 9, Wis. The color- 


illustrated bulletin describes 


797 


over 560 different stock num- 
bers and letters. They are 


recommended for use both in 





and out of doors for marking 





bins, bays, plant areas, posts, fire equipment, electrical 
equipment, shelves, machine dies and fixtures, furniture, 
mobile equipment, etc. 


Inquiry Card No. 119 


THE ANKEN CHEMICAL & FILM CorpP., Newton, N. J. 
has prepared a 24-page catalog and price list on its 
papers, films, emulsions, processors and chemicals. 
Devoted primarily to the engineering and other indus- 
trial photographic papers and films, the booklet also 
describes the company's projection materials for engi- 
neering, offset printing, microfilm and related uses. The 
booklet also has a section entitled ‘Darkroom Tips” and 
a comparison chart on the more than 30 contact and 
projection papers and films available 
Inquiry Card No. 120 
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LAST CALL 
For Extra Profits 


ON THE 


ages Mh AMA dine, 


Werresy Back-to-School item you can handle! 


1 FREE for 10 


—PLUS GENEROUS DISCOUNT 


between now and August 15 


NEWEST! BIGGEST! BEST! More than 
142,000 entries. More than 1,750 pages. 
More than 3,100 terms illustrated. 


OFFICIALLY APPROVED at more than 


1,000 colleges and universities. 


YEAR-R3UND NATIONAL ADVERTISING 
in Life, Time, The New Yorker, 
Saturday Review, etc. 


No wonder it’s noted for 


FAST TURNOVER! 


Stock up Now. [ pack to school with Re aor 

There’s still time = 
to tie in your own 
promotion with 
this FULL-PAGE 
Back-to-School Ad 
running in the 
August 25th issue 
of LIFE. 


The “experts’ 


dictio nary” MAIL COUPON NOW! 


Offer Expires August 15, 1961 


THE WoRLD PUBLISHING COMPANY, Dept. O-11 
2231 West 110th Street, Cleveland 2, Ohio 


HERE’S HOW IT WORKS OUT IN DOLLARS AND CENTS 


Please ship the order of thumb-indexed Webster's 
New World Dictionary, College Edition, checked 
below @ $6.75 a copy less regular discount, it 


rm 
| 
| 

ORDER | COST SELLING | ¢ PROFIT | % PROFIT ; 

; being understood that we are to receive 1 FREE 

| 

| 

| 

| 

| 

| 

| 

| 

I 


PRICE 





$ 40.50 | $ 74.25 | $ 33.75 oven 


45% bonus copy for every 10 ordered. 


10 
GET 11 





010 30 0 60 0 100 
30 OVER 
GET 33 | $119.48 | $222.75 | $103.27 on 





60 OVER 
GET 66 $234.90 $445.50 $210.60 47% 





100 OVER 
GET 110 $384.75 $742.50 $357.75 48% 
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Bretton Woods in New Hampshire, Saranac Inn in 
OA Staff Report New York State, Grossinger’s famed resort and Cavalier 
Hotel at Virginia Beach were the sites of the eastern 
conventions concluding the 1961 regional circuit of 
NSOEA 
NSOEA ee i i Following these conventions the upper Northeast area 
ec ona Ss of the United States was combined into District 1, old 
District 13 of southern New York and northern New 


Come te ci Close Jersey became District 2 and some changes were made 
in the territory for District 3 


FRED C. ROSCHER of Bainbridge, Kimpton & Haupt, 
New York City, heads the new District 2. Elected at 
Grossinget’s he succeeds GEORGE RIECHMAN of Moo 
ney’s, Inc., New York City. Other new officers for 
District 2 are MORTIMER LIBIEN of Libien Press and 
HAROLD HEIN of Midcity Press, both of New York 
City 

HENRY TROUT of Palmer-Trout, Inc., Trenton, N. J., 
succeeds Mrs. Mary C. SUTHERLAND of Everett Wad- 
ley Co., Richmond, Va. as governor of District 3, elect 
ed at Virginia Beach. Other new officers are JAMES F 
BRYAN, Westland Stationery Co., Silver Spring, Md., 
lieutenant governor, and RICHARD WIDMYER of Koch 
Office Supply Co., Baltimore, second lieutenant gov- 
rnor 

Following the merger of Districts 1 and 2 into new 
District 1, HENRY ROSNOsKY, Boston, becomes gover 
nor and HAROLD G. KASTENSMITH of Benche, Inc., 
Schenectady, N. Y. vice-governor. Lieutenant governors 
ire RICHARD KILPATRICK, Hartford Office Supply Co., 
Hartford Conn., and JAMEs L. HEINRICH, Heinrich- 
Seibold Co., Rochester, N. Y 


Grossinger’s Hosts District 13 


Out-going NSOEA District 13 Governor GEORGI 
REICHMAN, Mooney’s Inc., New York City, kicked off 
opening-day’s activities at the annual district convention 


NEW DISTRICT 2 OFFICERS - Members of the Old 13th 
held at Grossinger’s Country Club, Liberty, N. Y. by 


region who took reigns at District 2 meeting at Grossinger's are, : 
left to right, Mortimer Libien, lieutenant governor; Fred ¢ welcoming 450 New York region members and outlin 
Roscher, governor; and Harold Hein, treasurer ing the program for the thre e-day affair 

Noting that the realignment of NSOEA districts will 
make the 13th region District 2, Governor Reichman 
announced newly elected officers for the coming year. 
FRED C. RoscHER, of Bainbridge, Kimpton and Haupt 
was named governor of the region. Other officers elevat- 
ed in the election were MORTIMER LIBIEN of Libien 
Press, named lieutenent governor, and HAROLD HEIN of 
Midcity Press, named treasurer. 

J. Howarp Patrick, president of NSOEA, noted 
that the existing District 13 has accounted for 20.9% of 
sales in the stationery market. He further remarked that 
the present sales volume in the five boroughs of New 
York City account for $549 million worth of business 
ind in 1965, by projected figures, will account for $732 
million 

; C. W. CLEMEN, chairman of the Field Division of 

_ — NSOEA, ; V. M. “BILL” rCHER, chai of 

CANADIAN VIEWS of the industry were presented to Charl = rime vote Phe (Prens 7 Sema 
Mortenson, NSOEA general manager, left, and J. Howard Patr ~ ' ‘ gpg ale : 

national president, right, by Jean Ayotte, president of Stationes manufacturer panel called ‘‘Open End.” Panel and floor 

and Office Equipment Guild of Canada, at the Grossinger discussion was held on “Selling Supplies to the Auto- 

meeting. continued on page 58 


~ 
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Lowenthal, outgoing president; Robert S. Meyers, presi 


the 
Howard Shoemaker, first vice-president; and 


TRAVELERS CLUB officers for 
left rigl Herbert Grayson, secretary 
vice-president; Willian 


nd 


dent; J. 
Harry Fensterheim, recording secretary 


METROPOLITAN 


lerrvy S Sec 


‘ 


W. M. Fletcher, moderator, far left; seated left 


13th OPEN END panelists 
w 


to right, Harold Hein, Irving Levy, Frank White, Mortimer Libien; and (¢ 


Clemen, co-moderator 


DISTRICT 1 OFFICERS Elected at the 
were: (top) James Heinrich, lieu 

Henry Rosnosky, governor EMPIRE STATE TRAVELERS officers 
Carnright, and Harold Kastensmith treasurer; Jim Long, outgoing president; Edmund J. Shine, president 
vard J. Kilpatrick, not shown, Walter Krieger, 2nd vice-president. William Hungerford, not shown 


- left to right, Carl Swanson, secretary 
and 


is Ist 


NEW 


meeting in Saranac 
tenant governor 
(above) Palmer ] 


lieutenant governors. Rict 
f lieutenant governor 


iS aisO a lieutenant govern 
55 
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35,000 milesssssssssssssssssssss. 


This flat's a year late. 

Most trucks would have had it 15,000 
miles ago. 

Not ours. 

Volkswagen trucks put almost a ton 
less load on tires. Even though they 
carry more than most others. 

(Did we ever tell you how we took 
off weight?) 

First, our aluminum magnesium engine 
is the lightest of its kind in the world. 


Second r trucks are welded to- 
bolts. (This is where our 
at tram 


gether. 
strength 

3,000 automatic welds in 
ck body. It’s a solid hunk of 


lhis q t rid Of the neavy members 


There c 
every VW 
steel 
that bolted trucks need. Like the frame 

Third, no radiator, no 
hood, no fenders. A loaded Volkswagen 


driveshaft, no 


is as light on its tires as most other 


trucks empty 


Even our rear engine saves tread. 
The cargo rides in the middle. The tires 
share the load equally. 

We tell owners to expect about 
35,000 miles on a set, normal driving. One 
set of tires on a Volkswagen lasts almost 
as long as two on other trucks. 

Some owners say they get 
40,000. 

Others think this is a lot of 
hot air 























MEET THE PROPIE! by Lit+ning 


(manufacturers of steel office accessories that sell themselves) 
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CONVENTION as 
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WERE MANUFACTURERS | 
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ACCESSORIES AND 





















































YOU HAVE 
TO BRING 
THE TRUTH 
10 THE 
PEOPLE 























CONTACTOUR 


IN € OUT BOARDS, SALES REP. IF 
PLES, SO hoe mors ab 
wa a EG SHIPMENT OF 


=| Lebxning 
PRODUCTS 


ING PRODUCTS COM 
attractive to 



































wality lin 


HHI Please send me your free catalog and discount schedule 
UL National Sales Office - Lit-ning Products Company 
Dept.A3 170 North Robertson Blvd., Beverly Hills, California 
ress 
Otate ify 
ttle 











Lat? ning * ota 


FREMONT, OHIO + FRESNO, CALIFORNIA + Sale; n principal c 
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NSOEA Regionals + « © continued 


Panel Meetings, Awards and Fun Mark 1961 


mated Office and Selecting and Evaluating Salesmen.’ 
Dealer panel members were MorTIMER LIBIEN and 
HAROLD HEIN. Traveler representative was MARTIN 
Mo.pow of Moldow Associates. Representing manu- 
facturers were FRANK H. WHITE and IrRviNG M. Levy. 

Rounding out the program was a late morning address 
by EpwarD O. KALLMAN of the Stationers and Pub- 
lishers Board of Trade, New York City. The financial 
expert discussed the importance of accurate and com- 
plete accounting records in the stationery business 

The Metropolitan Travelers Club held their annual 
meeting in conjunction with the District 13 confab 
President WILLIAM LOWENTHAL held a short business 
meeting and announced the elected officers for the com- 
ing year. New officers include Ropert S. MEYERs, pres 
ident, of Binney & Smith Co.; J. HowARD SHOEMAKER, 
first vice-president, of Eberhard Faber Pencil Co.; 
JEROME J. SAVAGE, second vice-president, Carter's Ink 
Co.; HERBERT GRAYSON, secretary-treasurer, Ace 
Fastener Co. and HARRY FENSTERHFIM, recording 
secretary, S. E. & M. Vernon Co. 

With the renowned Grossinger’s Country Club as con 
vention site, District 13 conventioners made the most 
of Jennie Grossinger’s famed hospitality, food and 
recreation facilities. 

Winners in the golf competition for men were 
CHARLES GORMAN and Jor EBERHARDT for low-gross; 
R. EMERSON for low net; E. A. DAWSON for low gross 
stationers; MARTY GLAUBINGER for best effort. Ep 
PHILIPPO won the Regency Thermographers cup for 
stationer’s low net. On the distaff side, award winners 
were PAT FLETCHER, RAE COHEN, CECILE GELDER, 
Mrs. A. CARLEVARNI and HANNA SILBER 

Guest speaker for the annual banquet was ARTHUR 
Levitt, comptroller, State of New York. Levitt joined 
in with the convention theme by noting to stationers 
that, “We must re-evaluate business through education.’ 
He remarked that training and education in new areas 
are the key to the future and added that business pra 
tices must also be strengthened. 


‘First’ Convenes at Bretton Woods 


The 1961 NSOEA regional meeting schedule ended 
on a joyful note at Bretton Woods, N. H. The last 
meeting of District 1 in its original boundary was held 
at the Mount Washington Hotel, Bretton Woods, from 
June 22 to 24. Facing the Presidential Range and close 
to Mt. Washington, the highest in New England, the 
scenery in all directions was beautiful 

The program was put on by CHUCK MorTENSEN 
and HoMER Lay from Washington; BILL FLETCHER 
The Carter's Ink Co.; vice-president Manufacturers 
Division; CLARENCE CLEMEN, G. J. Aigner Co., vice 
president Field Division; and Mike SANyour, Har- 
bridge House. Missing was HOWARD PATRICK, president 
of NSOEA, who had become ill following the District 
meeting and was in a bospital in Quebec. Before the 


Regionals 


AT THE HELM OF PENN-MAR-VA Left to right, Norbert 
H. Zeller, second vice-president; Ray Williams, president; and 
Karl V. Koops, first vice-president. 


DOLLAR SAVING Mike Sanyour, Harbridge 
interested attendance at Virginia 
Managing Inventory Dollars 


House, had an 
Beach for his ta 


h 


SHOW BOAT Penn-Mar-Va put on an old minstrel and cake 


walk for members at the District 


meeting at Virginia Beach 


OA—8 /61 





OUTGOING PRESIDENT Mary Sutherland congratulates the new governor of District 3, Henry Trout. To 


the right are: James F. Bryan, lieutenant governor; Richard Widmyer, second lieutenant governor; and John 
Link, Jr., treasurer. 





MEETING AT BRETTON WOODS, newly elected officers of the new District 1 are, A RELAXED PAIR which enjoyed the 

left to right: Richard Kilpatrick, and Harold Kastensmith, lieutenant governors; Henry Bretton Woods meeting consists of Nat 

Rosnosky, governor; Ray McGraue, outgoing governor; and Harley Lewis, secretary Blish, Denney-Reyburn Co., and Harry 
Fellowes, Bankers Box Co 


> 

i 

NEW ENGLAND rR RAV ELERS elected as its new president George BRETTON WOODS BANQUET — Past governor of the 

Kandres, center. At the left is outgoing president Joseph Sheehan old District 1, Ray McGraue was given a plaque for his 

to the right is John B. Manning, 2nd vice-president services by William Fletcher, vice-president of NSOEA 
manufacturers’ division. 
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Mark up new sales 


& profits with the 
profit wi 


with the 
EXCLUSIVE 
SPRING-WICK 
VALVE ACTION 
as illustrated 


Just push down 
ink flows again— 
Will not dry up 

if left uncapped. 


packaging... 


Available in attractive 4, 8 or 12 color 
sets. Also individually carded. ( Bubble} 


°new prices... 


5 Sizes, 4 different packages and 11 coiors, all com- ~ 
binable for big discounts. List prices range from 39¢ y — 


new promotions... °° 


Complete merchandising program, dealer aids 
and national advertising backs you—helps you 
sell! Advertised in Reader's Digest, school, office 
and industrial publications. 


Tested and 
Approved by the 
U.S. Government 

and School Boards 


Pocket Size, 





Slimline 
PEN 
MARKERS 


a FOUNTAIN 
==. MARKERS 














MANUFACTURING COMPANY 
305 Plane Street * Newark 2, N. J. 


“Makers of the Famous Lewis Safety Knife and Flash Box Opener’’ 


meeting was over word came to the effect that Patrick 
had improved enough to fly back to San Francisco. 

The meeting was called to order by Governor Ray- 
MOND McGRANE of the E. L. Freeman Co., East Prov- 
idence, R. I. The subject ‘Prospecting for Treasures,” 
scheduled for Patrick, was presented by Mortensen. 
Assisting Fletcher and Clemens on the subjects of devel- 
oping salesmen and possibilities in automation were a 
panel composed of MikE GULLLOT, W. A. Shaeffer Pen 
Co.; MIKE OHANIAN, L. E. Muran Co., and president 
of Boston Stationers Association; F. H. CAsweLt, F. 
S. Webster Co.; Dick KILPATRICK, Hartford Office 
Supply Co.; and Dave Keir, Dennison Manufacturing 
Co. 

Many of the visitors indulged in sports and sight 
seeing. The former included golf, tennis, swimming, 
and the annual soft ball game won for a change by the 
dealers by a score of 7 to 4. Only the First District has 
the soft ball game, which has attained importance as a 
major interest of convention entertainment. Pitcher for 
the travelers this time was Lew Foster of Swingline, 
for the dealers ARNOLD SHULKIN, Allen Pen Co. 

Because of the merger of District 1 and 2, the officers 
for the ensuing year were appointed by the executive 
committee. The new governor is HENRY ROSNOSKY, 
Boston, who in the week preceding attended the District 
2 meeting at Saranac. Vice-governor, a new title for the 
district, is HAROLD G. KASTENSMITH, of Benche, Inc., 
Schenectady. First lieutenant-governor is RICHARD KIL- 
PATRICK, Hartford Office Supply Co., Hartford, Conn.; 
second lieutenant-governor, JAMES L. HEINRICH, Hein- 
rich-Seibold Co., Rochester. 

The annual meeting of the New England Travelers 
Club was held at Bretton Woods in connection with the 
District 1 regional meeting. GEORGE C. KANDREs of 
Martin M. Moldow Associates, was elected president 
for the ensuing year. DAN Hur ey, of Nigro-Kuester 
Associates, and JOHN B. MANNING, of Blaisdell Pencil 
ROBERT BERNARD, 
Eberhard Faber, Inc., secretary-treasurer. 


Co., were elected vice-presidents; 


Third District Meets at Virginia Beach 
The meeting of the Third District NSOEA was held 
June 8 to 10 at the Cavalier Hotel, Virginia Beach. Just 
three years preceding, General Manager CHUCK Mor 
TENSEN attended his first regional at that same place 
Under the leadership of Governor MARY C. SUTHER- 
LAND, of the Everett Waddey Co., Richmond, the meet- 
ing proved to be one of the best in attendance in a long 
time. Mrs. Sutherland was the first lady governor in all 
regional meeting history. It was reported that the dealer 
attendance was up sharply and that the percentage of 
dealers to total attendance was greater than any other 
time in recent years 
The program was furnished principally by the 
NSOEA troupe. The luncheon speaker on the last day 
was Davip M. MOLTHROP, executive secretary of the 
Commission on State Sovereignty, who spoke frankly 
on political trends and developments. 
The panel discussion, led by WILLIAM FLETCHER, 
The Carter's Ink Co., and CLEM CLEMEN, G. J. Aigner 
0., both vice-presidents of NSOEA, produced liberal 
Included in the panel were 
continued on page 98 


audience participation. 
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“Eleven Yellow Pages ads give our salesmen strong support!”’ 
says R. P. Roehl, Pres., Miller-Davis Company, Minneapolis, 
Minn. ‘‘Many new accounts not reached by our salesmen come 
to us through the Yellow Pages. Also customers who remember 
our name, but not our address. We advertise in both Minneapolis 
and St. Paul to cover our entire local sales area and keep our 
name before the public—especially newcomers in our area whose 
only way of locating suppliers is through the Yellow Pages.” 


Find Us Fest | 
In The 
Yellow Pages 1] Display ad (shown reduced) runs under 


| a i OFFICE FURNITURE — DEALERS. Call the 
ES — Yellow Pages man at your Bell Telephone 
. N= Display this emblem, It bullds your business! Business Office to plan your program. 
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MILLER—DAVIS 


COMPANY 
Office Planning Service for design- 
ing Offices of Distinction. 


© Otice Furntere © Othe Supplier 
© Lege! Forme © Pring 


219 So. 4th St. «= FEprt 2-03.41 





OFFICERS OF NOMDA for 1961-62 are, 


left to right 


Gale Mead, secretary; W. R. Leahy, 2nd vice-president, manufacturers’ division 


Edgar .Noll, president; Herbert Blake, 3rd vice-president, Canadian division; Edwin T. Feigie, 1st vice-president; V. L. Kennedy, treasurer 


and Harold Mann, executive secretary. 


NOMDA Holds 36th Annual Meeting 


Amid the beauty of the Catskills, 
some 300 
NOMDA met on June 18 for the 
36th annual international convention 
and trade exhibit. The setting was 
Grossinger’s famous spa, renowned 
for its charm and hospitality. Total 
registration for the meeting was ap- 
proximately 750, including manufac- 
turers’ personnel. 

A full schedule of business sessions, 
entertainment activities comprised the 
forr-day program, highlighted by an 
exhibit of products in which 49 manu- 
facturers participated. 

New president of NOMDA is 
Edgar Noll of Philadelphia. A veteran 
member of the association, Noll has 
been a member of the Board of Direc- 
tors for several years, and during the 
past year served as NOMDA member- 
ship chairman. He has also been 
active in Delaware Valley OMDA, 
and is a past president of the chapter. 

Also elected to serve in official 
capacities for the coming year were 
Edwin T. Feigle, Houston, Tex., first 
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dealer members of 


vice-president; William Leahy, Chi- 
cago, second vice-president; Herb 
Blake, Hamilton, Ont., third vice- 
president; V. L. Kennedy, San Jose, 
Calif., treasurer; and Gale Mead, St. 
Clair Shores, Mich 


The executive committee named by 


, Secretary. 


president Noll for the coming year is 
Vern Booher, San Pedro, Calif.; Rus- 
sell Brown, Evanston, Ill.; Paul Mc- 
Williams, Little Rock, Ark.; Charles 
S. Meyers, Miami, Fla 
Stuart, Orlando, Fla 


and George 


Panels Feature Business Sessions 

Retiring President Paul McWilliams 
called the opening business meeting 
to order and turned it over to V. L. 
Kennedy, who conducted the first 
on outside selling. Among 
those assisting him was Stanley Roy, 


disc ussior 


OA manager of marketing services 
Roy provided highlight preview of the 
special study which appeared in July 
OA on the subject, “How Dealers 
Hire, Train, Keep Salesmen.’ 
Kennedy was followed by Herbert 


Blake, whose panel topic was service 
agreements. Assisting him were Jerry 
Rudner, Montreal; Ed Knecht, Cleve- 
land; George Plant, New York; and 
president McWilliams. 
Rudner, who directs the 
work of National Typewriter Co., 
stated that his company has thousands 
of service agreements for practically 
every type of office machine made. 
Asked for details, he said it is impor- 
tant that the plan be governed by the 
community and the company’s policies. 
machines, he said, require 
closer attention than manual, and 
should be serviced at least every three 
months. He approved even monthly 
service on electric, but for office ma- 


service 


Electric 


chines in general opposed such fre 
quent attention 

Knecht explained his policy on serv- 
ice agreements. Calls are arranged at 
regular intervals which also provide 
opportunities to observe his customers’ 
operations and to pick-up new busi- 
ness. He described his IBM system 
which is used to provide answers about 
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> “Sal, 


, 4 PAUL MCWILLIAMS makes the presenta- 
4 7 i’) tion of the Liston Jackson Trophy to Vincent 
; Merrie cate . F : ; Re, representing Cincinnati OMDA. Award 
IMMEDIATE PAST PRESIDENT A. H. Foxcroft, presents scroll of appreciation te is made annually to local association with 
tgoing president Paul McWilliams | highest net gain ‘in new members 


at Grossinger’s 


service scheduling 

Plant described his annual service 
system, with one billing and no excep- 
tions as to cost or service. The one fee 
covers everything including any neces- 
sary parts. Annually, each machine is 
brought in and completely serviced 
There is no charge for in-between 


inspections 


Rental Departments Discussed 


Edwin Feigle led the panel meeting 
on the rental department, assisted by 
Vern Booher, Charles Meyers, Ed 
Knecht, and Robert S. Craig, Dallas 
The talks covered both rentals and 
trials. Feigle used rates for renting 
lawn mowers as a comparison, show- 
ing that the per diem cost for a mower 
is as much as a typewriter for a month. 
Booher reported that rentals are a 
small part of his business and that he LADIES OF NOMDA elect their new officers for the coming year. They are, left to 
is giving more attention to leases. right, Mrs. Carolyn Re, 3rd vice-president; Mrs. Anne Stein, 2nd vice-president; Mrs 
Grace Van Dalfsen, president; Mrs. Lillian Blake, board member at large; and Mrs 
Henrietta Knecht, secretary-treasurer. Mrs. Mildred Anderson (not shown) was named 
Ist vice-president. 


Rentals are a major part of Meyer's 
business. He reported that he rents 


continued on page 67 
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NEW 


From “GUSSCO” For Bigger Systems Sales 


TABULATING FILE GUIDES 
For Use With Machine Accounting 





Alphabetical, Daily and Monthly, as well as 
blank, with 2, 3 and 5 tabs. 


Available in Bristol and Pressboard, with 
plain or celluloid tabs. 


Buff Blue Salmon in the Bristol grade. 




















T==73 ~—s«UPRIGHT TABULATING GUIDES 











Three styles — both insertable cellu- 
loid styles hold a one inch insert per- 
mitting space for six typewritten lines. 
The angular celluloid style holds a 
quarter inch insert. 


Green pressboard. Gray to order at 
stock prices 


























SHELF FILING FOLDERS 6 IN 1 


Tabbed on the short side for open PARTITION 
shelf filing, these folders are avail- FOLDER 


able in Manila and Pressboard. 
There is a choice of weights and A compact filing 
colors. system contained 
in a single folder. 
Up to 6 different 
; * su b-divisions of 
two-way metal tab guides with one subject can . 
hook, outguides with celluloid be housed in this neat, easily accessible folder. 
pockets and salmon outguides. An ideal system for lawyers, accountants, doctors, stu- 
dents, etc. 








A complete assortment of related 
supplies is also available, including 














Available in various colors and tab styles. 


Write for your free New “GUSSCO” catalog. 








Also manufacturers of "“Transfile transfer files — 'Gussco’ filing supplies — "“Guide-O-folder’ — "'Guide-O-file’ — "Guide-O-tray" 


Guide System & Supply Co. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPRESENTATIVE — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CALIF. 
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what’s in 
for ME? 


sales... bic 


CUSTOMERS LIKE KLEAN WRITE 


STENCILS— because these are super-strong 
stencils that deliver 15,000 clear, sharp copies 
of typing or stylus work without stretching or 
tearing, even with emulsion or water base inks! 
A special film top eliminates chop outs, pro- 
tects typewriter keys and rollers. Klean Write 
Stencils are 100% static-free. And they’re easy 
to proofread in any color: blue, green, yellow, 
and white. 


SEND FOR A TRIAL ORDER TODAY! “ 


Ask for quantity and dealers discount list 


FRANKEI 


manufacturing company 


Established 1906 
285 Rio Grande Boulevard @ Denver 23, Colorado 
In New York, contact: 


Crystal Copy Corporation 4 West 16th St. @ New York, N.Y. 


DEALERS LIKE KLEAN WRITE 
STENCILS — because customers prefer this 
famous name that stands for top-quality sten- 
cils. There’s a handsome profit in each sale— 
and repeat sales are amazing. What's more, 
there's a Klean Write Stencil made for every type 
duplicating machine—American or European. 


Klean Write Stencils... 
without film top, $3.75 per quire 
with film top, $4.15 per quire 


Frankel Manufacturing Company 
285 Rio Grande Bivd., Denver 23, Colorado 


YES! Send me a trial order of __ boxes. If I'm not com- 
pletely satisfied, I'll return the unused portion and remit no 
payment. 


Make of duplicating machine______ Stencil color 
With film top___ inscnisitalitcteitamenapiitapaiags aia 
Name_— 

Firm 


Address 





o 
w 


OA-—8 /61 




















V. € 
chines Ce 

cussion on 
OFFICE 
vey on 
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WINNERS OF TOP HONORS in 1961 NOMDA membership cam- 
Steve Kantor, Ames Supply Company, 
2nd prize manufacturer representative; Mack Steinberg, New York, 
local member signing most new members; Art Ames, Ames Supply 


are 


paign 


(top) 
outside 


n 
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Business Ma- 


opening panel dis- 
Stanley 


Roy, 


results of sur- 


ent 


practices 


NOMDA Meetings .. . 
continued from page 63 


late models or new machines, and has 
a plan whereby rental charges may be 
applied to purchases. He said rental 
business as he conducts it is definitely 
profitable. 

Craig discussed capital gains on 
rentals. He detailed costs and record 
keeping, and explained a 90 day op- 
tion on portables with rental credit. 

The discussion on inside sales was 
led by Russell Brown. In the panel 
were Mario Teschion, St. Paul; Wil- 
liam Katz, Cleveland; and George 
Stuart. Teschion recommended getting 
out of high traffic locations perhaps 
a block away, and with available park- 
ing. He advocated outside signs, mod- 
ern store layout with featured ma- 
chines in easy reach, newspaper adver- 
tising, daily sales meetings, and time 
payments. 

Katz dwelt on compensation of in- 
side salesmen, and expressed his pref- 
erence for salary and bonus. Stuart 
presented figures on costs of operation 
and selling. 

Jack Weiner, Chicago, spoke of co- 
operative advertising by Chicago deal- 
ers and displayed samples of group 
newspaper ads. He told of plans to 
use the classified section of the phone 
book, and showed how little each 
dealer had to pay for his participation. 


manufacturer 


Co., 


with most new members; 


The ladies of NOMDA enjoyed a 
special social program during the 
convention, under the direction of 
Mrs. Anne Stein, Quality Office 
Equipment Corp., Grossinger’s ladies 
chairman. 

Edwin A. Elbert, National Council 
of American Importers, was the fea- 
tured speaker at the opening ladies’ 
meeting, following a get-acquainted 
breakfast. 

A buffet luncheon served at lake- 
shore of beautiful Lake Grossinger 
was held on Tuesday. Following the 
luncheon, Mrs. Jeanne Mertz and Miss 
Amy Quinn, of Scandinavian Air 
Lines presented a fashion display 
showing what to wear and how to 
pack for a trip abroad. 

At the election meeting, Mrs. Grace 
VanDalfsen, Beverly Hills, Calif., was 
elected president for the coming year. 
Assisting her will be Mrs. Mildred 
Anderson, Pasadena, Calif., Mrs. 
Anne Stein, Ridgefield, N. J., and 
Mrs. Vincent Re, Cincinnati, Ohio, 
vice president; and Mrs. E. J. Knecht, 
Cleveland, secretary-treasurer. 

At the conclusion of the afternoon 
festivities, Mrs. Stein and her com- 
mittee presented many beautiful door 
prizes. Every lady received a lovely 
compact. 


Edwin T. Feigle, 
Houston, 2nd prize, member of local obtaining most new members; 


James Screnci, Remington-Rand, 1st prize manufacturer representa- 
tive; and Edgar Noll, area chairman making best showing. 
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Eagle Pencil Awards Prizes 
In Dealers Salesmen Contest 


Troy Myers, salesman for Gregory, Mayer & Thom 
Co., Detroit, is the winner of a 1961 Renault Dauphine; 
and 50 other salesmen have their choice of a golf sets, 
projectors, cameras, typewriters, hi-fi sets, watches, bi- 
cycles, power drills, luggage, or toy trains 

Here is how the Eagle Pencil Co. contest worked: 
Eagle supplied coupons, imprinted with stationer’s name, 
and good for a handwriting analysis if accampanied by 
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STARLET Eydie Burke draws winner of Eagle Pencil Co. 
handwriting analysis contest. 


a brand name from a box of Mirado, Verithin, or Stick- 
pen. 

The dealers’ 
coupons, and added their names on the coupons 

Dorothy Sara, Eagle's famous graphologist, analyzed 
the 20,000 handwriting specimens (and also toured the 
country, handling thousands more in person in such 
stores as Horder’s, Ivan Allen, Airline, Alpha, Gold- 
smiths, and many others. ) 

All coupons were then collected for a drawing by 


salesmen took orders, distributed 


Broadway starlet Eydie Burke 


Shelf Filing — Band Wagon or Booby Trap? 


“Some office systems fads flourish on a kind of band- 
wagon psychology . . . this is particularly true of shelf 
filing, around which a cult has developed complete with 
high priests and a litany all its own.’ So says WILLIAM 
I. THOMPSON, vice-president, sales, Oxford Filing Sup- 
ply Co., in the May issue of the Filing Ling 

Just released to its dealers by Oxford, Thompson's 
column is published in a special issue of the Filing 
Line which discusses all phases of shelf filing. Entitled 
“Shelf Filing . Fact and Fiction, 
pinpoints proper applications of shelf equipment and 


the publication 


explores both its advantages and disadvantages, as 
compared with other modern filing methods. The 8-page 
brochure represents many months of research conducted 
among shelf file users and leading records specialists. 

Copies are available on request. Write to Oxford, 
Clinton Road, Garden City, L. I., N. Y. 


OFFICE EQUIPMENT 


AE) i — i ee ae) 1 THE COMPLETE SOURCE FOR YOUR STORE! 


MODEL 4160 


Heavy duty with big, sturdy 
18'4, x 195" top, under- 
coated. Full tubular legs. 
Large drop leaf shelf po- 
sitions flush or offset. Mod- 
esty shield. Superior ele- 
vating device with safe re- 
lease lever. 








OFFICE EQUIPMENT 


MODEL 4150 


The 15% x 19'/." 
top is reinforced 
and _ undercoated. 
Drop leaves are 
15% x 9". Full tubu- 
lar legs. Has mod- 
esty shield. 





MODEL 4299 Special purpose swivel chair. Adjust- 
able height 25 to 29". Cushioned seat and back rest. 


Tubular legs and ring. 


MODEL 4113 Contoured back has two-way adjust- 
ment, Tubular legs. Seat is 14" dia. Height adjusts from 


24 to 31". 


MODEL 4111 Tubular legs, 14" 
back. Height adjusts from 24 to 31". 


dia. seat, without 
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NEW FROM H-O-N 
Chairs « Stools + Stands 


H-O-N moves forward again. These basic items 
of office furniture strengthen the company's 
position — and provide H-O-N dealers with 
greater opportunity for profit. Here is addi- 
tional reason for H-O-N to say — “More and 
more the complete source for your store.” 


LikeMore Details? 5a 


Ask for colorful brochure on the 
complete new line of H-O-N 
chairs, stools, stands. Address 
Sales Dept., H-O-N Co., Musca- 


tine, lowa 


MODEL 4220 Executive Swivel Chair with arms. Has 2” 
foam rubber on saddle shaped seat. Padded arm rests. Welted 
and seamed. Plated scuff plates and other quality features. 


MODEL 4260 MODEL 4261 


Secretarial Posture Chair. Flexback Secretarial Chair. MODEL 4240 MODEL 4250 


Five height and tension ad- Tension and 4" height ad- Side Chair with Arms. Seat Side Chair without Arms. A 


justment. Cushioned seat justments. Nylon bushings at is cushioned with 2" foam, companion to Mode! 4240. 
back |"; welted and seamed. Seat is cushioned with 2" 
Padded arm rests. Square foam, back with |"; welted 
and seamed. Both side chair 
models have saddle shaped 
steel pan seats. Wall-saver 
ity features. plates. Ball bearing casters. ber cushioned glides. legs, cushioned glides. 


and backrest, welted. Un- wearpoints. Seat and back 


dercoated steel base. Plated cushioned. Undercoated base tubular legs and arms. Wall- 


scuff plates, and other qual- for quietness. Steel scuff saver legs have plated rub- 
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FULL PROFIT ON ALL 3 iu 


WITH... 


COMMODORE PORTABLES 


COMMODORE EDUCATOR... 


A truly compact lightweight i 
machine of high quality and ' sg 
performance at an unbelievably low price... this 
high styled machine has many features found only 
in much higher priced models... 
* weighs only 9 Ibs. including the case 

end-of-page indicator 

separate ratchet release knob 

rear paper support 

half spacing 

erasure plate, etc. 

complete with zippered carrying case... 
List price.......$48.88 Wholesale $31.25 

plus $2.65 fed. tax 


, a 


COMMODORE 450S... 


A full sized portable for heavy duty 
use... yet at a low, low price. 

* asegment shift machine 
¢ 2 color ribbon switch 

¢ stencil cutting setting 

¢ standard keyboard, etc. 


complete with luggage type 
zippered carrying case... 


compares with machines 
selling for $80.00 


Wholesale... $38.75 


plus $3.25 fed. tax 


COMMODORE 500... 


This is a deluxe model portable with 
every wanted feature . . . at many 
dollars below comparable machines. 


* 44-key (88 character) 
keyboard 

* automatic margin sets 

* automatic tabulation, in 
addition to everything else 

a typewriter should have. 
complete with carrying case... 


compares with machines 
selling for over $100.00 


Wholesale $48.75 


plus $4.25 fed. tax 


Outside continentol United States 
write direct to the manufacturer 


leer T lelele) | ae Jel a¢-¥.10 meas: 
WRITER CO. LTD 680 KING SI 
WEST, TORONTO 26, ONTARIO 


COMMODORE BUSINESS MACHINES / 


648 BROADWAY e NEW YORK 12, N.Y. / 





Federal Stationery 
Hosts Dealers 


Sixty-two manufacturers participated in the Federal 
Stationery Co. 1961 Merchandise Fair held recently at 
the Skirvin Tower Hotel in Oklahoma City. It was 
another in the series of such merchandising events held 
by Federal and Carpenter Paper Co. in the Southwest 
and Midwest. 

Attendance went over 300 and numbered more than 
200 dealers from Oklahoma, Texas, Arkansas and Mis- 
souri. Six of those in attendance flew up from Little 
Rock in private plane to represent the Arkansas Sta 
tionery & Furniture Co 

GENE GLasGow acted as Federal’s chairman and 
host for the two-day Fair in which the emphasis was 


BEST WISHES for a successful meeting are tendered by 
Mayor James Norick (center) of Oklahoma City to Gene 
Glassgow, Federal Stationery Co., in charge, and R. R 
Moser, Carpenter Paper Co. official. 


placed on new merchandise available to dealers partic- 
ipating in the Federal Stationery Co. wholesale distribu- 
tion 

In attendance was R. R. Moser, vice-president of 
Carpenter Paper Co., Omaha, who addressed the lunch 
eon meeting as did Ray W. “GaBe” GIERHART of 
Gabe’s Office Supply, Sapulpa, Okla., and DAN 
BLOUNT, director of sales training for International 
Shoe Co. of St. Louis 

Just coming into your place of business ought to be 
an experience in fine, human relations,’ declared Blount 
in developing his theme that “Ideas sell merchandis« 
He continued 

We need to recognize again that the art of being 
nice to people is a gift. . . . We don’t have enough 


skillful merchants to sell merchandise at the local level 

IT’S A BUSY MOMENT in the H-O-N booth where (left 
to right) L. E. Pauley, Modern Office Supply, Oklahoma 
; City, meets Ernie Stewart of H-O-N, J. L. Woolesey of J. 1 
themselves of the opportunity of meeting with the Woolesey Co., Duncan, Okla., J. A. Sullivan and Paul Bates 
dealers leisurely in their booths of Modern Office Supply , 


Manufacturers’ representatives from several states, 


including a number from Texas, were present to avail 


HOSTS Federal Stationery Co. host officials and salesmen (from left) are TOM SEWARD of Swingline, Inc. greets 
Gene Glassgow, Roger Mebra, Cecil Moses, Harry Harrison, R. J. Gilbert, Harvey Betty Kern of McCord’s, Lawton, Okla 
Moore, Bob Lewis and John Marker. Tom is a veteran salesman of Swingline 
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How to 
catch up 
on your 


reading 
in a 
hurry... 


Order these inexpensive y reprints of top 
OFFICE APPLIANCES features at these 
special quantity prices 
1-9. .....25¢ each 10-24..... 
25 or more......15¢ each 


(except as indicated) 
Please enclose remittance for orders under $3.00 


-f-- Of fice 
Appliances 





. 20¢ each 


General 


1. 1961 Dealer Forecast. Results of a 
termine their opinions of 194! sales volume by 


un 


gories .. . plus the annual forecast by Pet 
307 man Board of Analysts of Future Sales 


Automation 


Dealers Opportunity in the Challenging World of Automa- 


tion. A penetrating exploration of the deal 

market for business automation accessories and 

cludes a report of manufaciurers willingness to he 

& case history of a dealer now selling automat 

and accessories; a comprehensive list of sources 

for automation merchandise; and a glossary of busi 
mation terms. This is virtually a handbook for dea 
terested in the exploding market for business automation. 


Business Forms 


A 


In Selling Business Forms Be Professional. Ar 
dealers’ “formula for profits" in selling busines 

Business Forms Sell Best When You Sell Ideas. 7 
forms success story of the James A. Head & C 
“tips from an expert'’ — Harold E. Wood 

Forms. 


Filing 
Good Filing Systems Cut Users’ Costs. 
filing systems pay off in filing supplies sales 
. Customer Education Sells Filing Supplies. 
cating their marcet and sale rganizat 
ment and systems H. W 
an ever ncreasin 7 sale 


Office Appliances 
600 W. Jackson Blvd. 
Chicago 6, Ill. 


No. . Quantit 


Total Ordered 
Total Cost at 
$ 
Please send me the reprints listed above. My remittance is enclosed. 
(Orders for more than $3 may be billed. Check here if billing 
is desired [(}). 


Name___— Title 





a 
nn 
City 








Furniture and Office Planning 


Office Furniture Will Pass $1 Billion Mark in 1960. 1960 est 
mated sales volume breakdown for office furniture products 
compared to 1954 and 1958 volume. 


Sell Partitions To Cut Noise. A brief explanation of the value 
of partitions in sound control and a check list for selection 


f the best partition source. 


> Installation Sold on Flexibility of Modular Units. Case h 


rating the sales advantages of modular furniture. 


2 Well- Played Hand Wins Installation. How the Baker C 
ce supplier of Lubbock, Texas, played an expert hand in 
rdinating the wishes of the client with the skills of an 
designer, and the Baker staff to win a complete 
Dan installation 


Basic ‘Cole Guide. A simple chart to help dealers determine 
e correct color combinatior r furniture, carpeting, walls 

draperies and chairs. 

ajar Happening to » Office Furniture? A searching look at 

a rimary seqment ¢ Tice equ pment industry. 

on Is Your Diiieie A stimulating review of color's role in 
ce decorating and how the dealer/designer can use color 

st sales and ensure customer satistaction. 


3 Ow of pep 4 Dealers Sell the Complete Office Interior. 
Resu a survey ot office furniture dealers to determine 
what they se ana |r they merchandise if. 


The Ostrich Game. The ste of the office furniture industry 

ss reported by Robert Zeidman / ates, New York indus 
tants. Report is based on 
A. 


rr 
= Dy 
Design Round- Table 5 page reprint of three feature 
cussions by professiona 
gn. Titles of the thre 


; Make Color Work 


manutacturer design 
requirements. Th s article 
ctiona off ice furniture 


van, |.D.1., Director 


Machines 
Office Machines To Top $3 Billion in 1960. Office machine 


growth by product categories, at retail price levels, 

f the 1954 and 1958 Census of Manufacturers. 

estimates by the Research Bureau of OFFICE 

Copy Machines . . « Developing A New Market for Supplies. 

An analy the copy machine supplies market together 
with some dane on how to sell the machines themselves. 


Today's Best Buy — Office Machines. An extensive study by 
A's Research Bureau comp sring the big price increases in 
eral consumer items with the sr rise in office machine 


Excellent sales ammunit 


Merchandising 


How To Determine Your Break-Even Point. How and why this 


vital statistic should be used 

Supplies 
Office Supplies Volume Heads For $5!/ Billion in ‘60. An 
analysis by products of estimated 1960 sales volume com 
pared to 1954 and 1958 volume. 
A Changing Market For Ink Writing Instruments. An analysis 
t today's market; the role display and promotion play in 
upping profit; and a report of dealers’ views of ball point 
pen merchandising 
Create the Time to Sell School Supplies. Two case histories 
of essf ck ipplies merchandising. 








Available at $1.50 each 


26, The Ad-Viser. A 76 page booklet of 
vertising that have appeared in OFFICE APPLIANCES. By 


rvina Sette 
v 7 0e 


articles on dealer ad- 


27. The Salt Lick. A mpilation of 47 brief but intensely prac 
tical essays written for ¢ men by a successful salesman, 
R. Addina 
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UU. S. Exhibits in 
Tokyo Trade Fair 


FOR MORE EFFICIENT BUSINESS, the Monroe . 
Calculating Machine Co. exhibited its line of calcu- ELECTRIC TYPEWRITERS are prominently displayed by Smith-Corona 
lators and bookkeeping units Marchant, Inc 


Three American manufacturers of office machines 
and equipment demonstrated their newest products to 
more than a million visitors to the U. S. Exhibition at 
the Fourth Tokyo International Trade Fair, April 17- 
May 7. In addition, some 10,000 businessmen examined 
the products during the Fair's alternating “businessmen 
only” days. 

Smith-Corona Marchant, Inc., Syracuse, N. Y 
showed a variety of manual and electric portable type 
writers, compact and standard office typewriters, and 
two ‘Vivicopy 12’° photocopy units which feature the 
diffusion transfer process. 

For business accounting operations, the Monroe Cal 
culating Machine Co., Orange, N. J., demonstrated six 
calculators and two bookkeeping units. 

The Marsh Stencil Machine Co., Belleville, Ill., pre 
sented its ‘Model R.” stencil cutting machine, an elec 
tric dial taper with voltage adapter, and associated ma 
terials. 

UNDER THE SEAL of the U. S. Department of Commerce, the Nearly a quarter million dollars in sales were re 
Marsh Stencil Machine Co. shows its products : im "7 » ere : 
ported by the 33 American firms which participated in 
the U. S. Exhibition during the three-week fair, the 
largest ever held in Japan. 

The U. S. Exhibition was sponsored by the Office of 
International Trade Fairs (OITF), U. S. Department of 
Commerce. The 1961 presentation marked the fourth 
appearance of the United States in Tokyo and the 100th 
Fair in which American-made products have been ex- 


hibited officially. 





Faber Castell Marks 
200 Years of Pencils 


H. U. BITTMAN, president, 
GuSsTAVE E. WIEDENMAYER, chair- 
man of the board, and the top sales- 
men of the A. W. Faber Castell 
Pencil Co., Newark, N. J., joined in 
the official ceremonies and an inter- 
national sales conference to mark the 
200th birthday of the company at 
Stein, near Nuremburg, Germany 
(shown above). The party attended 
four meetings: in Nuremburg, Zurich, 
Paris and London. 

The fact of being 200 years old is 
a distinction for any commercial 
enterprise but the company also points 
to the fact that for seven generations 
the firm has been under the continuous 
ownership and operation of one 
family—begining with Kaspar Faber, 
who started making pencils in 1761 
and selling them from the back of 
his wagon, to Roland Graf von 
Faber-Castell, present owner of a huge 
complex of factories in West Germany, 
with branches in Ireland, Brazil and 
elsewhere. 

When Kaspar Faber opened his 
small shop in Nuremberg in 1761, 
branding products with the name of 
the maker was unknown. It remained 
tor the founder's great-grandson, 
Lothar Faber, to inaugurate in 1839 
the first modern pencil- making 
techniques and imprinting the firm 
name on each pencil. He initiated a 
new scale of thicknesses and lengths 
and added the hexagonal style to the 
round pencil. These standards are 
recognized throughout the world to 
this day. 

Lothar established an agency in 


74 


America in 1843, In rapid succession 
he opened branches in Paris, London, 
St. Petersburg and Vienna 

While seeing to the expansion of 
his company, Lothar did not neglect 
the social problems of his day. He 
created a sick fund for the benefit of 
employees, elementary and advanced 
schools, churches and workers’ dwell 
ings 

When 
copy the 
Faber petitioned the German Reich- 


manufacturers sought to 


company’s designs, Lothar 


stag to enact appropriate legislation. 
This was an innovation as, at that 
time, only literary and musical com- 
positions had trade mark and copy- 
1875 Germany 
mark law for 


right protection. In 
passed its first trade 
other products. 

Today the company produces more 
than a thousand different writing, 
drawing and drafting tools for the 
world market, while keeping abreast 
of the 


lastest manufacturing tech- 


niques 


Weiland Co. Opens 
In Columbus, Ohio 


Don Weiland has announced the 
formation of the Weiland Co., 482 
S. Hight St., Columbus, Ohio. The 
firm will engage in distribution of 
various types of office equipment lo- 
cally and in the surrounding area. 

According to Weiland, the com- 
pany also will distribute safes and in 
sulated filing equipment for Protectal 
Division of Mosler Safe Co. and will 
market Norelco dictation systems. 


CFOMDA Prepares Serv- 
ice and Rates Survey 


A recent survey of Florida office 
machine dealers produced some facts 
and figures which may be of interest 
to others elsewhere. Rocky Jones, 
CFOMDA chairman, who conducted 
the survey, states that dealers in large 
cities (over 100,000) appear to be 
getting less for their work and serv- 
ices than dealers in smaller communi- 
ties. Yet, he says, dealers in large 
cities have higher overhead and ex- 
penses. 

Results of several tabulations from 
the CFOMDA mechanical service and 
rental rate survey are as follows: 


Mechanical Service (clean, oil, adjust) 
Typewriter 10-13” 


size of city service charges 
below 15,000 $16.00 to $21.25 
35,000-100,000 $15.50 to $25.00 
over 100,000 $15.00 to $23.50 


Manual Adding Machine 


size of city service charges 
below 15,000 $12.50 to $20.00 
35,000-100,000 $17.50 to $20.00 
over 100,000 $15.00 to $18.50 


-alculator 


SiZé f city 
below 15,000 
35,000-100,000 
over 100,000 


service charges 
$25.50 to $27.50 
$35.00 to $45.00 
$36.50 to $67.50 


Outside calls 


service charges 
$3.50 to $4.50* 
35,000-100,000 $5.00 to $6.50** 
over 100,000 $4.50 to $6.00** 
(*plus time enroute) (**plus mileage 
over 2-5 miles.) 


size ¢ f city 
below 15,000 


Rental Rates (per month) 
Manual Typewriter 


size of city rate charges 
below 15,000 $ 7.50 to $15.00 
35,000-100,000 $10.00 to $15.00 
over 100,000 $ 7.50 to $10.00 


Electric Typewriter 


rate charges 
$25.00 to $35.00 
$15.00 to $25.00 
$15.00 to $25.00 


size of city 
below 15,000 
35,000-100,000 
over 100.000 


Electric Adding Machine 


rate charges 
$22.50 to $30.00 
$15.00 to $20.00 
$15.00 to $20.00 


ize of city 
below 15,000 
35,000-100,000 
over 100.000 
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You asked for it—and here it is! 1961 
HOLIDAY quality portable by Remington 
designed to 


Now you can sell a name 
brand portable at a price 
competitive with machines 
nobody ever heard of! The 
1961 Holiday features: 1. 
exclusive Remington “‘wrap- 
around”’ design; 2. the pre- 


;onag sa a6e Po] 

eoaoaesoeoes 

goeoeeocoenccen 
m e@oceoogceses 





cision of Remington’s 
trouble-free operating mech- 
anism (Open the protective 
top-cover and you'll see the 
high-quality, jewelry-perfect 
parts that have given Rem- 
ingtonits superbreputation); 
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1 and sell and sell for: 











3. the excitement of a low- 
low price for an outstanding 
machine that looks far more 
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expensive! Machine comes 
complete with carry-case 
top, touch-typing course and 
chart. Mail coupon or get in 
touch with a Rem- 
ington represen- 
tative for more 
exciting details! 


William P. Most, Advertising Manager 
Remington Portable Typewriter Division 
Sperry Rand Corp. 

315 Park Ave. South, New York 10, N.Y. 


Don't waste any time! | want to know 


more about the easy profits | can make 
with your 1961 Holiday. 


MY NAME 





ADDRESS. 

















The Boss Meets Plastisol! F-100 


New Columbia Plastic Coated Copy Film 


OU'LL be enthusiastic, too, 
once you’ve seen new Plasti- 


sol F-100 copy film out- 
wear and outperform 
even the finest carbon 
papers! 


Plastisol F-100 outwears 
carbon tissue by 3 to 5 
times + Re-inks immedi- 
ately » Produces perma- 
nent, smudge-free copy 
with complete uniform- 
ity « Doesn't dog-ear, 
tree, curl, wrinkle or pin 


PLAS 


hole « Packaged in new patented 

Carbnpad—100 sheets to the pad 
* Easier to use, easier 
to store—in every desk 
drawer « Try it! 


FREE DEMONSTRATION— 
Write either Columbia 
Ribbon & Carbon Mfg. 
Co.,Inc., 31 Herb Hill 
Road, Glen Cove, N. Y. 
or Columbia Ribbon & 
Carbon Pacific, Inc., 
Duarte, Calif. No obliga- 
tion, of course, 


OL F100 


Tuttle Press Elects Officers 


A special meeting of the board of 
directors of the Tuttle Press Co., 
Appleton, Wis., on June 28 voted the 
following officers and changes: 

Roy H. Purpby resigned as chair- 
man of the board after serving 10 
years in that capacity. Prior to this, he 
was president and general manager 
for 28 years; 

H. D. Purpy was elected the new 
chairman of the board and will con- 
tinue as treasurer. He has been presi- 
dent for the past 10 years; 

H. W. BaliLey was elected to the 
position of president and general 
manager. He comes to the Tuttle 
Press with better than 24 years ex- 
perience in the paper converting field 
with the Nashua Corp. of Nashua, 
N.H. 

W. E. BUCHANAN will continue as 
vice-president; L. R. WATSON as vice- 
president & secretary and PETER DE- 
LAIN as assistant secretary and assistant 
treasurer. 


Retail Employee Incentives 


The University of Illinois’ Bureau 
of Business Management recently 
published a booklet entitled, 
“Merchant Sponsored Incentive Con 
tests For Retail Employees.’’ The book- 
let outlines incentive methods which 
can be used to stimulate retail 
employees to perform their tasks more 
efficiently. 

Price is 75¢ for single copies. 
Orders should be sent to the Bureau 
of Business Management, University 
of Illinois, 30 Commerce Annex, 


Urbana, IIl. 


Jayem, Bandes Merge 


Jayem Sales Corp., 230 Fifth Ave., 
New York 1, N. Y., has acquired ex- 
clusive production and distribution 
rights to the Bandes line of steel 
hinged cover card boxes, wooden desk 
trays, Masonite floor mats and kindred 
items. 

JOsEPH BANDES has joined the 
Jayem organization as assistant to 
ROBERT MANDEL, vice-president and 
general sales manager of that company. 

The consolidation of these two 
brands of merchandise into a single 
sales and distribution effort will make 
possible, under both labels, a widely 
expanded variety of items for the 
stationery and office equipment fields. 
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8 out of 10 calls you make 
are prospects for 


“SCOTCH” Brand Dusting Fabrie 


It's hard to imagine any office or business that doesn’t have dust. 
(Just check your prospect list and see if you can find one.) “SCOTCH” 
BRAND Dusting Fabric #550 solves the dust problem the neat, easy 
way—makes messy dust cloths and oily rags as out-of-date as high 
button shoes. This means that nearly all of your prospects are in the 
market for ‘‘SCOTCH” BRAND Dusting Fabric. You can sell them 
this faster, easier, cleaner way to dust, and once they use it, they'll 
never dust with anything else. It's a big market for you, with up to 
30% profit on every sale . . . and plenty of steady repeat business. 
Stock and sell “SCOTCH” BRAND Dusting Fabric—the fast-moving 
item that 8 out of 10 businesses need. 


AY Core CY CU 
... WHERE RESEARCH IS THE KEY TO TOMORROW 





Hate clearing ne canoer sus one sin oon 
GYPEWYICETS 2 cone sen ne tye se 


so dirty the keys stick together and type like this! 


Then what do you do? Use a messy solvent that stains 


4 


Fh. - 
your fingers \4 yg or a gummy putty & that 
wa od 
/ a 


ruins your manicure? Or a liquid brush cleaner that 


spots you from head to toe? Now there's a brand new 


remedy for this unpleasant . chore--a remedy as 


7 " 
easy to take as a coffee break. Cp It's SCOTCH 


Brand Typewriter Cleaner. 1 1ets you 


type the dirt away. How easy can life get? All you do 


Nar ‘aul ~ 


is roll ovUVi into your 


machine. —" —— Set the typewriter on stencil and 


strike each ge key several times. YOU'VE DONE IT! 
You've typed the dirt away! And look <> ‘ax at your 
hands--they're still lovely to look at, aren't they? Best 


. 
of all, here's news your boss will love y 'SCOTCH" Brand 


“ 


Wn \ 


Typewriter Cleaner costs less than a nickel ay, per 


<I 


HALL 2 


7 
cleaning. So don't he rorget to remind him Bove. to 
"ee ad 


Weary _— 


get you your DUL ' today! 


a 
MMiieewesora (finine ano \ffanuracrunine company 
¥ 
WHERE RESEARCH IS THE KEY TO TOMORROW 4 
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Put yourself 
in a secretary's 
place and you'll 

know why she 

thinks 
"SCOTCH" BRAND 


Typewriter Cleaner 


is the greatest 


thing since 
the 5 day week! 


j Think we're kidding? ) 
Let your secretary > 
) try it...you'll see! ( 





Chair Merchandising With Seating Centers 


Panoramic chair merchandising displays, called “‘seat- 
ing centers,” are being successfully used by Harter Corp. 
dealers. The seating centers are pre-packaged dealer of 
fice chair displays that can be advertised locally. 

Results have been good, say Harter dealers. They feel 
that the seating center idea and displays are an excellent 
way to sell office chairs. 

Seating center displays are company planned and ar- 
ranged. They come equipped with a two paned display 
billboard and newspaper ad mats. The billboard is used 
behind the chair display. Billboard panels describe the 
functions of the various chairs and shows individual 
Harter chair models grouped by job functions. 

A shelf on the billboard holds literature and a ‘‘viz- 
ualizer."" The vizualizer contains samples of fabrics and 


ILLUSTRATION of a seating center display currently used by 
Harter Corp. in merchandising its office chairs 


finishes. Pegboard ends can be added to the billboard 
to show photos and sketches of office layouts. 

Office chair prospects can be attracted by contacting, 
advertising or by the display itself. Once the prospective 
customer and salesman meet on the scene, all necessary 
sales aids are on hand for office chair selections. Since 
salesman has all the necessary material on hand to set 
up a sale, he needs only to worry about the proper 
chair “‘fit.”’ 

The seating center display idea originated with Harter 
Corp.'s sales manager Bob Speicher. Dealer response 
has been good, he says. 

The seating center is a step-by-step sales plan. Sales 
people like the simplicity of selling office chairs through 
the use of the seating center, says Speicher, a salesman 
himself for 20 years. Sales people find it easy to sell 
chairs when they have the center to back them up, he 
states. 


Y & E Announces Lease Plan 


A new lease plan for office furniture and furnishings 
has been introduced by Yawman & Erbe Mfg. Co., Inc., 
Rochester 3, N.Y. It is practical for both large and 
small businesses. 

Leases may be had for up to ten years and require no 
down payment. Other features and rates of this lease 
plan, said to be most economical in the industry, 
are described in a folder, ““You Can Have All This For 
39c A Day,” available by writing to the company at 
the above address. 








SPEED-O-PRINT 
Worbds Finest, Phote--Copir 


COPIES EVERYTHING 
IN SIGHT...IN SECONDS 


lf you have been under the impression that all 
photo-copiers are pretty much alike, don't buy any 
machine until you see the Speed-O-Print. 

In 59 seconds, your Speed-O-Print dealer will 
show you why hundreds of thousands of users— 
from one-man offices to leaders in business and 
industry—prefer this superb Photo-Copier to 

all others. Or, if you prefer, send for illustrated 
brochure describing the six Speed-O-Print - 
nalelei-1h-eam MolOM i MileleMelal-mial-iar-) ¢- (et) 

meets your budget and surpasses your 

most exacting requirements. 


Spoeed -O-7 nin CORPORATION 
1801 WEST LARCHMONT AVENUE, CHICAGO 13, ILL. 


Gentlemen: 


1! want to know why the Speed-O-Print Photo-Copier is 
superior. Please send, without obligation, complete details, inc/uding C ? =~ -Phint: 
a photo-copy of this request. 
Name - = 
CORPORATION 


Titl 
7 1801 WEST LARCHMONT AVENUE 
CHICAGO 13, ILL. 


Company 
Address 


— 





Venus Celebrates Pencil Centennial 


Ever stop to think about what life in an office would 
be like without a pencil or a pen? You'd depend en- 
tirely on machines to write even the most casual note, 
to do a relatively simple bit of arithmetic, to check, edit, 
or adjust anything. And you'd be deprived of those 
scribbling and doodling! 

Because of their basically simple structure, efficiency, 
handiness and low unit price, the modern-day descend- 


universal pastimes 


ants of the early writing instruments of stone and reed 
not only have survived but increased in number and 
variety despite the competition of communications in- 
ventions like the typewriter, dictaphone, tape recorder, 
and other electric and electronic devices. 

Since anniversaries are for looking forward as well as 
back, RICHARD LEWISOHN, JR., president of Venus Pen 
& Pencil Corp., which now is celebrating its Centen- 
nial, looks to the future and sees the writing instrument 
industry facing the most complex and creative eras in 
its history 

“The latest figures show the American industry alone 


* 


IN THE LABORATORY, Venus President Richard Lewisohn, 
Ir. (right) and Vice-president Carl Priesing (center) take a 
look at the blackness of the colloidal dispersion of graphite 
used in the new Venus 3500" lead in a test tube held by 
Dave Juelss, director of research and development. 


produces some 2.3-billion units valued at $157.8-mil- 
lion each year,” he says, “and with growing popula- 
tions, increasing literacy, and the spiraling complexities 
of business and government, we anticipate a continuing 
demand for greater quantities and varieties of pencils 
and pens for many years to come.” 

One hundred years ago this pencil company came in- 
to being. In 1861 an enterprising young man named 
Edward Weissenborn, who had migrated to America in 
1854, founded a small business called the American 
Lead Pencil Co. (later named Venus Pen and Pencil 
Corp.). He had learned the pencil business from a Swiss 
manufacturer, and saw a place for his knowledge in the 
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new world which until then had imported all its fine 
pencils from Europe. 

Four years later, in 1865, the American Lead Pencil 
Co. became the first in America to manufacture a com- 
plete line of graded leads and pencils. 

Under Weissenborn’s direction, the company made 
360 different kinds of pencils, from the commonest 
school pencil to the very finest grade for artists, several 
styles of colored pencils, and crayons. 

The works were located in Hudson City, New Jersey, 
on a hill overlooking Hoboken. 

In 1885 the company was bought by the Joseph Reck- 
ford Estate, the Reckfords being descendents of the 
Reckendorfers who were pioneers in the American 
pencil import industry. It was incorporated that same 
year with Louis J. Reckford, son of Joseph Reckford, 
as president. 

The Venus de Milo statue at the Louvre was chosen 
as the company’s trade mark for a new line of drawing 
pencils in 1905 when the president, Louis Reckford, 
was visiting Paris. 

The crackled finish, familiar to millions of American 
artists and engineers, also came about with the manu- 
facture of this line, but by accident. Due to a defect in 
the original green paint, it cracked when it dried. Of- 
ficers of the company liked the effect so much they 
adopted it as a part of Venus’ trade mark. 

As business increased, the company expanded its op- 
erations at home and abroad. 

The company hired trained fountain pen people, and 
in 1939 set up a factory in Charlottesville, fitting it with 
the latest machines. A complete modern wing was 
added in 1946. 

Also in 1946 the company entered the ball point pen 
field, and in 1953 introduced the “Ball Pen-cil.” 

This writing instrument was conceived and developed 
by Charles P. Schoen, director of the pen division. 

In 1956 the name of the American Lead Pencil Co. 
was changed to Venus Pen and Pencil Corp. because 
the Venus trade mark had become so closely identified 
with the products. In 1959, after 31 years in Hoboken, 
the company moved its executive offices to New York. 

In 1959 the total stock of the Venus Pen and Pencil 
Corp. was sold to Charles of the Ritz, a leading cos- 
metics firm, a “merger” typical of the “off-beat” mergers 
prevalent in the 1950's 

In this instance it was a carefully planned and an- 
alyzed merger, made possible through developments in 
both privately owned companies. 

Venus continues to be operated as an autonomous 
company, with Richard Lewisohn, Jr., as president. 
There is a committee that coordinates and establishes 
joint policy between the two members of the merged 
enterprise as and if necessary. 

Today Venus has about 1,000 employes; and manu- 
factures more than 2,500 products in its lines of writ- 
ing instruments, accessories and toys. 





Lit-Ning Inaugurates 


New Sales Program 


Lit-Ning Products Co. has an- 
nounced the inauguration of an ex- 
panded management and sales pro- 
gram. This effort is being initiated 
coincident with several changes in 
stock ownership. 

Roscoe McKenry, former president 
of Lit-Ning, has resigned that posi- 


LIT-NING PRODUCTS board of directors. From left: Richard J. Reardon, Joe M. tion and severed all relations with the 


Davis, Henry L. Palmer and Morton Macks ; : 
company, his stock having been pur- 


chased by a group of eastern investors. 

Joe M. Davis remains a major stock- 
holder of the Lit-Ning firm, as well as 
president of J. M. Davis Corp., ex- 
clusive sales agents for Lit-Ning prod- 
ucts and representatives of several of- 
fice equipment manufacturers. Officers 
and members of the board of directors 
include Joe M. Davis, Henry Palmer, 
Morton Macks and Richard J. Riordan. 

Plans are currently under way for 
increased distribution of Lit-Ning 
Products, especially in the export mar- 


JUSTRITE 
Deposit Receipt Cases ket. There will be a thorough exami- 
nation of the line, particularly in re- 
are gard to product redesign and new 


making MONEY! € items. 





GOLDEN TOUCH ? 


KING MIDAS-WAS A PIKER! 
, "Dealers handling 


we do not sell consumers 











Legend says everything King Midas 
touched turned to gold. Phooey! Dealers 
handling JUSTRITE’S Deposit Receipt 
Cases do much better. They turn them 
into money ... profits! Used by banks 
and savings institutions, these durable 
envelope cases provide long-lasting us- 
age for holding mechanically printed 
deposit receipts, as well as customer 
convenience. Come in red rope or col- 
ored fiberine stocks. 2 popular styles. 
Wide range of sizes, including those for 
Burroughs and National Cash Register 
machines. For money’s sake, get ’em! 


WALLET STYLE 


Write any one of 
our factories for 
samples and 
complete infor- 
mation on these 
and other fast 
selling Justrite 
envelope prod- 
ucts. 


VOUCHER STYLE 


Three Modern JUSTRITE Factories 
NORTHERN STATES ENVELOPE CO. 


Hite, 300 East Fourth Street 


Saint Paul 1, Minnesota 


JUSTRITE ENVELOPE MFG. CO., INC. 


523 Stewart Avenue, S.W. 


NATIONAL JUSTRITE ENVELOPE CO. 
2220 West Beaver Street 


Direct to you— 


e Atlanta, Georgia 


Jacksonville, Florida 


Mr. Davis indicated that he will 
devote his energies to the J. M. Davis 
Corp. with management responsibility 
in Lit-Ning vested in a new manufac- 
turing manager. 


Dayton Firm Remodels 


Owners of the Seitz & George 
Office Equipment Co., Dayton, Ohio, 
have purchased the four-story build- 
ing the firm has occupied 12 years at 
114 N. St.Clair St. and plan to re- 
model it 

ALBERT C. Seitz said the firm will 
begin immediately to remodel the 
building front. A modern glass, alumi- 
num and granite exterior will be 
added. 

Seitz & George, founded in 1946, 
occupies all 22,000 square feet of 
space in the building. The firm 
handles office furniture and equip- 
ment and does interior office decorat- 
ing. 


Named Vice-president 


A. Stettee Smith has been named 
vice-president and director of sales for 
Ever Ready Calendar Mfg. Co. 
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Hamilton Cosco Acquires Site in Gallatin 


Officials of Hamilton Cosco, Inc., Columbus, Ind., have announced plans to 
purchase a 46-acre tract in Gallatin,, Tenn., as the site of a plant for production 


of office and upholstered furniture. 


The action is part of a long-range plan for continued growth, the company 


reported Construction of a separate 
plant for the Office and Upholstered 
Furniture Division, on a site which 


allows for further expansion, will 


alco permit the company further 
growth of household products manu- 
facturing in Columbus where juvenile 
items, folding furniture, stools and 
serving carts will continue to be 
manufactured. 

Construction plans for the proposed 
plant are now being formulated and 
construction should begin by fall, 
ofhcials said 

Hamilton Cosco, in its 26-year 
history, has been a rapidly growing 
company and has continually expanded 
its lines, to include more than 65 


difterent products sold under the 


Cosco name. Sales volume increased 
more than 125 percent from 1950 to 
1960, and the company’s Indiana plant 
has been expanded 10 times in the 
last 11 years. The company plans con- 
tinued expansion, too, in its product 
lines as opportunities present them- 
selves. At the Indiana plant, new prod- 
uct research and development ar 
housed in a recently completed G.- 
00 sq. ft. building for this purpose 

Oftice 


which will be transferred to Gallatin, 


furniture manutacturing, 
was begun in 1950 and upholstered 
furniture, in 1954. The company 


produces secretarial and executive 
style office chairs and reception room 
furniture, which includes metal framed 
sofas, settees, chairs, ottomans and a 


line of occasional tables. 
Purchases Building 


The Seitz and George Office Equip- 
Dayton, Ohio, 
purchased the building it has occupied 
for the last several years at 114 N. 


ment Co., recently 


St. Clair St. The firm is remodeling 
the front exterior of the 22,000 square 


foot four-story building 


Opens Chicago Warehouse 


Franklin Co., Ine., 


announced the opening 


The Bernard 
Philadelphia 
of a new 
1315 W 


warehouse will carry a full stock of 


warehouse in Chicago at 


Fullerton Ave. The new 


the company’s line for Chicago and 


surrounding area dealers. 
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Kriloffice Moves 


Kriloffice, Inc. has moved to new 
and larger quarters at 618 W. Jack- 
son Blvd., Chicago, Ill. The telephone 
number remains the same. 


Free Publication 

Dun & Bradstreet, Inc., is now 
offering free its widely read case- 
history booklet, ‘Profitable Manage- 
ment for Main Street.’’ The booklet 
deals with a variety of small business 
problems through selected case 
histories. 

Single copies are available free by 
writing: Dun & Bradstreet, Inc., 
Public Relations Div., P.O. Box 803, 
Church Street Station, New York 8, 
N.Y. 


Feet that must stand all day to accommodate their 

owner’s occupation put a frown on the face as surely as if 

they were directly connected. To keep a warm, welcome-customer 
smile on that face, even near closing time, the feet must 

receive proper support all day long. 


Hygienic Foot-Comfort Mats and Runners provide that support. 
They’re scientifically designed to distribute body weight, 

relieve back strain and reduce fatigue. Soft, but not 

mushy, they last for years — pay for themselves 

by increasing employee morale and efficiency. 


HYGIENIC 


Joo 


on Shy nite), b- 


@ A choice of marbleized colors 
to enhance your office decor 


@ Lengths and widths for any 
station 


e@ Smooth, easy to clean surface 


@ Beveled edges for safety 
and appearance. 





DEALERS: This ad is appearing in the leading office publications. Be ready for inquiries. 
Get full-color catalog and prices by writing to: 


THE HYGIENIC DENTAL MANUFACTURING COMPANY 
FLOORING DIVISION, Dept. A, 


AKRON 


10, OHIO 





* Drafting Instruments ¢ Drawing Equipment 
* Drafting Materials + Measuring Devices 
+ Drawing Sets - Designing Aids 


The One COMPLETE 
QUALITY LINE of 
DRAFTING & DRAWING 
SUPPLIES 


QUICK SALES*BIG PROFITS 


with these Sales Stimulating 


COUNTER DISPLAYS 


— 
No. P395D <sivin> — 
DRAFTECH TECHNICAL 


FOUNTAIN PEN DISPLAY 


12 precision pens for all types of draw- 
ing. Super fine to Extra Broad nibs. 
Extra large cylinder for long lasting 
ink supply. Eye-catching display for 
store or window. Display FREE. 
Retail Price 
Your Price 


No. 
PROFESSIONAL & SCHOLASTIC 
DRAWING SCALES DISPLAY 


Superior quolity boxwood, peorwood 

and plastic triangulor and fiat 6” and 

12” drawing scales. In self-selling dis- 

Stands 22” high with 2 flanges 

‘wide that fold to form a rigid 

stand. Overall width 32” 
Retail Price 
Your Price 


Profits 


STOCK <Q» --- UP TO 50% PROFITS 


$75.00 
45.00 





No..5555 POCKET LEAD POINTER 
pocket lead pointer. 
Graphite cup retains lead shav- 
ings. Guide tube prevents lead 
snapping and insures sharp tapered 
points. Durable construction, eco- 
nomical, practical, neat. For home, 
office, school, shop use 


**Kleen-Point'’ 


$1.95 ea. Retail 


BOW COMPASS 


An economy bow ‘compass suitable 
for scholastic or Commercial use. 
Circles from Y%” to 9” diameter 
Designed fo Anodoized Aluminum 
with steel center assembly. Com- 
plete in vinyl plastic sheoth. 


No. 604 6” 


$2.75 ea. Retail 


MECHANICAL LEAD HOLDER 





Ne. 50218 $1.45 ea. Retail 


Ne. 5021 $1.45 ea. Retail 


SS AIVIN ee 
Ne. 5020 $1.35 ec. Retail 


Push-Button mechanical lead holders 
permit quick lead adjustment. Holds 
any standard size drawing leod. 
Perfectly balanced featherweight bor- 
rel (1/3 oz.) for years of lasting 
service. 





Write for 
today 


plete Alvin 


FREE 


an ideal 


124 page 
showing the com- 
line of 
ond merchandise 

sales tool. 


catalog 


displays 
Mokes 


Additional Discounts on Quantity Purchases 
Quality at the Right Price’ 
ALVIN & CO., INC., WINDSOR, CONN. 
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Dictating Machines and 
The Battle for “Time” 


by C. W. von GRIMMENSTEIN 


vice-president and general sales manager 
Van Ausdall & Farrar, inc. 
indianapolis, ind. 


The day is fast approaching when the dictating ma- 
chine, in one form or another, will be classified along 
with the desk and the typewriter, as minimal office re- 
quirements. Attractive, high-fidelity equipment, imagi- 
native merchandising of the dictating concept, and ag- 
gressive selling at the local level are beginning to bring 
this situation about. 

The basic reason for an increasingly strong showing 
in this segment of the office equipment industry, how- 
ever, is to be found in the unequal battle being waged 
between today’s business man and time. Automation 
ind data processing are saving man-hours at the factory 
and clerical level. But, they are creating more and more 
demands at the executive, department head, and inde- 
pendent business man’s level. 

More facts, figures, reports, analyses, summaries and 
publications are flowing across the executives desk, all 
but the limited time available 
to today S businessman. As our economy becomes more 


necessary, cutting into 
relative and complex, the burden of necessary informa- 
tion will grow apace 

What does this mean to the dealer in dictating equip- 
ment? Speaking from our own means 


that a both 


expertence, it 


vital market for individual machines and 


AUTHOR von Grimmenstein, shown demonstrating recording 
equipment to a prospective customer 


entire systems exists at every level of the business com- 
munity. It means that this existing market has a po- 
tential for development over the next decade as great 
as any in the industry 

How can the dealer best approach this “uptrend 
market? First, he must stop trying to sell dictating ma- 
chines and take a long, hard look at his product line. 


Dictating-transc ription equipment is not a luxury item. 
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underwood 


This Underwood fills an urgent 
need for a moderately-priced full- 
sized electric typewriter for gen- 
eral purpose typing. One of three 
new Underwood electric type- 
writers, it is designed for work 
stations where typing demands 
are heavy enough to make oper- 
ator fatigue a decisive factor. 


The SCRIPTOR provides typing of 
excellent uniformity, pleasing 
appearance and high readability 
in originals, carbons and dupli- 
cating masters. Its combination 
of high speed and fatigue-free 
operating ease can substantially 
lower office costs. 


The SCRIPTOR is part of the 
uniquely complete Underwood 
line of electric, manual and 
portable typewriters, adding 


machines, calculators, account- 
ing machines and tape-to-card 
converters. Each Underwood 
machine has exclusive sales- 
making advantages. 


For full information on available 
territories, write or wire today 
to Director of Sales Agents, 
Underwood Corporation, One 
Park Avenue, New York 6, N. Y. 





TALK ABOUT A TIME SAVER! 


MUTUAL 
No. 450 HEAVY 
DUTY CENTAMATIC PUNCH & 


Up to 50 sheets of 16 lb. paper at one time... that’s the 
capacity of this recent addition to the Mutual line of qual- 
ity punches. The No. 450 has a truly generous capacity... 
a great time saver. In addition it has patented Centamatic 
guides which center paper automatically. Fully adjustable 
to punch one, two or three 4” round holes. Equipped with 
hardened and ground punches, nickel plated handle and 
guides. Grey hammertone base. Paper widths to 14”, Write 
or ask your distributor for details. 
Mutual... the first name in punches 


Mltual -nooscrs 0 COMPANY, INC. 


VO SPACEMATIC PUNCHES 
Worcester 6, Mass 





"+ 


for lasting service... try 
PRESSBOARD FOLDERS 


TABS 
METAL 
sELF TABS® | prrtH CUT 


eases Ta 
LE 


the WARSHAW 


MFG. CO., INC. 


1 MAIN ST., BROOKLYN 1, N 
AAA 





It is not an alternative to existing procedures. It is not 
part of a trend to “mechanize’’ the office. 

dictating machine is a very personal instrument of 
idvancement. It enables the enterprising man on his 
way up to do more in less time, giving more time for 
creative thinking. It enables the owner-manager of small 
business to advance his own enterprise by ‘‘talking” his 
way through details, correspondence, and reports. It 
provides the established executive with a means of 
keeping his executive head above the rising tide of data 
and communigques 

The prospects for dictating equipment in a dealer's 
territory are found on two levels. The individual busi- 
ness or professional man and the company. The ap 
proach to each category should be based on a prelimi- 
nary study of the work patterns of each group. 

Doctors, architects, engineers, educators, small busi- 
ness men have established work habits which they have 
developed personally over a period of time. Any attempt 
to infringe upon this personal ground will build resist- 
ance to the entire dictating concept 

The imaginative salesmen can make a realistic presen- 
tation which will show how the right dictating machine 
will fit naturally into the professional or business man’s 
working day and afford him more time for the positive 
ispects of his business or professional life. 

Familiarity with systems is vital in selling the com- 
pany prospect. The dealer who can obtain permission to 
make a paper work survey is well on the way to making 
1 substantial installation of dictating systems. Insurance 
companies, banks, government agencies, manufacturers 
and distributors are today in the midst of a continuing 
search for a way out of the information and communi- 
cation dilemma 

Remember, equipment is only as good as the service 
that backs it up. One of the most important points we 
make in selling dictating-transc ription equipment 1s 
the fact that expert service is always available. The con- 
tinuous availability of service is a plus factor and should 
remove from the prospect's mind the nightmare of 
downtime” in the office. It can build his attitude for 
equipment acceptance on strong grounds. 

Dictating equipment is entering a period of growth. 
The alert and imaginative dealer can obtain returns on 
his investment in this vital part of the office equipment 
industry today 





IN BANKS, STORES, OFFICES, SCHOOLS ... 


WHEREVER MONEY IS COUNTED 











CHIPBOARD, 
COLOR KEYED® COIN BOXES 
PENNIES THROUGH DOLLARS 


D® 
ALUMINUM 
WRAPPED 
COIN BOXES 


_ YOU CAN COUNT ON 


MAJOR METALFAB = m 


SEND FOR FREE DEALER CATALOG #WOD-6) 


llustrated All 


=| DEPOSIT ypes of equipment including the latest 


TICKET eng ve Write on your letter 
FILES pemts2 


MAJOR METALFAB, INC. 


P.O. Box 3323 ¢ Merchandise Mart © Chi 








| “Columbia chairs 
Ivan Allen’s Getting Bigger | make 
good chest protectors 


The Ivan Allen Co. has announced completion of 
negotiations for the lease of one downtown property 
and the purchase of another for relocation and ex 
pansion of its office equipment business 

WILLIAM H. GLENN, president, said: “The growth 
of our sales in recent years and current expansion of 
our sales force has compelled us to find larger quarters 
Since we service business accounts throughout the 
metropolitan Atlanta area, we have decided to stay 
downtown in central locations. Downtown Atlanta is 
undergoing a tremendous revitalization, and we want 
to be a part of it 


The company has executed a 20-year lease for the 


building at 60 Peachtree St. By December, 1961, the but my daddy says they’re 
company will open a completely remodeled retail outlet the very best for his office” 


for high-density traffic. The store will be designed to 

provide rapid service to business firms in the Five Points P.S. They’re best for dealers too! 
section, with access from both Peachtree and Broad Full line, all styles and price ranges. 
streets. Special store fixtures, with limited self-service, Write for more information. 


will display and house commercial stationery, office 
supplies, technical and engineering equipment and office COLUMBIA-HALLOWELL Division 
machines. Office furniture also will be prominently dis 
played 

The second step of the firm's expansion program will 
relocate its Atlanta headquarters in a recently purchased JENKINTOWN 79, PA. or 
building at 219-225 Ivy St. near Harris St. and close to SANTA ANA, CAL. 
the new Merchandise Mart and 270 Peachtree building. ELT EIS SIT + TN A 
Glenn said the new facilities will greatly improve han- 
dling of freight and deliveries and provide customer 


and employee parking 


The building, which contains 88,000 square feet of 
floor space, faces on Ivy St. with vehicle access on | Ad 7 |! BREE \ 
Harris St. After structural remodeling, it will house the | 
firm's general offices, sales and merchandising depart- 


ments and warehouse. Over 20,000 square feet, on onc . ° 

floor, will be devoted to a retail showroom with wide First Name if Carbonsets 

selections of office supplies and machines, technical 

equipment and business printing. A major portion of 

the retail area will feature office furniture and acces- 

sories and the Design Department. THE LETTEREX CORPORATION 
Glenn explained that the firm’s present retail store ae 


‘ Fel tatialelio. 24 
at 29 Pryor Street will continue in operation until both EHINGIOF 


{ | »¢ Cornorat 
of the new locations are occupied. (a division of Allied Paper Corporatior 


MADE IN U.S.A 


Punchless Binding at Its Best! 


Simplicity itself! Eliminates paper punching — holes that 
can tear. Quick insertion and removal of papers. Bulldog- 
grips ¥2"' capacity (approx. 150 sheets). Letter and legal 
sizes. In 6 inviting colors: RED, GRAY, BLACK, TURQUOISE, 
ORANGE, YELLOW, 25 of a color to the box, also 25 in 
assorted colors to the box. Write for 96-page catalog, 


ADVANCO PRODUCTS, INC. 
76-05 51st Avenue, Elmhurst 73, L. I, N. Y. 
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check your inventory NOW 
for the E i G 


Moe SE aoe ieee FS 
garment racks 


HEAD 


YES, America is stepping 
into the really big garment 
rack season. And you can step 
up your sales, and step ahead 
of competition, if you have a 
full line of Borroughs’ popu- 
lar garment racks and check 
racks. They have Borroughs’ 
exclusive “Wonder Bar” that 
can be reversed to increase 
hanger capacities, plus many 
more outstanding features. 
Get all the facts now! 


season just 
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Booklet Promotes Eaton Typewriter Papers 


‘The Perfect Secre- 
tary is a new 36-page 
booklet distributed by 
the Eaton Paper Corp., 
Pittsfield, Massachu- 
setts, to thousands of 
individuals who order 
it, sending coupons, 


Berkshire 
ty pe writer paper ream 


found in 


boxes, with their remit- 

tances. This “handbook 

of office manners and 

tricks of the trade’ is 

invaluable to secretaries and gals in offices aspiring to 
better jobs. Every subject of daily use and concern is 
covered, from getting along with the boss and co-work- 
ers to up-to-date rules for punctuation. How to make 
typed business letters look their best, special forms of 
address and salutation, spelling “traps’’ and many other 
subjects are succinctly covered 

This booklet is important to stationers as a major pro- 
motional unit for increasing Eaton's commercial type- 
writer paper sales. Every page carires a footnote describ- 
ing the characteristics of a particular Berkshire paper 
and its suitability to specific office requirements. The 
entire inside back cover is devoted to a Paper Selection 
Chart, naming the correct paper for every business need. 
On this, the name of the paper, its use, finish, weights 
in which it is available, and actual numbers for ordering 
are listed in three categories: Permanent, Semi-Perma- 
nent, Temporary. 

To the public, Eaton offers the booklet at 25 cents a 
copy. The company, following demands from dealers, 
is now offering this promotional piece in quantities of 
100 or more, imprinted or not, at special prices available 
from Eaton sales representatives, or the Pittsfield office. 


Dates to Remember 


September 23-26 National Stationery and Office 
Equipment Association Annual Convention and Ex- 
hibit, Conrad Hilton Hotel, Chicago 


October 5-8—Eastern Regional Office Machine Deal- 
ers Association meeting, Concord Hotel, Kiamesha 


Lake, N.Y 


October 14-17—Eastern Commercial Stationery Show, 
Trade Show Building, New York ¢ ity 


November 2-5—National Office Furniture Associa- 
tion Western Convention, The Ambassador Hotel, 
Los Angeles, Calif. 


1962 Conventions 


February 16-18—-NSOEA Western Convention and 
Exhibit, Brooks Hall and Sheraton Palace Hotel. San 
Francisco, Calit 


April 26-30—NOFA Convention and Exhibit, Coli- 
seum, Barbizon-Plaza Hotel, New York City. 
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The following is published by International 
Business Machines Corporation, in accordance 
with the provisions of the Final Judgment entered 
Jan. 25, 1956, in Civil Action No. 72-344, United 
States District Court for the Southern District of 
New York: 


SECTION V 


(a) IBM is hereby enjoined and restrained from 
acquiring any used IBM tabulating or electronic data 
processing machine owned by another person or the 
Service Bureau Corporation hereinafter provided for 
in Section VIII of this Final Judgment otherwise than 
as (1) a trade-in on a purchase of a tabulating or elec- 
tronic data processing machine from IBM or (2) a 
reasonable credit against sums then or thereafter pay- 
able to IBM by a customer. 


(b) IBM is hereby ordered and directed to solicit, 
in the manner specified in the provisions of paragraph 
(c) of this Section V, from dealers in second-hand 
business machines orders for the purchase of any used 
IBM tabulating or electronic data processing machines 
acquired by IBM pursuant to paragraph (a) of this 
Section V. The price charged by IBM for any such 
machine shall not exceed 85% of the price computed 
pursuant to paragraph (c) (1) of Section IV of this 


Final Judgment. 
(c) IBM is hereby ordered and directed: 


(1) within one year after the entry of this Final 
Judgment, and each six months thereafter for a 
period of five years, to cause the provisions of this 
Section V to be published in at least two trade jour- 
nals of general circulation among dealers in second- 


hand business machines; 


(2) commencing one year after the entry of this 
Final Judgment, to furnish at intervals of not more 
than 30 days to all dealers in second-hand business 
machines who shall within the preceding 180 days 
have made written requests therefor, and to at least 
one national trade association of such dealers, a list 
of all tabulating and electronic data processing ma- 
chines acquired by IBM pursuant to paragraph (a) 
of this Section V since the date of the making of 
the last such list, and the prices thereof; and 


(3) to keep all machines listed in the information 
furnished pursuant to subparagraph (2) of para- 
graph (c) of this Section V available for inspection 
and purchase by one or more of such dealers for a 
period of 60 days after such information shall have 


been furnished. 
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“MATIC” 
POSTING EQUIPMENT 


for Modern Office Procedures 


DUO-MATIC POSTING TRAYS 
AND STANDS 


TILT-O-MATIC TRAYS 
(For register forms) 


HANDI-MATIC TRAYS 

(For writing board and 
machine accounting—records 
requiring small capacity 
containers) 


A COMPLETE LINE 
of accessories 


TRAY HOODS 
HOOD SUPPORTS 
INDEXES 

FILING DRAWERS 


PEC 


M.-L _MEAD-LEE Associates 
SOLE DISTRIBUTORS FOR 


POSTING EQUIPMENT Grrexecnrtin 


1721 Elmwood Ave., Buffalo 7 N Y 


Write todoy 
for our new, 


complete catalog 


PORTA-MATIC POSTING 
TRAYS AND STANDS 


V-MATIC TRAYS 
(Small capacity containers) 


EXPANDI-MATIC 
(Designed for installations 
where space is at a premium) 


= 
THLT-O-RACK 
Desk organizer 


WRITE—fFor Information On 
The Complete P.E.C. Line 


WEST COAST REPRESENTATIVES: JACK AUTRY, 
402 MARKET DRIVE, SAN FRANCISCO, CALIF. 








Victor Adding and Ditto 
Buy C. F. Pease Co. 


Lands and building of the C. F. Pease Co., 2601 W 
Irving Park, Chicago, have been acquired by the Victos 
Adding Machine Co., 3900 N. Rockwell St. Properties 
of the two firms adjoin. Purchase includes a 87,141 
square foot, two-story brick building on a 214 acre site 

Simultaneous with this announcement, executive vice 
president CARL BUEHLER stated that construction is 
underway to expand the main Victor plant. A 66,000 
square foot expandable extension is being made to the 
south of this structure, with provision being made to 
quickly double the size of the extension by addition of 
other stories if needed. The employes’ parking lot is 
being enlarged to accommodate about 800 additional 
cars. These projects are in addition to a $2-million 
interior modernization program started in 1960 

The former Pease building will be occupied by Victor 
about September 15th. It will be renovated for office and 
factory use. Increased sales and diversification by the 
northside Chicago manufacturer have prompted plant 
expansion. The firm is one of the world’s leading pro- 
ducers of adding machines, automatic printing calcu 
lators, cash registers and data processing systems. To 
date, a record 2,000,000 desk-size figuring machines 
have been produced bearing the Victor name. All wer 
made ‘‘under one roof’ at 3900 N. Rockwell St 

Other assets of the C. F. 
purchased by Ditto Inc. This firm plans to immediately 


Pease Co. have been 








May we suggest 





LEGAL PAD COVERS 
VLP-148 — Legal Size 
VLP-811 — Letter Size 








start production and distribution of the former Pease 
line of blueprint and whiteprint machines and supplies. 

Scott Harrod, president and chief executive officer 
of Ditto, said, “We believe that the addition of this 
new line to our already existing ones Is an important 
tuture 


step in building for the and enhancing the 


company’s high prestige in the information-handling 
field.” He said there will be no interruption of the 
availability of machines, supplies or mechanical service 


to former Pease customers and prospects 


Sheaffer's Back-to-School Program Ready 


The W. A. Sheaffer Pen Co.'s 1961 back-to-school 
promotion, has been announced by MICHEAL KEITH, 
marketing director of the firm’s popular price division. 

Using “‘an apple for teacher’ as its visual theme and 
“Shine in School’’ as its slogan, the promotion provides 
a variety of storewide displays, counter cards and ban- 
ners to attract attention to the writing instruments and 
accessories featured. 

Five special back-to-school deals have been planned to 
promote Sheaffer's $1 cartridge fountain pen, $1.49 
ballpoint, $1.95 pearl center pencil, $2.95 cartridge pen, 
$4.95 cartridge pen-and-pencil set, and 49-cent five- 
packs of Skrip cartridges. 

Each deal provides an opportunity for retailers to in- 
crease sales and profit, Keith said. Free five-packs of 
Skrip cartridges are offered with all cartridge pens to 
enable dealers to place particular emphasis on these 
popular and highly profitable items. 
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PLASTIC PRODUCTS 


BUSINESS GIFTS? 


CATALOGUE No. 6 


is full of 
interesting ideas! 


DO YOU HAVE 
YOUR COPY? 


If not write for 
yours TODAY! 


UNDER ARM PORTFOLIO 
VP-1611 


SAMSILL BROS. PLASTIC COMPANY 


MANUFACTURERS OF PLASTIC PRODUCTS 


P.O. Box 643 





818 Nashville Ave. 


FORT WORTH 5, TEXAS 
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When your customers look through a Bal 
Rectangular Reader... you’re looking at easy profits ! mace 1400 


MOST POPULAR READER TODAY! High quality...that’s what 
has made Bausch & Lomb Rectangular Readers the most popular 
reader on today’s market! Surveys of dealer sales in the past year 
point up that 75% of all magnifiers sold in the United States bear 
the distinguished B & L trade-mark. The leader in the field is your 
profit leader. Set up a Bausch & Lomb Rectangular Reader Display 
and watch impulse sales mushroom. Once a customer picks up a 
B& L Rectangular Reader and examines it...the sale’s made. It’s that 
easy! Your B & L salesman can show you proof from other dealers. 
Ask him. Bausch & Lomb Incorporated, Rochester, New York. 


BAUSCH 6 LOMB 
vi 


Makers of: Balomatic Projectors e CinemaScope Lenses e Ray-Ban Sun Glasses 
Binoculars e Microscopes @ Quality Eyewear e Rifle Sights e Scientific Instruments 











Why Dealers Who Handle | PAV HL / Find Their Sales Expanding 





Market potential: PLAN HOLD vertical and 
roll filing equipment is the essential business 
tool for all who use large sheets: architects, 
banks, builders, contractors, design engineers 
throughout industry. They are catching on fast 
but the market potential is barely scratched. 


Self-selling: PLAN HOLD leads you to cus- 
tomers you never before reached. And once 
you’ve made the first sale, you are sure to make 
more because PLAN HOLD in use sells itself. 


Constant promotion: PLAN HOLD national 
advertising and industry exhibits generate 
thousands of prospects referred to you as live 
sales leads. PLAN HOLD gives you local sup- 
port in the Yellow Pages. Supplies you with 
sales aids, direct mail and invoice stuffers 
acclaimed by dealers as best in the industry. 
Act Now. Find out why PLAN HOLD deal- 
ers are finding new customers and increasing 
profits. Write Marketing Div. or call collect 
LOrain 7-2151, Los Angeles, or TWX LA 1196. 











5204 Chakemco St., South Gate, Calif 


251 S. River St., Aurora, Illinois 











NEW! K&C Budgetfine 
STORAGE CABINETS 


@ 4 COLORS 

@ Baked enamel finish throughout 

@ |8-gauge steel frame throughout 

@ Two chrome finished handles . . . 
3-way Paracentric lock 

@ 4 shelves, 5 compartments 

@ Simplest to assemble @ Shipped KD 
@ 72" x 36" x 18' 


make money « keep it 
when you sell K«C quality 


K&C quality cuts costly servicing, so you keep 


BR POs your profits on our fast-moving promotional 
steel equipment. 

Files, desks, storage cabinets, combination units 

fy Ge. . all are precision made of heavy gauge 

steel, quality-finished in a choice of colors. 


Write, aa phone TODAY for catalog ond price list. 
Newspaper Mats Available 


ani METAL PRODUCTS CO., INC. 
% 1011 Greene Ave., Brooklyn 21, N. Y. @ HYacinth 1-4510 
West Coast Warehouse: 540 $. Alameda, Los Angeles * Phone MAdison 5-1536 


OVER A DECADE OF QUALITY AND PRECISION IN STEEL EQUIPMENT 
Representatives: a few choice territories available; Inquiries invited. 








Office Appliances 


COMEE 


Office OA keeps its readers 
Appliances fully informed on all 
facets of the office supply 
and equipment industry. 





Read OA every month to 
maintain progress in service 
to your customers and in 
the growth of your business. 


Columbia R&C Sells 
Gelatin Roll Department 


Columbia Ribbon & Carbon Manu 
facturing Co. of Glen Cove, N.Y., 
has sold its gelatin roll department 
and inventory including a_ small 
duplicator to the Beck Duplicator Co., 
Inc., 150 West 26th St., New York 
City, according to HENRY B. HOLMEs, 
executive vice-president. 

The product line sold was manu- 
factured by Columbia's Kopy-Rite 
department which will continue to 
manufacture such items as “Clean 
Hands,” a lotion hand cleaner, spirit 
duplicating fluid, Colitho etch solution 
and fountain’ solution for offset 
duplicating, as well as gelatin trays 
and refill composition. 


Hamilton Cosco Expansion 


Hamilton Cosco, Inc., Columbus, 
Ind., has announced plans to purchase 
a 46-acre plant site at Gallayin, Tenn 
The new plant will manufacture office 
and upholstered furniture. Con 
struction of the new plant will begin 
this fall. 


New Location for 
F. C. ‘Chuck’ Charles 
in Los Angeles 


F. C. “Chuck” Charles announces 
that the Charles Office Equipment 
Distributors are now located at 800 
Traction St., Los Angeles. Mr. Charles 
has represented Imperial Desk Co. in 
the West since 1935 and has main- 
tained the western office and ware 
house at 2436 E. 8th St. in Los An 
geles since 1949. He also represents 
Hale Industries, Inc. 

Ralph Moore, Charles’ associate, 
has recently moved his headquarters 
to 1410 Menlo Drive, Corvallis, Ore., 
where he is concentrating in the 
Washington and Oregon area, also 
representing McDowell Craig and the 
Murphy Miller Co. 


New District Headquarters 


The Burroughs Corp. has opened 
a new district headquarters at 970 N. 
Meridian St., Indianapolis, Ind. The 
firm named W. H. Stewart as the dis- 
trict headquarter’s manager. He will 
be in charge of the operations of 11 
branch offices in- Indiana, southern 
Ohio, Kentucky, West Virginia and 


southern Illinois. 
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“Ideal Swedish Secretary” 


A trip to the United States aboard a Pan American 707 Jet 
Clipper is the prize won by Miss Marianne Skoglund, shown 
being congratulated by Karl Siewert, president of Facit, Inc., 
sponsor of the contest. Voted the “ideal Swedish Secretary 
in a recent nationwide competition held in Sweden, Marianne 
was selected from over several hundred participants who were 
required to take rigid qualification tests involving shorthand, 
typing, letter composing, appearance and general knowledge 


Dayton Firm Honored in 75th Year 


Everybody's Office Outfitters, Inc., Dayton, Ohio, 
received a bronze plaque from the Dayton Area Chamber 
of Commerce, recognizing its 75th anniversary. This 
was one of the 18 local businesses honored by the 
Chamber of Commerce at a dinner early this year 

Horace F. Bikser, president and manager of Every- 
body's Office Outfitters, recalled many changes which 
had taken place in the business since it was pur hased 
by his father, CHARLES W. BIESER, in 1906 and called 
Everybody's Book Store. A _ little later, books and 
magazines were eliminated and a fountain pen depart- 
ment, gift and art departments of office supplies and 
furniture were introduced. It soon became known as 
the largest distributor of the Conklin fountain pen in 
the United States and still remains among the leaders in 
the sale of pens 

In 1912, Everybody's Book Store suffered a severe 
fire and its reconstruction was completed on the eve 


of the disastrous 1913 flood. This disaster completely 


destroyed the business location which was under eight 
feet of water. This flood was a severe set back to all 
Dayton merchants who were totally uninsured. However, 
within 10 days the mud and debris was removed the 
premises reconditioned the store restocked and opened 
for business. 

Over the years, the premises have been enlarged a 
number of times. In 1931 the firm name was changed 
to, Everybody's Office Outfitters, Inc., as it is now 
known. The firm has kept abreast of the times. The 
various wars and depressions have offered repeated 
challenges to the resourcefulness of its management. 

Everybody's Office Outfitters, Inc. has retained its 
leadership in the office equipment business as is 
evidenced by the many large installations in financial 
institutions, manufacturing firms, hospitals, business 
and professional offices in Dayton and Miami Valley 
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“execappeal” 


From the aspiring young executive to the 
corporate head — each takes pride in the 
appearance and comfort of his office. Bent- 
son’s matchless beauty and design efficiency 
can inspire this pride... pave the way for 
better job performance. 


Every feature is functional with lasting de- 
pendable service. Including the appealing 
color decor. Bentson reflects nearly 50 
years of providing quality steel office fur- 
niture that “really gives” and continues to 
“give” — year after year. 


Office contentment can 
be planned. A Bentson 
catalog is the begin- 
ning. Competent Bent- 
son office engineering 
will do the rest. 








BENTSON MFG. CO. 
650 Highland Ave. Aurora, Ill, 
TWinooks 7-9237 





“Just a few...” 


of the best profit 
marking devices 
by FULTON! (=) 


NUMBERER 
e FULTON 


RUBBER TYPE 
OUTFIT 








FULTON e 
DRI-KWIK 
INK 








* FULTON 
SIGN MARKER 


We welcome 


any special 
ink problems 
submit 
sample for 
extra fast 
service 
Write for 
FREE CATALOG 


*NU-TYPE FOAM RUBBER #MEIUAMULOaEDD 
STAMP PAD Prompt deliveries 


FULTON MARKING EQUIPMENT CO., INC. 
82 Fulton St., Elizabeth 1, New Jersey 


‘“Manufacturers of Marking Devices for Over 50 Years” 


Ad Clinic 


Christmas in the 
World of PR 


by JACK BEDFORD 


PR is an abbreviation widely used for Public Rela- 
tions but it is also an abbreviation for Pleasant Rela- 
tions. Modern management considers the two terms 
synonymous. 

Christmas is a festive season and your public rela- 
tions program can have extra impact and build more 
pleasant relations with your public since people remem- 
ber what you do at Christmas in a favorable way. 

During the holiday season, newspapers publish the 
largest editions of the year. Advertising volume is 
heavy and they need news and features to balance it 
out. Your publicity can find placement easily at this 
time of year. 

To make your Christmas publicity program success- 
ful, you will need to plan for it early. If you want 
photos to accompany your story, have them ready in 
plenty of time. 


Plan a PR Party 

You are probably planning a Christmas party for 
your employees during the holiday season. Remember, a 
little advance planning—making reservations early, 
selecting a suitable time and place—will help make 
your Christmas party good PR: Pleasant Relations. 

Also, you will have to decide whether your party 
will be for your employees alone. If you invite families 
and friends, you will have to plan the party differently 
so all your guests will enjoy it. Including children poses 
the problem of entertaining them, which is another rea- 
son for planning early. 

An important part of your Christmas public relations 
program will revolve around your policy on Christmas 
gifts. With the pressure being exerted to improve busi- 
ness ethics, it might be best to eliminate this idea or to 
keep it in line with the suggested $10.00 limit. 

Gifts for employees might be distributed at the an- 
nual Christmas party or delivered to their homes. One 
key question is whether you will give everyone the 
same gift or whether you will try to personalize your 
employee gifts. If you are wise in your selection of 
personal gifts, they will be better remembered and 
mean more to the employees. However, human nature 
being what it is, it is possible that the employees will 
compare these gifts and, even though more personal, 
the gift may lose some of its charm when it is discov 
ered what someone else got. 

When giving Christmas gifts, you may want to con- 
sider the other people you deal with during the year. 
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This would include your suppliers, public officials and 
your local newspaper editors. In this area, however, 
you must avoid any tendency to ‘‘overdo”’ since it might lemztiee Of QUALITY and ECONOMY 
reflect adversely on your public relations program 
Sending Christmas cards to all people you want to 


reach in your public relations will avoid any problems . 
of unethical conduct that might be present with the v () d 
Christmas gift idea. Your Christmas message coming at Mis. 
this time of year in a conversational way will build a ; 
ied ose 


Four Drawer, Two 
Drawer and One 
Drawer Files with 
Nylon Rollers and 
Compressor Blocks 


solid public relations program for you 


To be on the safe side in the selection of your Christ 





mas cards for your public relations program, avoid any 
cards that are humorous, have religious significance, of 
abbreviate the word Christmas. Following these thre« 
rules will eliminate any conflicts with people's views 
One way to combine two aspects of your public rela- 
tions program with your Christmas cards is to use 


Christmas seals on the envelopes. Or, if you have a largs 


DURABLE 


mailing and use a postage meter machine, you can con- 
tact your local TB association and they will supply you 
with a meter slug that indicates Christmas seals have 


been us¢ d 


Seven Styles 
and Sizes in 
Durable Grey, 

, Mist Green and 
or are brought to a close. Your participation in local Desert. Sage. 
Beautiful 

' *“‘DURA-STYLED” 
business. It is good public relations to be associated Plastic Molding 
in matching 
colors. 


Charity Begins at Christmas 

At Christmas time many charity drives get under way 
charity programs will give you good publicity for your 
with worthy causes and when you are active in some 


organization that has a fund raising drive at Christmas, 


you are doing good public relations for your business. 





Christmas time also provides a time to help these 
drives by informing the public about their aims and 
goals. For instance, you might include an information 
sheet in your direct mail pieces, or use ¢ hristmas scals 
on your mail 

Christmas bonus payments are a definite part of a 
good public relations program. But some generous 
bonus plans fall down public relations-wise becaus« 
they fail to capitalize on this program 

Some type of letter should accompany all Christmas 
bonus payments or, in small organizations, a pe rsonal 





word when it is presented may solve the problem How- 
ever, you may find it best to mail the Christmas bonuses 


to your employees—it eliminates the necessity of saying BLUEPRINT CABINETS 


i hae — a ar ae ae 


thank you by the employees and the consequent em ;, 
Write for our attractive color 


} Scr ( \ > 
barrassment that develops Catalog Illustrating the com 
plete line of Tables...Desks 


, ==. Filing Equipment... Sectional 
The Thank You Bonus Desks...Bookcases and Sec 
tional Bookcase... Telephone 


, " ney and Utility Equipment and Engi- 
ence to past activities of the employee; the bonus is a neering Blue Print cabinets. 


thank you for something and the letter should tell what 

it is PROMPT SHIPMENTS FROM OUR WAREHOUSE STOCK 
Another idea that will prove good public relations DURABLE DESKS ARE CAREFULLY PACKED IN 

with your Christmas bonus is to spell out the full STURDILY CONSTRUCTED WOODEN CRATES 

amount of the bonus—not the net amount after taxes 

Stress that the bonus was for so much before taxes or DURABLE FILES ARE PACKED IN INDIVIDUAL CARTONS 


that it is so much with all taxes paid 


checks, available from most banks, for this type of 


bonus payment. Just to be different, and to get people DEPT. 0-11 


to talk about your bonus plan, you can mail your checks 38-42 REVIEW AVE., LONG ISLAND CITY 1, NEW YORK 


from some ‘“Christmasy” place such as North Pole, RAvenswood 9-3580 
Colo., or Santa Claus, Ind. 


In this letter there should be some personal prefer- 
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s\ 1. 
AN ANN \ Use 


expanding 
products— 
they 
protect 
your 
important 
papers 
and 

wear 


a long, 
long 
time 


Smead expanding products serve many office needs: 
expanding files for at-desk filing and sorting; expanding 
wallets to protect, carry or store important records; file 
pockets to accommodate bulky records, to make a 
neater file. 

Special reinforced construction assures long-lasting 
protection for office records: two-ply index tabs and 
dividers, cloth gussets, scuff-proof, moisture- and _ soil- 
resistant finishes. Many styles, many sizes— one sure 
to meet your exact need. Ask your stationer about these 
and many other Smead Filing Essentials, or write to 
Smead Manufacturing Co., Hastings, Minn. 


Ak jn Smead 


FILING ESSENTIALS 


EXPANDING FILES 


WALLETS 


FILE POCKETS 


Transcopy Launches 
Corporate Image Program 


Inauguration of a 
coordinated corporate 


identification program 
is now under way by i 
Transcopy, Inc., a sub- 


sidiary of the Anken 

Chemical and Film 

Corp. The announce- 

ment, made by J. B. 

MAGRUDER, vice-presi- 

dent and national director of sales, stresses the fact that 
the over-all program will give Transcopy the profile of 
a modern company : “dynamic in activities and pro- 
gressive in thinking.” 

Nucleus of the visual image is the new company 
trademark. Its design takes the form of the capital let- 
ter “'T”’ in sharp, geometrical angles. Strikingly colored 
in brilliant vermillion (reddish orange), black and 
white, the trademark has powerful visual effectiveness 
and high memory value. The design of the tradmark 
gives visual representation to the physical properties of 
Transcopy Ss product, transfer photocopy. The split ee 
on the design illustrates the positive and negative image 
produced in the photographic process. Further, the “T” 
reflects an image of company dependability as well as 
product quality 

As such, the new trademark serves as the crux of all 
the redesigned packaging. 





A TIMEly suggestion 


wherever business is concerned! 


~ CALENDARS 


Also available 
with Half Hour 
Time 
demarkation 


© Easy To Read 
STARK... ® Easy To Use 


A quality line of stands and pads featuring all popular 
styles and sizes. Calendar pads are lithographed on a high 
grade, white — I6# paper. Stands available in brown and 
grey. DAILY FIGURES ON SMALL MONTHLY PAD 
PRINTED IN REVERSE FOR QUICK REFERENCE. 

Slot punched for neater appearance after removal of page. 
No more perforation. 


ate write or phane for complete details 


CALEN DARS.INC. 


100.112 S1SSEL STREET JOLIET, MLLINOIS 
TELEPHONE JOLIET SA 3.0654 AND SA 3.0655 
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Addo-X Dealers Leave for Denmark 


SRSTEM = atRTA 














2D0-X DEALERS 
TOUR TO SWEDEN 





[he 132 winners of the Addo-X National Sales Contest and 
their wives are shown just minutes before they boarded the 
special Scandinavian Airlines System Jet which brought them to 
Copenhagen, Denmark. Then the party of Addo-X dealers 
took part in a personally conducted tour through Sweden which 
included a visit to the company’s main plant in Malmo 





Officers of Northwest Travelers 


Contrary to a statement made in the July OA, the 
first vice-president of the Northwest Travelers Club is 
EpwarD G. Stivers of the Sanford Ink Co. G. J 
HyiNkK of the F. S. Webster Co. is the second vice- 
president 

The president is BERK ERTL, Venus Pen & Pencil 
Corp.; EARL COoLLins, Rockwell-Barnes Co., secretary- 


treasurer 


Get Set For WES Built for 


BIGGER— Sa COMFORT 
PROFITS HAMPDEN’S HANDSOME, NEW 


with FOLDING CONFERENCE CHAIR 


aS No. 304 


>. ‘| at a finger touch. 





Foam seat, back and arms with 


Wg ' extra-sturdy tubular steel frame. 
] \ | ; Finished in baked-on enamel. 
Ni c Ideal for conference or waiting 


ef Carbonset ntains rN room; handsomely at home in 
very -arpons co : 7. Z } foyer, office, or auditorium class- 


top-quality water-marked = room. Built for beauty too, and 
Sea Foam Bond. zg years of rugged use. Available 

a < <-> with or without arms. Write for 

¢ Cost no more than un %o, | Catalog: Dept. F-4 HAMPDEN, 


water-marked sets. 295 Fifth Ave., New York, N.Y. 


* i ti , Folds flat tor portability 
Complete instructions Petia Oe tas east 


imprinted on every set. 


Built for the Rest of your 


aMpPUen 


295 Fifth Ave., New York, N.Y. actory: Easthampton, Mass. 
Manufacturers of; 
PUBLIC SEATING + OUTDOOR end JUVENILE FURNITURE + BRIDGE SETS 
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NSOEA Regionals 
continued from pa 59 
Balti 
Co 


Rock 
Ink 


RICHARD WAIDMYER, 
more; GEORGE BARTOL, (¢ 
HERMAN HARTMAN, Rockville 
ville, Md. and CHARLES LUSTECK, 
Co. 

Officers elected for the ensuing year included HENRY 
Trout, Palmer-Trout, Inc., Trenton, N.]J., 
Jimmy Bryan, Westland Stationery Co., Silver 
Md., first vice-president; RICHARD WIDMYER, second 
vice-president; and JOHN LINK, JR., Bros., lig 
Baltimore, treasurer. 

A stunt which may bearing on thé 
total attendance was that of General Index Mfg. Co., 
Baltimore, in engaging a bus which provided free 
transportation from Baltimore to Virginia Beach and 
return. 

With the ocean handy, the 
dip after each day's session. The Penn-Mar-Va Travelers 
put on an interesting show at the beach pavilion of the 
Cavalier which has ocean frontage. 

The site chosen for 1962 is Pocano Manor, 
vania, 


Koch Office Supply Co., 
Hunt Pen 
Stationery, In¢ 


The ¢ 


Howard 


irter s 


president 


Spring, 
Lucas 


have had some 


many ot visitors took a 


Pennsyl 


Second District Meets at Saranac 
The District 2 convention, meeting at the Saranac Inn, 
Saranac, N. Y.., June 15-17, elected as its new officers 
for the coming year: HENRY ROSNOsKkY, 
Henry Rosnosky Co., Mass.: Lt. Gove 


Governor, 


Boston, rnor, 





KLEENCUT 


YOUR COST IS SMALL — YOUR PROFIT BIG! 


KLEENCUT 


ee 


DEALER 
PROFIT 


NO. 1911 





RETAIL $4 5% 


VALUE 
DEALER 
cost 
DEALER 
PROFIT 


$6%0 





so* 





Wates 


RICHARD J. KILPATRICK, Kilpatrick Office Supply Co., 
Hartford, HAROLD KASTENSMITH, 
Benche, Inc., and Treasurer, JAMES 
L. HEIN«AICH, Roch 
ester, N Y 

At the same meeting, the Empire State Travelers Club 
elected EDMUND J. SHINE, 
Dennison First Vice-president, WILLIAM 
HUNGERFORD, Acco Second Vice-president, 
WALTER KRIEGER, Eberhard Faber; and Secretary 
reasurer, CARL SWANSON, Eberhard Faber. 

The business portion of the program followed that of 
regional convention. The “Open End” dealer 
manufacturer panel, moderated by C. W. CLEMEN 
G. J. Aigner Co., and WILLIAM FLETCHER, Carter's Ink 
Co., had as panel members C. E. (NED) WILLIAMs, 
Mfg. Co.; Harold Kastensmith; Larry Firz- 
Rochester Stationery Co., Rochester, N. Y.; 
LONG, Parker Pen Co. On the entertainment 
“Ice Breaker Party’’ held Thursday 
contest on Friday afternoon and, 

Monte Carlo Night’ 
barbecue om the deck. 


Conn.; Lt. Governor, 
Schenectady, N. Y 
Heinrich-Seibold Stationery Co., 


officers: President, 


Mfg. (2. 


its new 


Products: 


the othe r 


PASRICK, 
and ‘tM 
side was included an 


night, a water skiing 


on Friday night, dancing at the 


which ended with a midnight 
Besides the planned program, the guests took advantage 
horseback riding and swimming 


Inn. 


of the golfing, boating, 
facilities of the Saranac 

The ladies were entertained Friday morning by an ice 
the 
indoor bingo 


sculpture demonstration and a fashion show on 


hotel's lawn. An outdoor putting contest, 
and the Past Governor's Reception were scheduled for 


Saturday 


SELLING 
MERCHANDISERS 


FINE snl — : 


DURABLE ALL PURPOSE SHEAR 








NO. 1011—ALL-PURPOSE SHEAR ASSORTMENT 
The World's Fastest Selling Shear Mer- 
chandiser! One dozen All-Purpose household 
shears mounted on striking red, white, 
and black card for counter or wall. 2 pairs 
6”; 6 pairs 7”; 4 pairs 8”. Gleaming nickel 
plated aden with black enameled handles. 


Retail 98¢. 


RETAIL 


vue 4976 
DEALER $7745 


COST 
$4 31 


DEALER 
PROFIT 








E ACME SHEAR CO.,BRIDGEPORT 1,CONN. World’s Largest Manufacturer of Scissors & Shears. 
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Streamliner® Desk Tray \ P % Every Day® Files speed 
holds papers at a slant sorting, filing; offers a 
for faster, easier, more || | systematized follow-up 
convenient pickup } for mail, etc. 


Fanfold Gummed Labels—in continuous 
flow package. Ideal for labeling any- 
thing in the office 


Be 


what every smart, 
dealer should kn 


about GLOBE-WERNICKE'’S highly profitable complete line of office accessories, filing 
systems and supplies. As a G/W dealer, you can satisfy all your customer's office needs. 
You'll never miss a sale because you “didn't have it.’ Get full details today on how 
you can increase your profit selling G/W 
“Secretary Approved” office accessories, fil- 
ing systems and supplies. Write Dept. DO-8 
Fiberlite® wastebasket is spacious, easy 


to clean. It's fiber glass reinforced for 
longer life. Wide choice of colors 


Remember success 
THE GLOBE-WERNICKE CoO. 
depends on the strength of your line NORWOOD, CINCINNATI 12, OHIO 


office accessories 15 When you sell the VALCO line you can 


be sure there won't be complaints and 


of bea utiful returns . .. or calls from irritated cus- 


No. 408 § tomers to “please come fix the darn 


spun a I umin UM Statesman & thing!” VALCO accessories are lifetime! 


a : 
stumer They’re built to last forever. 


No. 17-C 
Monarch 
Costumer 








No. 1900 


WGR ~ . ‘ on 
Bel Air Wall No. 25 
Garment Rack Torchier 











i 





























AVAILABLE 
AT NO COST 


No. 56-8 Write today for the com- 
Regal Sand Urn ° plete folder that contains 
all specifications and price 

data of the complete VALCO 

Line. It's designed to fit a 

standard file and includes 

separate reproductions of 


LIFETIME “™ 
Stock for immediate 


OFFICE ACCESSORIES delivery now in Los 


Angeles area. 


VALCO COMPANY ¢« 1311 ANN AVE, « ST. LOUIS 4, MO. 
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Change in Replogle Globes, Inc., 
National Sales Representation 


Effective July 1 the selling of Replogle globes to 
the book and stationery trade became largely handled 
by Meredith Press. The newly formed Meredith Press, 


makes tl 1e th - > \ operating a corps of 18 salesmen, also represents the sale 
. 2 
grade A Vie") of Better Homes & Gardens books, and trade books 
fi y 


by Appleton-Century-Crofts and Duell, Sloan & 


with the Pearce. 
school market _— Meredith will cover all territories for Replogle Globes, 


Inc., except metropolitan New York and New Jersey 
which will continue to be serviced by ERNEST RAND, 
and the state of Texas which will be handled by 
ALFRED A. West who has a showroom at the Dallas 
Trade Mart in Dallas. CHARLES A. JOHNSON, another 
Replogle veteran, will remain in a consulting capacity 
for the West Coast territory which he has traveled for 


many years. 
wood tickler files in oak, are 


e T = y, @ y » é y < > ‘ > > 
wetast ond aubegeny teeth deed (ee The new arrangement was made to service Replogle 


customers better through closer coverage. Company 
policies and personnel remain the same 2nd all orders 
Hod @s and correspondence should continue to be sent to 1901 
q N. Narragansett Avenue, Chicago 39. Replogle vice- 
ry president FRED A. ALLEN and sales manager ARTHUR 
Fe MANUFACTURING CO, S. REPLOGLE will act as liaison with the Meredith Press 
|} 1441 Circle Avenue sales organization. 
) Forest Park, Illinois 
New Fire King Distribution 
Consolidated Accounting Systems, Inc. of Chicago, 
and Dayton, Ohio, have been named distributors for 
the Murphy Manufacturing Co., Louisville, Ky. 


HERES 224° BUSINESS 


and YOU can get it! 


acting as a dealer for International 
Business Forms. When you do business 
with International, you are assured of: 


QUALITY PRINTING and perfect collation thanks to the 
most modern high speed ROTARY EQUIPMENT 


4 4 ssuri of yo st f 
iciiwdee~e£, assuring you of your share of MORE and MORE BUSINESS FIRMS 


GENEROUS DEALER DISCOUNTS make the selling of are using time saving snap-aparts 
International's one-time carbon forms a worthwhile addition and continuous forms. Even small 
to your sales. companies have found that they 
PROMPT SHIPMENT—AS PROMISED. We have long save valuable clerical time and so, 
prided ourselves on meeting delivery schedules. You can why don’t YOU - - - 
depend on our delivery promises. 
EASY-TO-USE LIST—FAST QUOTES. Our price list is GET YOUR SHARE OF THIS BUSI- 
designed to make it easy to figure your own prices or, if you NESS with = NO INVESTMENT IN 
prefer, our Quotation Department will handle your price 

EQUIPMENT —NO INVENTORY OR 


requests within 24 hours. 
NO DIRECT SELLING. We sell only through our dealers, PRODUCTION PROBLEMS— 
never direct. You are protected! 


REMEMBER - - - Write today for complete informa- 


: : tion on this profitable line. 
WwW 
e want to do business with you, and we WRITE NEW DEALER DEPT. 4 
sell through 


DEALERS ONLY INTERNATIONAL BUSINESS FORMS 
Try us! We are sure we can satisfy you and > bee — 


——___ one a 


t 
cape -osagers 1600 E. 26th St. e Little Rock, Ark. 





Rex-Rotary Announces Sales Contest 


Rex-Rotary Distributing Corp. announces that all of 
its dealers and salesmen in 50 states are eligible to win 
jackpots with the double-barrel sales contests starting 
in July 

Jackpot prizes of savings bonds are awarded for the 
sales made of new automated Rex-Rotary D-490 and 
Electro-Rex electronic stencil makers. 

[The star salesman who has sold the most units when 
the contests end will double his total jackpot winnings. 
Ihe second hightest salesman will double his jackpot 


total for the first contest period. 


Murphy-Miller, Inc., Honored 


Murphy-Miller, Inc., was recently honored in_ its 
home town of Owensboro, Ky., by a Murphy-Miller 
Day. The occasion was the highlight of Owensboro’s 
industrial appreciation week and formal opening of 
Murphy-Miller's new plant 

Additional honors were paid the Murphy-Miller com- 
pany at luncheon where Kentucky's Lt. Gov. Wilson 
Wyatt spoke to more than 400 guests. He congratulated 
Murphy-Miller on its 16th anniversary. 

The company began in 1945 and has grown into the 
third largest chair manufacturer in the U.S. 

Murphy-Miller manufactures approximately 200 
styles of house-hold and business chairs. Its affiliate 
company, Calhoun Industries, Inc., Calhoun, Ky., man- 
ufactures a full line of modular desks, bookcases and 


filing cabinets 


A GOOD 
NUMBERING 
MACHINE 
AT ‘16.50 LIST 


.» A PRICE YOUR 
CUSTOMER WILL PAY! 


No. NM-2H, Size 2. Six 
wheel; consec., dupl., trip., 

3 quad. Chrome plated. 
7, List (incl. excise tax) $16.50 


SOLD ONLY THROUGH DEALERS 


LOUIS MELIND CO. 


FOUNDED 
3524 


1893 TELEPHONE GR 7-4200 
NORTH CLARK STREET, CHICAGO 13 


4 


)) less our regular discount. 
f 
Riess 





PLENTY OF PROFIT IN SELLING 


pav-= 


“EUT) CHANGEABLE LETTER 
— BULLETIN BOARDS 


CORK AND CHALK BOARDS, NAMEPLATES, METAL 
SIGNS, OFFICE ACCESSORIES...With such a complete 
iine of Bulletin Boards and Directories, DAV-SON 
WOOD OR gives you the widest possible sales opportunity. No 


METAL FRAMES 


matter what your customers need, you can meet 


their requirements with the largest, the finest, the 
best known line of its kind now on the market. 


WRITE today for complete literature and deteils on 
DAV-SON's profit-maker franchise. No inventory . . . no 
stock necessary! 


AMERICA’S MOST COMPLETE LINE... DAV-SON | _ == __ 





SINCE 1932 











A. C. DAVENPORT & SON, INC. 


Dept. OA 311 North Desplaines Street . Chicago 6, Ilinois 


Telephone: STate 2-6683 








"l understand a fire could 
put you out of business, 


Record Protection is a 
Good Conversation Opener 


As an office equipment salesman you have a 
thousand and one things to sell. How and 
where do you start? Well, we’ve been told by 
experts that the subject of record protection 
is a wonderful conversation opener. Some of 
the things you can talk about are startling 
to say the least. 


For instance, there’s a business fire in the 
U. S. every 38 seconds. 


And for instance, 43 out of 100 firms losing 
their vital records in a fire never reopen. 


And again for instance, a non-insulated steel 
file makes a first class incinerator. Try the 
‘fire’ approach on your next call and see if 
you don’t get your prospect really ‘‘fired’’ up. 


As you know, Meilink A, B and C 
label safes and Hercules® C and D 
label insulated files are unsurpassed 
in the field of record protection. We 
hope you have all our catalogs and 
price lists. 








MEILINK STEEL SAFE COMPANY - TOLEDO 7, O. 
IN CANADA: VICTOR ADDING MACHINE CO. (CANADA) LTD., GALT, ONT., DISTRIBUTORS 


Producers of the most complete line of 
insulated products: A, B and C label 
safes, insulated files, money chests, vault 
doors, home VAULTS®—as well as busi- 
ness machine and typewriter stands. 


EILIN 


District Notes 


NEW YORK 


The Bohn Duplicator Co, awarded a goodly share of 
its dealers’ salesmen awards to D. Waldner & Co. of 
Mineola, when STANLEY FELKER (head of the office 
machine dept.) and his wife, BiLt Cozine and his 
wife, and FRANK SPINNER visited Denmark and France 
on an all-expense paid air tour. If you see a lot of 
smoke rising from D. Waldner’s building it’s the cigars 
being smoked by the friends of New Daddies Jor 
FLAMMAN, Frank Spinner, LARRY BirRsNER, and Bill 
Cozine 

Good news from Jayem Mfg. Corp. Bop MANDEL 
reports the recuperation of his lovely wife, HILDA, after 
a serious operation, and Bob and brether Larry happily 
announce their move into larger quarters where they 
will be using new, modern, equipment. Good luck to 
them all 

ED KALLMANN, executive director of Stationers & 
Publishers Board of Trade has been building a wide 
following in both the stationery and office furniture in- 
dustries with his brilliant, down-to-earth talks on finan- 
cial management. On June 12, HAROLD HEIN, presi- 
dent of the Stationers Association of New York pre- 
sented him to a large audience to start a four session 
seminar on Management. The president of the New 
York Chapter, NOFA, SeEyMour NATHAN, is planning 
a similar series for the office furniture dealers in the 
area this fall. All management personnel of both in- 
dustries are well advised to attend these important ses- 
sions 

Very sadly, we report the death of one of the truly 
beloved gentlemen of the stationery industry. GEORG! 
F. GRIFFITH, SR. passed away on June 13. He left be- 
hind numberless friends who held him in highest es 
teem. We extend to his son, Frep, Jr. and all his fam- 
ily our very deepest sympathies. 

NORMAN CAPHAN endeared himself over the years 
to his colleagues and many friends while selling for 
Silver Stationery Co. We mourn his loss; he will sorely 
be missed 
Another departure from our midst is MAURICE 
SCHERER, who was head of the New York office of the 
Globe-Wernicke Co. Here, too, was an upstanding 
gentleman whose many friends are saddened by his 
loss 

Under glad tidings, we report the admittance to Har- 
vard University of ALLEN, the son of the popular Jor 
GueiT of Manhattan Stationery. 

It is my personal pleasure to report the birth of 
GERALD STEVEN Post to SANDRA and STANLEY Post. 
We congratulate them and the proud grandparents, 
RuTH and SAM NEWMAN on the happy event. In- 
cidentally, Sam and Stan are prominent members ef a 
firm called Stone-Newman Associates, Inc. 

The 12:30 Club met on June 20 at the Harrison 
Country Club and attracted a large and gay turn out. 
Suffice it say that a good time was had by all. 

On June 20 the Annual Meeting of the Offureps 
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Club of New York was held at the President Tavern. 
A lively meeting was chaired by ARTHUR FOLEY and 
the climax arrived in his election to the presidency. The 
members look forward to great progress under Art's 
fine leadership 

Milton Ston 
320 Broadway 
New York, N. Y 


j 


SOUTHEAST 


TOMMY OLMSTEAD, progressive skipper of American 
Office Equipment Co., Macon Ga., has swiped some- 
thing from one of the local banks—and got away with 
it—for use in his store. He now has his girls decked 
out in pretty uniforms with their names (first ones, 
that is) embroidered on the blouse. That stunt is going 
over so well he is now thinking of putting the boys in 
bright sports jackets 

How to preserve that “old” look and still go modern 
when re-doing a store was FRED YOUNG'S problem at 
Walker-Evans & Cogswell in Charleston, S$. C. How- 
ever, Fred held on to a lot of that ole ‘Charleston 
tradition” with his ‘‘new look.” The all new picture 
front glass and aluminum gives the modern touch to 
the exterior and enough of the old fixtures were retained 
in the interior to keep some of the old atmospherc 

Ahead is the opening of RALPH McBripe’s second 
store in Clinton, S. C. His first is in Greenville. The 
new store is diagonally across the street from the post 
office, which will make it easy to find by all “order 
hunters” as well as pote ntial customers. 

The Easley Progress, Easley, S$. C., has doubled its 
office supply space and is putting in Bulman fixtures 
At the same time it bought out the stock of the newly 
opened store there so competition is no longer a prob 
lem 

Bulman fixtures are also going in at Clemson Book 
Store and Appalachian State College so it looks like 
the college stores are keeping pace with the times and 
HARRY BusH is keeping busy keeping them busy. 

Taff Office Equipment Co., Greenville, N. C., is in 
the process of completely re-modeling his store with 
Saganaw Fixtures, new lighting and decor, plus a new 

picture window” front. Cliff has found that his loca- 
tion close by East Carolina College has a good drop in 
potential so the new fixtures will enable him to take 
full advantage of it. Already air-conditioned, the new 
layout will give Taff Office Equipment Co. one of the 
most modern, as well as functional, stores in the eastern 
Carolina area 

Still another Saganaw fixture installation is that of 
Jarrett Stationery Co., High Point, N. C. THURMOND 
WALL, head man, is bringing the sales floor up to mod 
ern standards with added “‘self service’’ islands to take 
some of the load off himself and the girls. Starting off 
with several islands and a check-out section, Thurmond 
will add other units, including wall sections, gradually 
Having just completed the upstairs stock room area, 
the new downstairs installation will give them a store 
that will make any owner mighty proud. 

Office Supply Center, Fort Myers, Fla., has gone out 
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of business. The location is the one taken over by Wal 


Space-Saver Pull-Down . 
lenbrack Office Supply Co., r« ported last month. 


GLOBES Mrs. J. Dussautt, S. Miami, was taken ill in 
Switzerland recently Mr. Dussault flew over upon 


receiving the news but as she is improving he has re- 


P 
Adjustable for turned to the store. However, she will remain at the 
Easy Reference hospital for several weeks yet 

Keep hearing about our folks winning trips to 
Europe, the latest being JACK CARVER, partner of Car 
ver-Colvin Co., Jacksonville, Fla. Jack won his trip 
via the Bohn Duplicator sales contest 

On the night of June 3 thieves must have thought 
P. K. Smith, St. Petersburg, had too many typewriters 
and adding machines because they broke in and relieved 
him of a goodly number. Came right through the front 





door, too 

Most everybody knows MINNIE May Evans, former 
Mrs. CLARKE EvANs of Office Equipment Co., Tampa, 
Fla. She is now known as Mrs. H. A. BROWN as she 
and HAROLD AUSTIN BROWN were married on June 3. 
They will be at home at 2418 Watrous St. 

DIANNA MARIE HOWARTH, aged three weeks at this 
writing, selected June 6 as her birthday and joined the 


nar 


Globe and Map Publishers Since 1867 


ooo. . CRAM co. 1 


730 E. WASHINGTON ST. * INDIANAPOLIS, IND. 
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Bos HowARTH’s family in Jacksonville, Florida. Bob 

is Y. & E. rep in Florida, Georgia and South Carolina. 
TOMMY THOMPKINS now has a helper covering 

Florida for him. DEAN Raber, formerly of Athens, 


AAR 


Ga., is the man. 
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UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 





Long life and service are assured you because — 
1. All component parts are machined from steel bars. 
2. Each component part is properly heat treated. 
3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 
able where quiet operation is desired. 








Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S. A. 





Most all of us know the affable E> BOULOs, president 
and owner of Office Equipment & Supply Co., Jackson- 
ville. Long active in Kiwanis’ work, one would think 
that Ed would have little, if any, time for other activities, 
but such is not the case. He has been elected as the new 
president of the Northeast Florida Heart Association. 
May we add our congratulations to that long list, Ed? 

LesLic HAWLEY, partner at C. Woodard & Co., 
Wilson, N. C., has been in the hospital due to a 
coronary. However, I am glad to report that “Les’’ is 
responding to treatment nicely. A short time ago another 
of the partners, ALEC ALEXANDER, had to retire due to 
illness so now that Les is out the load has been ably 
shouldered by the remaining partner ‘RED BENTON 
and his skipper. Hope to see you back at the job on my 
next trip around, Les 

Mrs. J. BLOUNT BALDWIN, wife of the president of 
McClure-Baldwin & Griffin Co., Macon, Ga. died on 
June 7 

CHARLES A. BOREN, son of WALTER & Mrs. BOREN, 
died suddenly May 28. Charles was well known in the 
stationery industry, having done most of the fountain 
pen repairs in the Miami area. 

The wife of Harry E. BusH, Bulman manager in the 
Southeast, died on June 12. 

ALMA HUCKE, the traveler's sweetheart, came through 
this time around with several news items and all this 
in spite of that broken wrist she collected in New 
Orleans JOHN (RICHARDS) FLoyD dropped in too as 
did FreD (SWINGLINE) PITTMAN and RALPH UNs- 


WORTH. “GROCERIES TOMMY THOMPKINS was back 
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SCHWAB'S MOTEL SAFE 


Offers Safe Protection for Valuables 


The innkeepers’ law 
in most states re- | 
quire the innkeeper Hie 
to furnish protection 
for guest's valua- 
bles. This Schwab 
Safe is equipped 
with twelve safety 
deposit boxes. Each 
controlled by two 
keys. Also a Class E 
Money Chest for the 
Motel’s valuables. 
Ample space avail- 
able for the storage 
of records in a Un- 
derwriters Labora- 
tory Class C Fire 
Safe, with Under- 
writers T-20 and re- 
locking device label. 
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There is a size available for any application. 
Write for complete information and prices. 


SAFE CO., Inc. 


Lafayette, Indiana 
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FAMED FOR ACCURACY, BEAUTY, DESIGN! 


Models for every use —from 1 to 50 Ibs. 


ORDER TODAY! 


PELOUZE MANUFACTURING CO., 1212Chicago Avenue, Evanston, Ill. 
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District Notes continued 

for the second month in a row. Now if I can just get 
somebody that covers Alabama and Mississippi to con 
tribute, the ‘“deah ole’ Fourth will be covered like 
the dew that covers Dixie. 


R. E. Hilburn 
P.O. Box 2835 
Greensboro, N. C 


GREAT LAKES 


The faces of the roster committee of the Great Lakes 
Travelers Club are a vivid crimson. Through one of 
those inexplicable errors JOHN J. ZAREMBA of the Codo 
Mfg. Co., 564 West Monroe St., Chicago, was omitted 
from the 1961 roster. 

Welcomed to G.L.T.C. membership are THOMAS 
BRODERICK, manufacturers’ representative; OLIVER J 
LINDBORG, Joseph Dixon Co.; JACK Couts, dealer 
supervisor, Edison Voicewriter; KENNETH JUNGBLUTH 
W. A. Shaeffer Pen Co., and GeorGE LEPART, 3M Co 

PAUL Douc tas, formerly with Sherwood Supplies of 
La Grange Park, IIl., and not to be confused with th 
actor or senator of the same name, has been elected 
vice president of Buddy Products, Inc., the company 
recently formed by SAM DIFIGLIOo. 

Hy LINDEN’s host of friends were saddened to know 


Letter Size: $2.00 list, Legal Size: $2.60 list 
single tray and 4 risers. Available in grey, beige, mi: 


that he was reported seriously ill at his home in St. 
Petersburg, Fla. 

GEORGE MUELLER of the Consolidated Office Sup- 
ply Co. is hospitalized at Augustana. 

With deep regret we learn of the death of C. LoFyYE, 
president of H. H. West Co., Milwaukee, Wis. 

Ace Fastener Corp. has completed moving to its new 
and enlarged facilities at 4100 W. Victoria St., Chicago 
16, Ill 

BiL_L SILBERSTORF and his busy committee are elated 
that all arrangements have been completed for the golf 
tournament to be held August 3 at Cog Hill. Nothing 
is being left undone to make this a Blue Chip affair. 


MIDWEST 


On May 17 the Des Moines Register & Tribune an 
nounced the winners of the 29th annual scholarship 
awards in a full page ad in their excellent newspapers 
Sixteen young men, their carrier salesmen, were winners 
The scholarships were in the amount of $300 each. 

It follows that we should be proud of our 8th District 
Scholarship Awards, however small they might be as of 
now. Since 1954 we have had a Foundation, in the 8th 
District, working toward the time when we, too, could 


grant scholarships to sons and daughters of our dealers 


secretaries choose 


Rubbermaid 
Desk Trays 


Smart secretaries (and organized bosses) 
demand desk trays by Rubbermaid. 
Features include grooved base for easier 
paper removal, rubber non-scratching feet, 
easy-access open front, and unbreakable, 
easy-to-clean polyethylene construction. 
Make your choice new Rubbermaid desk 
trays—fastest growing, finest performing 
products on the market 


TWO SIZES— 
Legal and Letter /L— 
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and travelers. We feel proud that many of you sup- 
ported our efforts. 

We are, also, doubly proud that we have finally 
reached a point where we can afford to give three $100 
scholarships to deserving students. Eleven young peo- 
ple applied for the three scholarships. The winners 
will be announced in this column next month 

The selecting of the winners is being handled by 
Dean WHEADON S. BLOcH of Kansas City University. 
The Foundation hopes that we can increase the number 
of awards and the amount next year through your con- 
tributions and encouragement of others to contribute 
to our fund 

In order to give the readers of the old 8th District 
complete news coverage, AL PERRY, Federal Stationery 
Co., will report the Oklahoma news. Here is Al's con- 
tribution for this month 

Field Stationery Co., Tulsa, one of the city's oldest 
office supply establishments, has sold out to RAy Ros 
ERTS and N. Ross. Field Stationery started business in 
1917. It was owned by Alfred Steitz & Associates 
Steitz will continue with the new company in an ad- 
visory capacity for perhaps a year, then he will retire. 
Mr. Steitz has been active in the office supply business 
for 50 years and we believe he deserves a change of 
pace and rest 

Roberts is the former representative for General Fire- 
proofing Co., in the Oklahoma area. Ray has a vast 
knowledge of thi 
beneficial to the new organization. His partner, Ross, 


furniture industry and it will be 


was formerly with Krogers, in Shreveport, La. and held 


a position in the merchandising and financial division. 
Everyone extends their congratulations and best wishes 
to the new company. 

At Perry reports that Enid, Okla., voters went to 
the polls and elected JOHN L. THORPE as a new mem- 
ber to the board of education. Our industry should feel 
proud that one of its members has such a host of 
friends who believe in his abilities and chose him for 
such a responsible position. John says, ‘I will do every- 
thing possible to help write the Enid school system into 
one of the finest education facilities in the state.” And 
so he will. 

The Dorsey Douglas Co., Oklahoma City, recently 
moved into a beautiful new store, located at 409 Clas- 
sen Blvd. PHit DouG.as is to be congratulated as he 
has done an outstanding job in arranging the layout. 
Phil has greatly increased the floor space and there is 
ample parking facilities for customers. In short, a lot of 
breathing room for a fast growing concern 

The Kansas City Stationers association held its final 
meeting of the season June 7 at the Wishbone in Kan- 
sas City, Mo. Since your correspondent couldn't attend, 
Tom BRowN, Minnesota Mining Co., did the report- 
ing. “An attendance of 58 stationers and midwest 
travelers, (42 stationers, 16 travelers) and their guests 
made this the largest group to attend the monthly 
dinner meeting in the past two years.” The special treat 
of the evening was a film obtained by BILL SHOCKLEY 
of Saml. Dodsworth Printing and Stationery Co., 
through the cooperation of the Salvation Army, en- 
titled “Operation Abolition.” Given the opportunity 
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District Notes . continued 


every American should make a special point to view this 
educational film. After the showing of the film a short 
discussion was headed up by BILL SHOCKLEY concern- 
ing the Communist threat to America today. President 
GENE Gore adjourned the meeting until September of 


this year 

News from around the territory: BoB MINER, Smead 
Mfg. Co., attended the new store opening of North- 
western Typewriter Co. at Hays, Kansas. President Har- 


LEY RHOADES held the grand opening on June 10. The 
new location is in the heart of Hays business district. 
The store is a picture with displays of office supplies 
and machines on island counters and lighted wall fix- 
tures. A carpeted stairway at the rear of the store leads 
to the basement where a complete furniture display is 
ivailable to his customers. Harley's has a new service 
repair room for machines and plenty of space for stor- 
age. Also, the new store has excellent receiving and 
shipping facilities 

More stationers on the move to new and better loca- 
tion: Frame Office Equip. Co., Parsons, Kans., will 
move around August 1 to 1815 Main St. Complete 
Bulman fixtures will be used in the store and Howard 
will have a new furniture department. Frame has been 
at his present location since 1950 

By the time this report is printed, Midwest Office 
Suppliers, of Topeka, Kans., will have moved to their 
new location at 504 Kansas Ave. QUINTON REDD, presi- 
dent of Midwest Office Suppliers, has purchased Peter- 
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rtment of Dennison Addressing Labels nih Carbon Sets. Every 
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way Dennison Labels are packaged, t clean, colorful, easy 
to handle. Order this compact Addressing Label assortment now... 
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son Office Equip. Co. and will move his store from its 
present location, 304 Kansas Ave., to the 504 address. 

Mr. AND Mrs. ROBERT FEATHERSTON, formerly 
with Scott Office Supply, Bartlesville, Okl., have 
opened a new store in Neosho, Mo. Bob pure hased the 
office supply division of Neosho Printing Co. 

We are sorry to report that ARTHUR MiIsCH, of 
Misch & Sons, Coffeyville, Kans., is in the University 
Medical Center. And in the same breath we are happy 
to report his operation was successful and that he is 
coming along fine. 

JaMes E. NeMetz, well known to all of the travelers 
calling on Omaha Stationery Co., died May 5. Jim had 
retired on March 1 of this year due to illness. Jim had 
been employed by Omaha Stationery Co. since Septem- 
ber, 1927. 


Clint Co per 
S615 Harris Ave 
Kansas City 33, Mo 


NORTHWEST 


The last roll call of Lucky 7 was held in Des Moines. 
The turn out wasn't as good as we expected, but man, 
we had quality. A good time was had by all, and I 
think everyone returned to their home town with a bit 


Sell comfort and efficiency 
of learning he picked up at our meetings. Our new e 
district will be No. 6: comprised of 7, 6, and 8. Our | to executives oer sell 


next convention will be held in Minneapolis at the 
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District Notes 


Leamington Hotel, and the governor appointed by 
NSOEA was our Lucky 7 Chief—Det DEMING of 
Farnham’s. Hats off to you, Del. We are all behind 
YOu 

Koch Brothers in Des Moines is remodeling the 
whole store. It isn't quite finished yet according to 
ROBERT BROWN 

BiLt ANDERSON, formerly of Des Moines Stationery, 
has opened up a new stationery store in Des Moines. 
Will give you details on this later. 

Traveling Travelers: GLEN RICHARDSON and CHET 
SMITH and some of the other A. W. Faber salesmen 
and their wives are being given a trip to the factory 
of A. W. Faber located in Germany. Lou EHRLICH of 
Lou Ehrlich & Co. in St. Paul had quite a trip to Hawaii. 

What a bunch of travelers in Duluth the week of 
May 17, 1961: GLEN RICHARDSON of A. W. Faber, 
EARL COoLutns of Rockwell-Barnes, Ep WILLIAMSON 
of Krumwiede & Associates, Rus RAGAN, American 
Pad & Paper, and Tom ApDAMs of United Stationery. 

JeRRE SMITH of All Steel Equipment has had quite 
a bit of publicity in the Minneapolis newspapers lately 
by bringing his Indian guide on his first trip to civiliza- EARN AN 
tion: His guide is from Reindeer Lake near Hudson 
Bay. This was in the Minneapolis Star Thursday, May 
18. He had never seen an escalator, baseball game, a 
super market or any large buildings, or never seen a EXTRA 10% 


watermelon. It was a very interesting story, Jerre. 





— 


on brief covers with 
Amberg “Combined 


TEXAS Order Basis” discounts 


It is with pleasure that I announce the opening of a 
new office supply dealer in the fine little town of This extra 10°%, is money in your pocket — 
Natchitoches, La.—Baker Printing & Office Supply, 

24 St. Denis St. GLEN BAKER and his wife VIRGINIA, 
opened the new store on January 1, 1960, primarily as a buyer. And the extra 10% discount can be 


I 


printer and just a few months ago decided to go into 


supplies, equipment and machines. Glen began his 
areer as a printer in Enid, Okla. (his home town) in any of the almost 1,000 items oftered by Am- 
1937 where he worked for various printers before mov- 
ng to Natchitoches in 1958. He now has a very nice, 


small business that is growing pleasantly fast, for which record cases, and many others! 


extra profits earned because you're a careful 
earned on your complete order .. . . including 


berg: file folders, filing supplies, files, albums, 


Glen and Virginia are very proud. They have seven 
employces now and afe expanding operations quite S A b - ; ‘ 
rapidly and will be looking for larger quarters soon ee your Amberg representative or write di- 
I'm sure everyone in this district and many miles in rect for full pricing information. And be sure 
direction will be interested to know that our old 
JOHN ForpD, has retired from his position as to ask for your free copy of Amberg's big 

anager and buyer for Apex Stationery Co. of Dallas profit-packed 1961 catalogue! 
John retired after approximately 20 years with this firm 
and is being succeeded by ROBERT H. PARSONS, who 
himself is no newcomer to Apex. Robert has been as- 
sociated with this firm for about 18 years. Each of 


these two gentlemen have been in this industry for well 
over 50 years starting out together as young boys with P 
ps AMBERG FILE & INDEX CO. 
a firm in Texarkana, their home town, and for the most . 
Kankakee, Ill. 


part have been together, working, ever since even to 
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the point of buying their respective homes near each 


other in Dallas 

CHARLIE Mc DANIELS reports that Nelson Office 
Supply of Odessa, Tex. is moving to new and larger 
quarters soon, if it hasn't already. The new address will 
be 808 N. Grant which was formerly occupied by 


Casstevens Furniture Co. Some 13,000 square feet of 
1 EM space in a two-story building will now be the new 

home. MELVIN CATLIN, formerly an outside salesman 
for the Fulton Co. of Houston, has taken over the buy- 
er's desk for this firm, replacing GEORGE BAILEY who 
has moved to the order desk 

ART BUCHANAN, Stationers Distributing Co. of 
Houston, is recovering trom surgery 

FLoyp Parr, formerly associated with Dick Lowe 
& Associates, is now working with Wallis Office Supply 
of Ft. Worth 


GOLDEN STATE 


We extend sincere congratulations to HORACE EATON 
GILLETTE, better known in the stationery industry as 


Free your expensive files by transferring your old Gill,” who on June 1, retired from the Zellerbach 
records into low cost Pronto storage cabinets and use Paper Co. after 30 years of loyal service. A committee 
your expensive steel cabinets over and over again. known as the ‘Friends of Eaton Gillette’ held a dinner 


20 DIFFERENT SIZES on Monday evening, June 5, attended by some 150 cus- 
a size for every office record 


LETTER 
SIZE 


| | Do you get your share of this 
Find out why top companies everywhere use PRONTO , ‘ 
STORAGE CABINETS for their old records. Fill in the profitable reorder business ? 


coupon below and attach it to your letterhead ...We will 

arrange a Pronto Demonstration at your convenience. You do if you sell the new Multi-Rite® Payroll Package—the 
first and only payroll package which is really complete. Pro- 
tection on repeat sales is assured, as every overprinted check or 


PRONTO FILE CORPORATION 
415 Madison Avenue, New York 17, N. Y. 


pay statement has your firm’s name imprinted. 
Almost everyone is a prospect. First sales are easy—simple 


CO Please send me your latest Pronto catalog. preprinted demonstration forms require no specialized account- 


© Have your representative call for demonstration. ing knowledge by sales personnel 


A modest list price plus a liberal dealer discount makes this 
new Multi-Rite Payroll Package a profitable item to sell. Con 
tact your Y&E or Cesco representative for full details, or write 


YAWMAN & ERBE C. E. Sheppard Co. Div. 


44-05 21ST STREET e LONG ISLAND CITY 1, N. Y. 


Name 





Address 
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tomers, competitors and fellow travelers. 

Congratulations also to one of our traveler's wives, 
Mrs. CARELLA DRAPER, wife of CARL DRAPER. She 
was named “Teacher of the Community’ for 1961 by 
the International Senior League. I met Carl recently 
and one would think he won the award, he was just as 
proud I am sure as his wife must have been. 

We welcome to our travelers’ club JERRY BROWN 
with Stock Forms Co., (Division of Moore Business 
Forms, Inc.) 

Met ELGIN BurRKE recently. He is considering buy- 
ing one of those new ultra-modern expanding trailers. 
He mentioned it has everything and that he will finally 
have his own band room for his trumpeting. I suspect 
he might invite all of us out to christen the new dance 
floor which he is having built-in. 

August 2 Travelers baseball game outing: Dodgers 
vs Giants 

August 18 Tentative arrangements for dinner and 
dance at Los Coyotes C. C., further details will follow. 

On my most recent trip to San Diego and while 
crossing by the pool enroute to the dining area I 
noticed a cloud of smoke pouring from what appeared 
to be a lounge afire, only to find one of our travelers 
behind an eight-inch cigar. Guess whe? You guessed 
it, old HAROLD Bass himself. Harold joined Britt and 
JEAN VAN Ness and myself for liquid refreshments 


Paul VW 


As your employees learn more about your business and 
the office supply and equipment industry as a whole, they 
become more valuable to your organization. You can 
speed up this self-improvement process dramatically by 
exposing them to OFFICE APPLIANCES every month. 

The best method is to give each key staff member an in- 
expensive OA group subscription, which includes the 
annual OA BUYERS INDEX at no additional cost. Over 
200 dealers have taken advantage of OA's special 
group rate of only $2.00 per year per subscription, when 
five or more subscriptions are entered. 

It's sound business practice to keep your employees well- 
informed on industry developments: Take advantage of 
this low-cost way of doing it today. Just send us a list 
of your employees (five or more) and we'll enter their 
subscriptions at once. 


?-- Office 
Appliances 


600 West Jackson Boulevard, 
Chicago 6. Illinois 


PORTABLE LIQUID DUPLICATOR 


Here’s the spirit process duplicator that’s easy to sell with a 
simple demonstration to 


TEACHERS + CLUBS + CHURCHES + BUSINESSES 
It’s a duplicator built for trouble-free operation: 
NO GELATINS 7 NO STENCILS . NO INKS 


It's portable. The handy carrying case doubles as paper 
holder while duplicator is in operation 


Model 150 Model 151 
Letter Size s 50 Legal Size $ 50 
Including Including 

Supplies 


Supplies 


REPEAT SALES! 





ull 


LIQUID 
DUPLICATOR 
SUPPLIES 


Master liquid duplicator 
supplies are a steady source 
of repeat business month 
after month... keep 
customers coming back to 
your store. 





NATIONALLY ADVERTISED IN LEADING OFFICE, 

CHURCH, SCHOOL AND FRATERNAL PUBLICATIONS 
a 

ATTRACTIVE DEALER DISCOUNTS 


WRITE TODAY FOR 
COMPLETE INFORMATION 


uti Alldibhily 


COMPANY 
6500 OA West Lake Street Minneapolis 26, Minnesota 





od No adjustments, no gauges, 
nothing to mark — 
just insert paper 
and squeeze! Clix 


punches are permanently 
pre-set for proper center 


PAPER distances . . . save time 
and waste motion. 
Always accurate, 


TTT Lee i2mPr00!, trouble-free. 


CLIX 
DOUBLE DUTY PUNCH 


MODEL 32 
List $5.75 


are also available in: 


1-Hole Punches — Model 100X — List $.65 

2-Hole Punches — Model 2 — List $2.75 for 5” —12” sheets 
3-Hole Punches — Model 3 — List $3.75 

7-Hole Punches — Model 7 — List $7.50 














See your Wholesaler or write to 
NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 








THE BEST DEAL 

















| 
& Open and closed 
shelving and racks 


Open ’ 
shelf filing 


Self 
Service Slotted 
shelving Angle > 


FRONUIER 


MANUFACTURING CO? 
P. O. Box 13266 - Dallas 29, Texas 


write For titerature — FREE / 


« 
‘ 





‘ 
& 


r 
+ <7 
~ 


{ 
1928 Slotted 
Shelving Bins Self Service Angle Carts Benches 


é » 


Fiberglass Chairs in Union Hall 
Ee 


om re @ ee 


[wo hundred and two fiberglass armchairs in persimmon have 
been used to equip the Steamfitters’ Union Hall in Lake 
Charles, La. This recent installation of chairs from the Sturgis 
Posture Chair Co. was sold by the Office Machine & Supply 
Co. of Lake Charles 


Litton Buys London Office Machines 


The acquisition of London Office Machines, Ltd., of 
London, England by Litton Industries was announced 
by Frep R. SULLIVAN, chief executive officer of Litton’s 
Business Group. 

The company, which is one of the largest in the of- 
fice equipment distribution field in the British Isles, 
has for many years been the exclusive dealer for Sweda 


cash register products. 





Everytime Somebody sells 
a Copying Machine 


You Can Profit 
Up to ‘100 


Latta's New CONTROL-O-FAX® Forms 
Are Designed For Copying Machines 
Many Dealers Average $500 a week. 


Cash in on the tremendous copying machine mar- 
ket! If you sell machines . . . or not... you can sell 
Latta’s CONTROL-O-FAX® Forms. Average sale 
— $250. Almost EVERY copying machine installa- 
tion is a prospect . . . especially doctors, dentists, 
insurance offices. Each sale means automatic repeat 
business. Fully protected. 

CONTROL-O-FAX® forms are easy to demon- 
strate, easy to sell. No investment in stock. Train- 
ing, presentation, advertising materials available. 


Investigate the Big Profit 
Potential of CONTROL-O-FAX® 


LATTA'S, INC. 


Dept. OA-861, 2800 Falls Ave., Waterloo, lowa 
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Texas To Sponsor Business Fairs 


South Texas business fairs in San Antonio, Corpus 
Christi and Houston, Tex., will be conducted in the fall 
by the South Texas Chamber of Commerce. 

The fairs will give an opportunity for manufac- 
turers of typewriters, dictating machines and other of- 
fice machines to display their newest products 

Shows will be held in San Antonio on September 11, 
Corpus Christi on September 25 and Houston on Octo- 
ber 26, it has been announced. 


New Booklet Helps 
Eliminate Postal Errors 


Today's postal rates, with more increases to come, 
make it clear that guessing at mail weights is a game the 
mailer can’t win 

If a postal scale is hard to read or even slightly inac- 
curate, it makes the weighing of letters or packages 
needlessly expensiv 

A simple scale test anyone can make, using an or- 
dinary silver dollar, is described in a new booklet called 

Guessing at Mail Weights Can Hike Your Postage 
Costs,” available from Pitney-Bowes, Inc., 94 Walnut 
St., Stamford, Conn 

The booklet explains that poor scales result in two 
kinds of errors: overpayment, which wastes postage, and 
underpayment, which results in “postage due,’’ delivery 
delays and annoyance to the recipient, who has to pay 
the diffe rence 








UBA 
ABINETS 


BUILT RIGHT! PRICED RIGHT! 


No. 
3618 § 


Sturdy, 
Standard 
Size 
Storage 
Cabinets & 
Wardrobes 


Heavy gauge 
steel, with 
baked-on 
office-grey 
ename 
chrome 
handles with 
tock 
adjustable 
shelves 
Shipped K.D 
One per 


carton 


CUBA MANUFACTURING CO., CUBA, MISSOURI 
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ONLY The ‘‘Precise”’ 


TRIMMING BOARD 


Has All These Wanted Selling Features 


Patented Finger Tip Controlled Paper Guide 
Finest Steel Blades, Carefully Ground 

Two White Scales on Black Background 
Only Finest Seasoned Hardwood Used 

@ Every Board Completely Guaranteed 


You offer the finest in the New “Precise” Trimming 
Board. It has everything your customer should have for 
trimming, cutting paper, paper board, etc. The patented, 
adjustable paper guide locks and releases with a finger 
flick, 2 white scales on black pacman cme 
background speed accuracy and = 3—101,"—Blade 
measuring time. Models 5, 6 & No. 4—121/.”"—Blade 

have special safety spring. a amet + ar 
The “Precise” is a steady seller Ne. 7—241/,"—Blede 
wherever displayed. 


Prompt Delivery — Order Your Needs Today! 


AMERICAN PHOTO LABORATORIES 
2511 W. MOFFAT ST. Dept. A CHICAGO 47, ILL. 





Profitable ites e Merchandise! 


~~ DURO 


TEMPERA 
WATER 
COLORS 
Opaque 

Fwill not bleed 

chip or crack 


Duro colors are water resistant when dry 
easy and safe to use. Will also adhere to 
vinyl and acetate 


® 12 Basic Colors @ Lead free 
@ Self Service Rack — Contains 
11/, Gross, 11/2 dozen each color 


Write for complete information 


Subsidiary of Duro Decal Co., Inc. 
Chicage 26, Illinois 








CONSUMER ADVERTISING 














HELPS MAKE 
RITE-LINE copyvuoiper 














@ It's an excellent door opener for new business 
@ Has an outstanding price advantage 


A READY SELLER... 
$] 9.95 


BESIDES: 
TAX EXTRA 


@ Requires no service 
@ Takes all widths of copy up to 20 inches 
@ The Line Magnifier is available as an extra 








And RITE-LINE Corporation does not compete with its 
dealers. For full particulars, discounts, etc., write to: 


RITE-LINE CORPORATION, 4209 39th Street, N.W., Washington 16, D. C. 

















C-THRU clear plastic rulers and 
drawing devices give you a com- 
plete line to feature for back-to- 
school. Their high quality and mul- 
tiple utility have won world wide 
renown, They’re priced for profits— 

designed for eye appeal— 

a real “Golden Rule” line, 


Send for Catalog. 


RULERS © TRIANGLES @ NAVIGATIONAL INSTRUMENTS © STENCILS @ PROTRACTORS @ OTHER DEVICES 


CTW Aes Cgaey 


———$ 


q 
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Men on the Move 


Announcement has been made 
by S. K. (BupD) HASKELL, presi- 
dent of Haskell of Pittsburgh, of 
the appointment of Ray PuTu- 
LOWSKI to the firm’s national sales 
staff. 
Mr. Putulowski joined the com- 
pany early in 1957 just prior to 
the launching of the firm’s major Ray Putulowski 
expansion program. Interested in 
product development as well as sales, he grew rapidly 
with the firm and today is thoroughly familiar and ex- 
perienced in all lines of Haskell steel furniture. 
Western Pennyslvania and up-state New York terri- 
tory has been assigned to Mr. Putulowski. The New 
York territory, up until recently, has been covered by 
VicTOR CORKRAN who will now confine his activities 
to the New England states due to illness in his family. 
Putulowski will be headquartering at 416 Regency 
Drive, Monroeville, Pa 


JOHN L. Sty, formerly Toronto 
branch manager for the Canadian 
distributor of the Omrig line of 
systems equipment, has joined the 
New York City office of Copy- 
Craft, Inc., which has national 
distribution in the United States for 
the complete Omrig line 


John Sly 


Jor M. Davis has been named president of Lit-Ning 
Products Co. Davis is also president of J. M. Davis 
Corp., sales agents for Lit-Ning Products and a repre- 
sentative for several leading office equipment manu- 
facturers 


The Aigner Index Co., Inc., has 
appointed SAM De Giso as a field 
sales representative, according to an 
annoucement by CLYDE J. AIGNER, 
eastern sales manager. 

Prior to his appointment, De 
Giso was connected with the 
company’s customer service depart 


ment Sam De Giso 


The Esterbrook Pen Co. has announced the election 
of ALBERT A. HALLY, vice-president, marketing, Cam- 
pell Chain Co., as a director to the board of the Ester- 
brook Pen Co. Two additional directors were elected 
They were GEORGE K. BRYANT, an Esterbrook vice- 
president and RICHARD E. MCCONNELL, assistant sec- 
retary Cyprus Mines Corp 


A company spokesman stated that the elections were 


consistent with the company’s interest in breadening its 


lirection and bring in new ideas and a fresh approach 
to the firm’s business. 
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_ | THE NEW improved 
WILLIAM G. JARCHOW has been elected president of 


the H. H. West Co., of Milwaukee, succeeding the late COPY.RIGHT Copyholder 
— = 


Charles J Loft y« 
P yw was formerly a vice-president and purchasing 
re St ee e for over 30 
agent. The West Co. also announced the appointment of , veers the 


ALVIN FREY, assistant secretary, to the post of vice- | 2. “most wanted" 
‘ copyholder ... 
now manufac- 


= ae et tured by Curtis- 
MARVIN J. HERSKOWITZ, presi- Senne ‘Cuibee 


dent of Marnay Sales Division, . 7 vation. 
Rockaway Metal Products Corp., 
recently announced the appoint- 
ment of PAT COLBURN to the po- 
sition of Rocky Mountain regional 
sales director. In this capacity, Col- 
burn will be supervising Marnay- 


president and sales manager. 


Rockaway sales in the states of 
Colorado, New Mexico, Utah, 
Wyoming, and in the city of El Paso, Tex. 


Pat Colburn 


feather 
opy up line 
. velvet 


ROBERT W. SEEMAN, has been named general man- 

ager of Blaisdell Pencil Co. He has been general sales ted KO 
aten 

manager for Blaisdell and will head an accelerated pro- 7 pron hol 


gram for the development of new and improved prod- copy yreoe en 
| i $. 

k finished PAGE Ph 
° pares Firmly to any Typewr 


Chicago, where he later served as Midwest regional sales | | quickly ond easily. 


ee-Action 
ds any weight 








ucts 


Seeman joined Blaisdell in 1953 as a salesman in 
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manage r 
The W. H. Gunlocke Chair Co. has named WILLARD 
]. EPKE as assistant superintendent of its main factory 


Goi Les PRT! Achth nce eheh Bel © Manel. 
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the worlds largest selection of 


A 
Select ROUGH and REBUILT (it /-anAmenen fea 


Oog0Go $ money 
OoGoooee 


EVERY MAKE—EVERY MODEL | o 
AT TREMENDOUS SAVINGS! | STEr:s$<rr ONG 

















———— @ ADDERS * BOOKKEEPERS * CALCULATORS 


COMPTOMETERS * BANKING MACHINES COIN HANDLING SUPPLIES 


m= GB ADDRESSING MACHINES | Sold exclusively through Stationers and 
CABINETS AND SUPPLIES Office Supply Dealers for over 40 years 


COIN HANDLING ACCSSSORIES 
momen @ OFFSET and DUPLICATING MACHINES A Seal Presses * Legal Seals + Downey Change Trays 





Troys 
SELECT ROUGH — machines complete and in operating con- a 
dition for quick reconditioning and sale COIN WRAPPERS 


REBUILT — machines guaranteed to LOOK and PERFORM like | — a Po OF, © 


new 9» . . 
kets Ask for Newest Dealers | oe 
. ebiaoutity @ Adder @ Calculators Wholesale | 
> F . 7 
; Price Lists ae ae Gending 








INTERNATIONAL OFFICE APPLIANCES, INC 
Department Store of Office Machines 
326 Broadway, New York 7, N.Y HANNIBAL MO. 
wOrth 2-3200 





Spacesavers jor busy desks 


... the stamps you need are always 
ertips! 


ATLAS DESK STAMP RACKS 


* 


[PeRrEnEseEseNeNeray 


egrets 


within reach at your fing 


Cosco 
STANDARD 
CASTOR 
RACKS 


These all-metal racks have attractive 
appearance. Save valuable space on busy 
desks. Each rack consists of a base, exten- 
sion rods, one or more wheels to hold either 
6. 8, 10 of 12 stamps, and a top stud. 
Wheels have spring metal clips to hold 
stamps in readiness for instant use. Wheels 
revolve for instant access to any stamp. 

Supplied as complete racks, or as parts 
for assembling racks to your individual 
needs 

All parts are beautifully plated to retain 
their attractive appearance 


mon 6 
ate 


CASTOR 
_ RACKS 

Sturdy, cast metal racks designed to pro- 
vide economical storage of rubber stamps 


on desk or table. Each all-metal rack has 
a base, extension stud, a top and one or 
more wheels which revolve for instant 
access to any stamp, Can be assembled to 
order and are available in 8 practical sizes. 


LIBERAL DEALER DISCOUNTS 


Compact and practical on modern desks! 
There's even a pencil and pen rest! Porta- 
ble and lightweight for use anywhere 

Beautiful mahogany finished wood base 
supports plated crosshars and individual 
holders, even when filled to capacity with 
rubber stamps 

Made in two popular sizes. No. 1 for 12 
rubber stamps, No. 2 for 18 rubber stamps 
Mahogany finish is standard. Can also be 
supplied in modern gray finish 


COSCO STANDARD 
STRIP RACKS 


Heavily plated, all-metal strip racks have 
spring clips riveted to flat steel bars 
Each end of bar has a drilled hole for 
attaching the bars to wood or steel. Can 
be mounted on tables, desks, in desk 
drawers or on wall mountings. Made in 
sizes to hold 3, 6, 9 or 12 stamps. Also 
supplied as individual clips without bar 


CONSOLIDATED STAMP MFG. CO., INC. 


CHICAG 


* DALLAS « LOS ANGELES « NEW YORK CITY « SPRING VALLEY, N.Y » TORONTO 





822-824 Spruce St. 





All-New Typewriter 


SLIDE-A-SHELF 


for standard and electric machines 


Converts any desk (wood or steel) into a secretarial desk. 
Does not eliminate drawer space—all drawers usable. 
3” casters for easy rolling—with brakes. 
* Height is adjustable—folds up for easy storage. 
Sturdy, dependable for electric machines. Top size 16” x 26”. 
Masonite rubber or Formica tops. 
frames. Packed single, can be mailed parcel post. Weight 11 Ibs. 


manufactured and guaranteed by 


eae: Pan We >IT CD >D | GeO) 0 


@ St. Lovis 2, Missouri 


Note: Write for our new, free, full-color brochure covering the 
entire HASCO line of Office Machine Stands. 


Gray, Tan, and Mist Green 








Men on the Move 


. continued 


in Wayland, N 


manager of the company's Dallas branch 


J. For the past four years, Epke was 


EvAN J. GRIFFITHS was appointed to succeed Epke in 
Dallas. Griffiths was formerly sales representative in the 
southwest and more recently worked in the sales depart- 


at Wayland. 


ment 


ARTHUR F. ANDERSON has been 


appointed a vice-president of the 


Mosler Sate Co., 
by John Mosler, president. He will 


it was announced 
of commerical sales 
retail. A 
of 26 years with Mosler, Anderson 
New 
New 


Eastern 


be in 


charge 


both dealer and veteran 


has been England regional 


York 


regional 


nanager, regional 


Arthur Anderson 


manager, manag 


and national sales manager; all in the commerical 


division. He represents the company with Safe Manu- 
National 
organization's planning and technical advisory com- 
He is also a member of the New York Sales Ex- 


utives Club. 


facturers Association and is chairman of that 


mittee 


named West 


Jones Co., 


KoljsAN!I Coast 


manager ot 


has b n 
Wilson 
innounced by JACK BEHR, general sales manager. 


EDWARD V 


field sales the it was 
In his new position, Koijane will be in charge of 


company sales for the states of California, Arizona, 


=> Thumb Tacks 


Large Variety of Sizes and Styles 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO. INC 
72é -. 136th Street, New York, N.Y 





Here is a plan to help you 


REDUCE SUFFERING 
AND TRAGEDY 


With it, your company can SAVE PRECIOUS LIVES, while 
CUTTING COSTS DUE TO ABSENTEEISM by as much as'"I3 to “le! | 


‘Leaather, American management and labor have done 
a remarkable job of reducing the incidence of indus- 
trial accidents. In-plant safety campaigns have been 
so effective that today it is nonwork accidents that 
cause the bulk of lost lives and manhours in our 


economy. 


The National Safety Council has developed a plan to 
reduce these accidents. Not only will it save lives and 
prevent crippling injuries, but it will add significantly 
to the efficiency and net profits of companies which 


put it into operation. 


Let’s say you’re an average company or corporate 
unit doing $1 million in sales a year. Your net is 
around $73,000. National Safety Council figures show 
that the average nonwork accident costs employers 
about $72. (You can determine your costs with the 
Council’s new nonwork accident report system.) Ten 
such accidents can cost $720—or about 1% of your 
net profit. Prevent those accidents and you can add 
1% to your net! Prevent twenty—and add 2% to net! 
Experience shows that a reduction of nonwork accidents 
Published to save lives 
in cooperation with 


The Advertising Council and 
The National Safety Council 


SUPPORT YOUR LOCAL 
SAFETY ORGANIZATION 


by 30% is possible! One large company with an excel- 
lent in-plant safety record has cut nonwork accidents 
by 14 with its off-the-job safety program! It’s em- 
ployee’s rate for motor vehicle fatalities stands 85% 
below rate for all U.S. workers! And its already low 


in-plant accident rate came down 50 per cent! 


Here is a rewarding endeavor that pays immeasurable 
dividends in human and employee relations—as well as 
an important untapped source for cost control. You can 
institute this kind of program in your company. Send 
the coupon for a copy of our booklet ““The Challenge 
to Management of Off-the-Job Accidents.” It will 
show you how to determine your non-work accident 
costs, as well as many tested ways to reduce this steady 
waste of lives and profits. Send the coupon today. 


base 


HOWARD PYLE 
President, The National Safety Council 


THE NATIONAL SAFETY COUNCIL 

425 NORTH MICHIGAN AVENUE, CHICAGO 11, ILL. 

Please send me a copy of your booklet “The Challenge to Manage- 
ment of Off-the-Job Accidents.” | want to learn how my company 
can save lives while cutting costs. 
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IN DUPLICATING 
SUPPLIES e 


Ask Sure-Rite! Every month, one or 
more new product ideas — plus 

over 750 best-selling items in the big 
Sure-Rite catalog. Write today. 
Learn what’s new for you in profits! 


American Stencil Mfg. Co. 


If it’s new, Sure-Rite has it! 
2714 WALNUT STREET © DENVER 5, COLORADO 


ROLLING STORE LADDERS 


ROLLING oe from 
Oak or Birc' 

SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 
filing cabinets or ceiling 

"A" and LIBRARY TYPES—require 
no track and are mounted - wheels 
with Automatic Safety Brak 

WELDED STEEL SAF LADDERS 
—Made from 1” diameter round 
furniture tubing, with expanded 
metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
tipped legs rest on the floor and 
prevent rolling. Made in 1 to 13 
step heights, and 4 widths. 


Send for Circulars 58WOA (Wood) & 56-OA (Steel) and Dealer Discount. 
Monufactured by 


I. D. COTTERMAN 











123 W. Spring 
Naperville, Illinois 





The New ‘Space Saver’’ 


GLIDEX EXTENDA PHONE 


The Telephone Bracket that keeps | 
desks "Phone Free!" 


® Increases Efficiency 
@® Reduces Fatigue 
@ Fits Anywhere 


Write today 
for literature 
end Dealers Prices 





SLs CORP OCR 


CHICAGO 24, ILLINOIS 





Loose-leaf envelopes, 
punched; card-holders, 
any size; menu covers; 
factory record pro- 
tectors; tag holders; 


bill-fold envelopes 





stamp containers, efc 


Mi A R K l ki | ©) Capitol Station Box 6452 « Phoenix 7, Ariz 
MANUFACTURERS OF CELLULOSE ACETATE PRODUCTS 


Made of acetate 


flame resistant) 








transparent cellulose 


We build to fit your 











particulor need 


Write us details 


Men on the Move .. . continued 

Nevada, Oregon and Washington. He will continue to 
serve as manager of the company’s San Francisco sales 
office and bindery, a position he has occupied since 1958. 


JOHN L. PAIGE has been appoint- 
ed national sales manager for the 
Waterman-Bic Pen Corp. He was 
formerly Eastern divisional man 
ager and New York district sales 
manager. In his new _ position, 
Paige will be responsible for the 
largest sales force in the writing 
instrument industry. 

In making the announcement, John L. Paige 
ROBERT P. ADLER, vice-president and general manager, 
said Paige was the one who directed the successful 
Northeast sales drive, backed by a powerful TV adver 
tising program. This program is currently underway in 
the east and nationwide coverage is expected in the 
near future 


The Joseph Dixon Crucible Co., Jersey City, N.J., 
announces the promotion of WARREN A. ZIMMER to 
senior vice-president. He had formerly been executive 
VICE president. 

In other promotions H. J. ADERENTE was advanced 
from assistant comptroller to comptroller, and WALTER 
H. BUCKHOUT was named chief financial officer as well 
as treasurer. 


JoHN H. MILLAR, who has 
spent 42 years observing the prog 
ress of the office furniture in- 
dustry, has retired from Steelcase, 
Inc., and Stow-Davis Furniture Co 

Millar joined the 
which has meant so much to him 


industry 


upon return from overseas duty 


dis 


John H. Millar 


in early 1919. He joined the sales 
force of the Macey Co. in Grand 
Rapids. During this association he traveled throughout 
the United States as well as Europe 

From 1932 to 1934, he acted in the capacity of 
manufacturers’ representative In 1934 he _ became 
affliated with the Metal Office Furniture Co., new 


eiT FOLDS 

eiT SCORES 

eiT CAN SLIT 
or PERFORATE 


WITH or WITHOUT 
FOLDING 


HEAVY DUTY MODEL FH-5HON PLUS FET 


THE PRINT-O-MATIC CoO., INC. 


724 W. WASHINGTON BLVD. © CHICAGO 6, ILL 





Steelcase, Inc., and traveled the Central States. In 1936 vvy 


he took over the distribution of Stow-Davis for the for lasting service oe try 


same territory. In recent years he has confined his 


res ho gape Kentucky, Ohio and Western PS UPERDEX) PRESSBOARD FOLDERS 


With Mrs. Millar, he is anticipating continued trips 
to various parts of the world and, further, an op- 
portunity to enjoy many of his hobbies. 


EDWIN J. GRAF has been ap- 
pointed corporate vice-president of 
manufacturing for Smith-Corona 


Marchant, Inc., In this capacity, the WARSHAW 


He will be responsible for co- MFG. C0., INC. 


ordinating manufacturing for all 1 MAIN ST., BROOKLYN 1, WN. Y. 
divisions of the company, and will AA A 








operate out of corporate head- 


Bdwie Geof quarters at 410 Park Ave., New FUTURISTIC 
York City. Since 1959 he has been GALAXIE PLATENS 

vice-president and general manager of the Smith- 

Corona Division, in charge of manufacturing, engi- and Office Machine Rolls 


neering, accounting and personnel activities. Typewriter Tools — Parts — Supplies 
Graf joined the company in 1950 as assistant pro- SERVING THE OFFICE MACHINE TRADE ONLY 

duction manager at the Kleinschmidt Laboratories, now AMES SUPPLY COMPANY 

a division of the corporation. He became vice presi- 


deat of Bt 955. ; 958 ATLANTA DETROIT 
lent of Kleinschmidt in 1955, and in August 1 ? SO0GA BA, Clehtend, 02, 008 Sahm €. ledee Guown. 


he was appointed assistant to the vice-president for the CHICAGO NEW YORK 
Smith-Corona Division, in Syracuse, N.Y. 564 W. Randolph St. 37 Murray St. 


DALLAS SAN FRANCISCO 
1232 Crampten St. 545 Missien St. 


Nifty Manufacturing Co., Division of St. Regis CLEVELAND 
‘ ‘ 1122 St. Clair Ave., N.E. 


Jar - » ele , r (7 
Paper Co., announces the election of CARL W. PLEHATY, AGENTS IN ALL PRINCIPAL CITIES 
JR., to the newly created office of vice-president in charge 


of marketing for school supplies and stationery. 


Plehaty has had extensive experience in the marketing Keep Klean Imprinted 
field with the Chase and Sanborn Division of Standard Typewriter and Business Machine 


Brands, Inc., and the advertising agency, Fletcher, 


Richards, Calkins and Holden. Covers help you sell more! 


Keep your old customers “Dealer Con- 
scious” and bring in new ones — by 
sending out your trademark and mes- 
sage with every machine you sell! 
Tough, durable gray plastic, gray rub- 
ber and black rubber. Write today for 
prices, discounts, etc. 














Forrest E. DuKEs, Jr., has 
been named general manager for 
Sea 2 Barkley & Co., ¢ hicago 
Dukes brings to his new position 
more than fifteen years of experi- 
ence in the office supply industry. 


Prior to his new position, Dukes 


was Chicago zone manager for the KEEP KLEAN PRODUCTS CO., INC. 


45 Saw Mill River Road 
Yonkers, N. Y. 


F. E. Dukes, Jr. Roy al-McBee Corp. 





More and More Leading Draftsmen, 
Accountants and Artists 
are INSISTING on 


“/1a- Petal 


LEAD POINTER 


For Perfect Lead Points — 

Blunt to Hairline. Two Models. Variable Taper Model 
Standard Model gives you points up a. 
to %” long without breaking. Just meus 
insert lead and rotate lid. SHORT <= Write for Dealer 


Write for Literature and Dealer Prices. Literature & Prices 
LONG — ee 


ELWARD MANUFACTURING CO. i —_— HARDBOARD FABRICATORS, inc. 
Boker Street * Coloma, Michigan BETWEEN S$ BRANCH ST ° t j ? ne) 
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W-2 FORMS 
: Approved Federal, State and City G t Book 
3 SNAPEX H all wage-tax reports for 1-write oper- ues 
ns ation for NCR, Burroughs Sensi- 
matic. Also IBM Continuous, mar- 


& = inall hed; and Stat ds. , T 7 
Tax : ginally punched; and State cards YOSHIHARU WADA and S. TsucCHIYA of the Pilot Pen 
STOCK FORMS Co., Ltd., Tokyo, visited OFFICE APPLIANCES on May 


Invoices, bills of lading, purchase orders, 12. In addition to manufacturing its own line of pens 

reply messages, etc. You take the order, ‘D : > 

we fill it in your name. for distribution throughout the Pacific area, Pilot also 
Forms imprinted or plain. serves as an importer of other office supply items for 


PROMPT SHIPMENT » MILLIONS OF FORMS distribution in Japan. The visit to Chicago was for the 
ALWAYS IN STOCK . . 
Excellent profits—write for PROFIT-PLAN purpose of contacting various manufacturers who might 


now! Serving the trade coast to coast! be seeking a trade connection in Japan 


99 Hudson Street 
AGUS New York 13, N.Y. WA 5.4050 Messrs. RYUZO YAMANAKA and YUKIO OHYA visited 


OA headquarters on June 23. Ohya is managing director 





of Maruboshi Kika Kogyo Co., Ltd., manufacturers of 
FREE HAND BINDER a complete line of copying machines and who are in 


Reg. U. S_ Pat. Off. vestigating the possibilities of maketing their equip- 





How many times ve , 
wished for another id ment in the United States as well as in other American 
things in order ar = 


the right direction’ The Countries. Yamanaka represents Mitsui Bussan Kaisha, 
HAND BINDER saves 


time in handling and Ltd., a firm specializing in import-export. He stated 
, inverse ‘and am os that while the U.S. is becoming a major market for 
a AP egg Japan, the Japanese market is also becoming more 
lucrative for many American manufacturers. He thinks 


this particularly true in the office equipment industry. 


LEONARD R. REDMOND of Redmond Inglis & Co. Pty 
Descriptive EF sa of \ 
gt og lg oe Ltd., Melbourne, Australia, made a visit with OFFICE 


Dp 


Reaz 


APPLIANCES on June 20. Redmond's company is prom- 


F Free Hand Binder Co. inent as a wholesale and manufacturing stationer. He is 
Wagoner's Pat. Model ''A’’ 43 Fulton St., New York 38, N. Y a past-pre sident of the Wholesale & Manufacturing 











Stationers Federation of Australia and of the Victorian 
State Association as well. He was investigating American 
equipment applicable to products such as his company 
produces 


Moore Promotes Two 


EDWARD N. VANSTONE, comptroller, Moore Business 
Forms, Inc., has been named to succeed NELSON B 
GERRY as treasurer of the corporation upon his retire- 
ment in December. CHARLES W. PINCHES has been 


SEEING IS BELIEVING named to succeed Vanstone as comptroller efttective 


Ask your salesmen to carry a sample of Barkley’s MAGNI- July 1 
FYING Index Tab to SHOW their customers how it speeds Vanstone joined Moore over 27 years ago and wa 
up File Look-Ups. For FREE sample packet write to — « . & as 


C. L. BARKLEY & CO. ¢ Founded 1921 @ Dept. 04-8 


1220 W. VAN BUREN ST. © CHICAGO 7 © ALL PHONES MONROE 6-706! 


ippointed comptroller in 1947. Pinches joined the com- 


pany in 1929 and became assistant comptroller when the 


arious Moore units were consolidated in 1945. 


i . ina word... STRONG!!! 


STEEL OFFICE SPECIALTIES! 


WRITE FOR CATALOG 





oon ee ae | ° Wi ° VA AKERS The Steel Framework Makes The Difference 
tion Since 1912! é: anufacty 50, ; : 
rear a pss. de - BANKERS BOX COMPANY 
“America’s Finest Letter Racks’ 
2448 West Larpenteur * St. Pav! 13, Minn. 














Fone 2607 NORTH 25th * FRANKLIN PARK, ILLINOIS 
Western Plant & Office 1354 $O. CLAUDINA + ANAHEIM, CALIFORNIA 
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Deaths 


Charles J]. Lofye, 


president of The H. H. West Co., veteran stationers 
of Milwaukee, Wis., died May 30 

Following his death William G. Jarchow was named 
president of the firm, Alvin A. Frey vice-president and 
sales manager, and Allan J. Scholbe director and 
assistant secretary 

Miss Dorothy W. Gill was re-elected chairman of the 
board and Miss Margaret E. Soll secretary-treasurer. 


Theodore H. Harman, 


71, owner of the Co-Operative Publishing Co., Guthrie, 
Okla., died April 22 at St. Anthony Hospital in Okla- 
homa City, following an extended illness. 

Harman, who had owned the printing and stationery 
house for the past 39 years, was active in Civic and 
community affairs. He served as mayor of Guthrie in 
1941-42, and served several years on the Guthrie City 
Council 

Established in 1889 to serve Oklahoma, the Co- 
Operative Publishing Co. grew with the years,, extending 
its services to the entire Southwest, Harman had been 
head of the firm since 1922. 

Harman was born September 17, 1889 at Rock, Kans. 
He married Pearl M. Thompson of Perry,, Okla., on 
August 14, 1923. She is secretary-treasurer of Co- 
Operative Publishing Co 

Survivors include his widow, Pearl; two daughters, 
Mrs. Bonnie Thompson, Oklahoma City; and Mrs. Lou 
Ann Ellis, Guthrie; five grandchildren; one brother and 


three sisters 


William K. McClure, 


retired executive of the Wilson Jones Co., died June 11 

at the age of 81. He worked for the Chicago-based 

loose leaf company for 48 years until his retirement in 
iy >¢ 

McClure was on the founders of the Purchasing 

rents Association of Chicago, now the largest or 


ranization of its kind in the United States. 


STAMP RACKS 
Buy 10 Get 


2 FREE 

You Get 12 Stamp 
Racks (6, BR-12, 6, 
BR-18) 
Retail Value $58.50 
You Pay Only $29.25 

FOB Chicago 
Make $9.75 EXTRA PROFIT on 2 Racks 


Offer Good Only Till August 31, 1961 
Order Deal OA861 Today 


Faymud DIV. 
BANKERS & MERCHANTS, INC. 


4410 N. Ravenswood Ave., Dept Chicago 40, Ill 


BAMI 


= i a 
wipes per ys. :- a 
, 
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; ; vvy 
for lasting service... try 


EETTTT IED PRESSBOARD FOLDERS 


the WARSHAW 


MFG. CO., INC. 
AAA 


*CE 
HIGH 


1 MAIN ST., BROOKLYN 1, WN. Y. 


ACELINER 


one of a full line of 
stapling machines for 
every purse and purpose. 


ACE FASTENER CORPORATION, 4100 W. Victoria St., Chicago 46, lil. 


CANADA: Canadian Staples Ltd., 6705 Upper Lachine Road, 
Montreal; 258 Wallace Avenue, Toronto 





PROTECTO 
Study Stand 
on 
Display te  WEW! CONVENIENT 
Card ie, Sane soe amy 


thon or 


I ” Raves 
oye strain. Keeps 
hands free. Nick- 
el Plate Retails 
89c. 


Protecto Manufacturing Company 
237 East Front St., O 











Order 
Office Appliances 


delivered to your 
office or home 
every month 


Use the 
bandy 
sub-card 
in this 
issue. 





Want Ads 





Deadline 10th of month preceding issue date. Tbe rate for classified advertisements is tu enty-five 


cents a word, minimum charge $5.00 payable with order. Add six words if dept. address is used. 


Address Dept. Reply to OFFICE APPLIANCES, 600 W. Jackson Bivd., Chicago 6, Attn.: Dept.—. 








MANUFACTURERS’ REPRESENTATIVES WANTED 





MANUFACTURER of a complete 
Din units, convertible bolt and 
seek representative residing in 
dealer distribution also calling 
& County Purchasing offices of 
lower New England. Must be 
experience — draw igainst 











THOUSANDS OF DOLLARS IN 
present salesmen. It won't 
stock. Write Automated Gift 








REPRESENTATIVES WANTED - 
packaging, precision practical items 
top-notch representation for rest 
Contact manufacturer: Amering Corp 








DUPLICATING PRODUCTS SPECIALIST 
A TOP-FLIGHT MANUFACTURER OF STEE f t f r 
FURNITURE is looking for sales representation 
are available. Our company is one of the laraest 
office furniture in the country. The | i 
with dealer helps to do a pre-selling job. Give 
ines you now carry and what territories you no ve of . A 
replies will be held in strict confidence. Writs Apr l i DEALER SALESMEN WANTED 
t., New York 17, New York Dept JUL-8 


ne is at 











terested in buy 
ree . tet dealership witt e territory. Have 400 excellent dus 
REPRESENTATIVE WANTED for progressiv , f . , ¢ A tyoewriter } hine folding machine 
Varied line of low priced, quality items any exclusive iten Ww f ‘ gp 1 forward ¢ t } few y emendous possibilities of 
stating area covered and lines carried. aood i P t } f wina 19 Not too much capita 
Division, Amering Corporation, 11 Market Stre stamford t tad fa te i ty Nrite O e Appliance 








KORES MANUFACTURING CORP omplete highly repeat ’ t _— P NIT A ‘ 
ribbons-stencils-inks) offers opportunity in Midwest west 7 Agee : may _ Plage a “ — 
Will excellently round out tine of well established d Dictating 
Line has become No. 1 seller with most a oe 
travel expenses to develop new accounts. p high 
of states covered, lines now handled. Write 

New York 59, New York 








LUXCO, INC. needs representatives for Indiana-I 
are introducing a steel furniture line and dup 
representatives in these area op 

areas are producing a good volume 

Please submit full details of your operat 
Crosse, Wisconsir 











MANUFACTURERS SALESMEN WANTED 


price lines too. P 


Would consider 





A TOP FLIGHT MANUFACTURER of qu 
full time sales representatives for choice 
Our company is well known in the 
organization. Send resume giving 

All replies will be held in strictes 
AUG-19 





ed office supply 
tablished company 








BINA IN SA AN AN RV EMAN jing Franchises A 
MANUFACTURERS’ REPRESENTATIVES AVAILABLE ff T f t j thwest wv Write Office 








COVERED ELEVEN SOUTHEASTERN TATES for ten ye p fi DEALER SALESMEN AVAILABLE 


machines and supplies Returning same territory 
months. Proven top flight producer. Built dealer 
known manufacturers. Operated own office machin 
several non-conflicting lines. Write Of 











TOP EXECUTIVE OF NATIONALLY 
now interested r representing line 


5 MANUFACTURERS’ SALESMEN AVAILABLE 
turer's agent. Write Office Appliance 








\ AN l } i 0 nes, with additiona 
SALES OFF IN MICHIGAN Indiana? Need . t tent Ex enced mact j es te ted in any office supply iter 
We can handle al! three A yest + ‘ ‘ § , ; A 
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SALES REPRESENTATIVE WANTED FOR SALE AND WANTED TO BUY 











Y — SELL — TRADE 


N.C.R. 31-32-33 & 34 Class Posting mi 
Registers. Wholesale inquiries invited 
Madison St., Chicago, Ill. MO 6-2623 














SALES TRAINEE 


lating machines, adding mach 
Crowley Co., 906-908 N. Water 








parts bought and 
537 


Dearborr 





OFFICE MACHINE MECHANIC WANTED 








tromat typewriter adder 


Teeter-Warsh , R490 A 








MECHANIC WANTED 








WANTED TO BUY 





310 #3200 and #3400. Al! burrougt 





del 36340, 36360 42 years as world’s lead 


ternational Office Appliances, Dept. OA, 326 Br 


RETAIL BUSINESS WANTED 














RETAIL BUSINESS FOR SALE 


addressographs peedaumats 


William Marion Co 


La 








WANTED 
omptomet 


best price 


billing machine alculators 
Quote complete description and 


573 Broadway, New York 12 
N.Y 








WILL BUY BOOKKEEPING MACHINES—Burrough Billing Sensimatic 
Class 3900,31,32, Remington Sundstrand—indicate details, model, serial 
BUSINESS MACHINES Lafayette St., New York 13, N.Y 














T of 6,755 COMMERCIAL STATIONERS and office app 
8,119 typewriter and adding machine stores. Write for FREE 
retailers, wholesalers, manufacturers nstitutions, banks and 
y for addressing. SPEED-ADDRESS, 48-01 42nd St mg 








MOTEL Chambers of Commerce 
professional, others. Write 


no:s 


s y 
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ee introducing the new 


CONTINENTAL 














executive posture chair 


No. 1768 HRM showing 
optional head wrest and 
optional aluminum base. 


JOHNSON CHAIR COMPANY 


7109 Merchandise Mart 


No. 1768 with walnut base =~ er 
(also available with aluminum base) . Chicago 54, Illinois 





OFFICE DESIGN 


section of Office Appliances edited for office furniture dealers and 
their designers, space planners, independent decorators and architects 


Designed for the Enjoyment of Living... 142 


Light Begins with Fixtures... 148 


Design Notes... 130 
Furnishings Guide ... 152 


Periphery ... 166 


Editor-in-Chief 
Executive Editor 


Office Design and 
Furnishings Editor 


Associate Editor 
Eastern Editor 
Assistant Editor 
Editorial Assistant 


Art Director 








In the Colorado town of Aspen, amid trees like these > 


which give it its name, designers from around 


the world in June traveled to the International Design 


Conference to talk of their responsibility. 


Advertising Offices 


East: Wallace W. Fisher, district manager; George W. Larrouse 
E. 42nd St., New York 17, N.Y. MUrray Hill 2-2373. 


Midwest: Herbert L. Sime, vice-president; Jack McDonald. 600 W. 
Jackson Blvd., Chicago 6, Ill. DEarborn 2-3206. 


West Coast: A. O. “Beau” Dillenbeck, Jr.; Tom Galavan; Dick Hat- 
field; Ray Kittle. Dillenbeck-Galavan, Inc., 266 S. Alexandria Ave., 
Los Angeles 4, Calif. DUnkirk 5-3991. 
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Willian 


Weber 


DESIGN NOTES 


PERSONNEI William T. Weber 
has been ap ted national sales 
manager for en He 
will headquarter at irm's home 
office and showroom, i7 3 34th 
St., New 


closely with 


iS worked 
year old 
lamp firn 
recently 
manager 
this he Was W 
erts, In I h 
represented Midwest 
Robert H Way an Paul Kuss 
man have j 
Co. in Dayto 


ning consi 


sherer 


graduates « 
Guild of At 
planning and 
Rapids, Mich 
Mel Liss rmerly contract divi 
sion manager f Polk Bros... Chi 
cago, and a long-time furnishings 
consultant Midwest, is now 
associated with Jack (¢ Phillips un 
der the firm name Liss & Phillips 
With its showroom it 410 N. Wells 
St. x hicago, 


vide to the trad office, institutional 


operation will pro 


decorator ind 

Miss Doroth 

the firm as executive secretary 
Thomas \ ing is been named 


ontract furnishings 


irestone will SeTVE 


general manage of the 
Merchandise Mart, Chicago. He suc 


ceeds R. Sargent Shriver. Ir... who 


assistant 


resigned to b me director of the 
Peace Corps under Presi 1¢ nt Ken 


nedy 


RESOURCES COUNCIL The 
American Institute of Interior De 
signers recently elected the follow 
Stabern 
of the Armstrong Cork Co.: presi- 
dent; Boris Kroll of Boris Kroll 
Fabrics, John B. Wisner, A.I.D., 
A LE. VICE presi- 
dents. Chairman of the board is H 
Clifford Burroughs, F.A.I.D., of the 
Connecticut Chapter 


ing new officers: Russell ¢ 


Everett Brown 


For fast service contact the “Fabrilite” 
distributor nearest you listed below: 


CALIFORNIA 

mpton ieee ....Urethane Corporation of Calif 
3025 E. Victoria St 

s Angeles 15 - <annntaniannaiiabial Fabric Leather Cort 
1139 Santee Street 
Angeles 15..Lindsey & Hall, 1036 South Hope Street 
Attn: Mr Hall 

San Diego Foam Rubber Supply, 2210 Kettner Bivd 
San Francisco 9......Scovel & Sons Co., 1133 Post Street 
Attn: Mr. Paul Scovel 
CONNECTICUT 
Hartford 5 ..New England Upholstery Supply Cx 
38-40 Albany Avenue 

Attn: Mr. Robert Warner 


C. E. Briddell Co., Inc 
3726 Tenin street, N.E 


DISTRICT OF COLUMBIA 
Washington 


FLORIDA 
Miami 3¢ W. Valentine Company, 618 S.W. Eighth St 
Tampa....Auto Trin s Supply Co., Inc., P.O. Box 2459 


GEORGIA 
Atlanta 2....J. R. Erikson Co., Inc., 364 Nelson St., S.W 
Attn: Mr. J. M. Coffee 
ILLINOIS 
Chicago 5 A. Hoenigsberger, 1020 S. Wabash Avenue 
Attn: Mr. H. L. Hoenigsberger 
KENTUCKY 
Louisville 2..Herman A. Schildt Co., 323 East Market St 
Attn: Mr. F. J. Bernin 
LOUISIANA 
Baton Rouge 9....Tupper Supply, Inc., 2117 North Street 
Attn: Mr. Howard Bi 
MARYLAND 
Baltimore 11..C. E. Bridde O., !n 2800 Hampden Ave 
Attn: Mr. H. W. Beckma 
MICHIGAN 
Detroit 38 Larson Supply Co., 10313 Puritan Ave 
3rand Rapids 3 pholstery Supply Cc fG.R 
303 Fuller Avenue, N.E 
Attn: Mr. Arne Bork 
MINNESOTA 
Minnear New Yor abrics, Inc., 2938 N et Ave 
Attn: Mr Beck 
MISSISSIPPI 
Jacks¢ \ ey Brothers, 924 Palmyra Street 
Attn: Mr. R. ©. We y 
MISSOURI 
: Hinsman & Co., 4507 Olive St 


St. Louis 8 


NEW JERSEY 
Union Krupnick Br 


NEW YORK 

Kingston Viny! Leather Co., 34 Ferry Street 
Attn: Mr. A. J. P. Seitz 
New York 1..Fabric Leather Corp., 16 West 32nd Street 
Attn: Mr. W. Wilson 

Rochester 14 H. R. Howard & Sons, In 
60 North Washington St 
Attn: Mr. W. S. Howard 


nc., 909 Rahway Avenue 


NORTH CAROLINA 
High Point American Supply Co. of N. C., Inc 
308 West Broad Street 
Attn: Mr. Dewey Smith 

OHIO 

Akron sill John L. Showalter Co., P.O. Box 125 
Cincinnati King Bag Company, 127 East Front Street 
Attn: Mr. Walter King 
sid Eari K. Koch & Son 
2100 West Superior Viaduc 
Attn: Mr. Ear! Koch 


Cleveland 13 


OKLAHOMA 
Tulsa 8 Oklahoma Upholstery Supply 
Whittier Station, P.O. Box +3185 
Attn: Mr. F. W. Graff 


paaiaae ..McDonald & Co., Inc. 
930 South East Oak Street 
Attn: Mr. James D. Roddy 


OREGON 
Portland 14... 


PENNSYLVANIA 
Philadelphia 6 Maen Line Majestic Fabrics 
217 Chestnut Street 
Attn: Mr. Maurice G. Maen 
Pittsburgh 22 J. J. Peiger Co., 101-103 Market Street 
Attn: Mr. J. Williams 
Wilkes-Barre H. Smith Co., Inc., 568 Hazle Street 
Attn: Mr. Harold Smith 
RHODE ISLAND 
Providence 3....Providence Textile Co., 243 North Main 
Attn: Mr. Harian Espo 
SOUTH CAROLINA 
LTT ..W. L. Graydon & Sons, Inc 
414 Pendleton Street 
Attn: Mr. R. Littlejohn 
TENNESSEE 
Memphis 2............-+-+. Southern Textile & Supply Co. 
894 Eastmoreland Avenue 
Attn: Mr. J. T. Hogan 
Bruce & Company, 828 Eighth Avenue 
Attn: Mr. John Bruce 


Nashville 


TEXAS 
Dallas 26 A. F. Schmaizried & Co., 2650 Main Street 
Attn: Mr. Chas. W. Schmaizried 
Fort Worth..Reese B. Davis & Co., 316-20 South Lake St 
Attn: Mr. Reese B. Davis 
Houston 4....A. F. Schmalzried & Co., 1930 Oakdale Street 


WASHINGTON 
Seattle..McDonald & Co., Inc., 414 Boren Avenue, North 
Attn: Mr. Leonard McDonald 
WISCONSIN 
Milwaukee 2 Gebhardt, Inc., 213 North Broadway 
Attn: Mr. C. Pushkash 
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Finely grained ; # polished to a deep, rich glow...that’s the 
inviting look of this @) new “Fabrilite’* vinyl upholstery. Imag- 
ine itin clubs, board rooms, executive offices — wherever your 
requirements call for impeccable taste and impeccable wear. 2 
spectrum of colors (27 in all) accents your most imaginative UROND 


THIS IS POLISHED ANTIQUE. ..NEWS 
IN DU PONT VINYL TOUE: News GUPOND 





DESIGN NOTES 


FIRE AT ODI Despite a fire 

which caused considerable dam- 

age to the architectural interior 

of the Office Design, Inc., show- 

rooms at 315 E. 62nd St., New 

York City, service was continued 

to designers while remodeling 

was underway. William Harris, 

the showroom director, Says the 

company’s line will again be re- 

plete with all standard items and 

some new units by the middle of 

August. The collection which was 

water damaged included desks, 

appropriate for the executive office... tables, storage units and contract 
seating 

The Template Group combines the high-styling and individuality GIFT SHOWS . . Though 

of fine, custom-built furniture with moderate cost and durability to planned for the gift buyer in an- 


make ita practical choice for all offices. See this crisp, new tic ipating the fall and ( hristmas 

) or ro or » . 

design in wood office furniture soon. buying surge, gift shows have al 
Ways proy ed to be good leads to 
accessory sources. The first ot 


an rling F 
The Leopold Company, Burlington, lowa these summer shows to be held is 


the Merchandise Mart (Chicago) 
China and Gift Market, July 30 





through August 11 


THE Shortly afterward, August 20 
through 25, the New York Gift 


TEMPLATE Shin wilt be held ot Go Wate! 
New Yor € ind the Be ade Sho 
GROUP ee te een eee 


ORDER FOR THE BACK 
by Leopold ROOM A compact unit 


2 which may be easily used 











practical for all offices... vhen making fabric selections 


ind which also facilitates the 


storage of these samples has been 
introduced by Jens Risom Design, 
Inc. The 10 inch cube case has a 
front lid which per 

mplete access to its con 
tents without removing it from a 
shelf. All samples, from the Ris 
om Textile Collection, are loose. 
With the $20 purchase, all case 
owners are mailed samples ot 
new materials as they are added 


to the collection 


YOU'RE WELCOME ABOARD 

Plan your promotional activi 
ties to correlate with National 
Design Month September LS- 


October LS 





2 Office designed with EFFICIENCY in mind... 














the furniture, of course, by All-Steel 


ALL-STEEL EQUIPMENT INC. 
Aurora, | 
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Now—one of the country’s foremost home magazines has 
joined with America’s leading globe maker to produce a 
strikingly beautiful, new 12-inch globe—the most exciting 
globe idea in years! Infinitely more decorative—far more 
educational because it shows the earth's physical features 
in thrilling true-to-life color in addition to thousands of 
place names and clearly defined boundaries 
In six new models from $9.95 to $49.95 


retail—three in vivid raised relief—three 
illuminated, with shaded relief coloring. 


Sree 


*AWARD WINNING 


Display Stand 


when you purchase 
only a dozen assorted 
TRUE-TO-LIFE globes. 
Holds all six models 
for complete selection 


in a minimum of 
space. 





*Won first prize for Best Point-of-Sale 
merchandise Presentation at the 1961 
N. Y. Stationery Show. 


Reaches Millions of Globe Buying Homes 


Leading family interest magazines such as 
Better Homes & Gardens, 
Parents Magazine, and Living for 
Young Homemakers will carry the 
TRUE-TO-LIFE story into millions of 
potential globe buying homes. 
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Sure to be 
The Year's Best-Selling Globes! 


More people will choose TRUE-TO-LIFE globes 
not only for their harmonious coloring, but be- 
cause they are more understandable, true-to- 
life replicas of the earth. Write today for catalog, 
details of our liberal display stand offer. 


(2) REPLOGLE GLOBES « 
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DESIGN NOTES 


NEW SHOWROOMS . . Knoll 
Associates, Inc., has opened two 
new regional sales offices, in Atlan- 
ta and Cleveland. The Atlanta office, 
located at 75 Forsyth, N.W., is un- 
der the management of Robert 
Docking. It will serve Georgia, 
Tennessee, Kentucky and parts of 
Mississippi and Alabama. The Cleve- 
land office, at Space 688, The Ar- 
cade, 401 Euclid Ave., is headquar- 
ters for the new sales territory 
formed in January to service West- 
ern New York, Western Pennsyl- 
vania and Eastern Ohio. John Mc- 
Loughlin is regional sales manager. 
Paul Copeland, national sales man- 
ager, says these new outlets will en- 
able the firm to provide better and 
a more direct service to dealers, de- 
signers and architects in these areas, 
areas which have shown expanded 
sales 

Jens Risom Designers, Inc., has 
opened a new sales office in Minne- 
apolis to service a seven-state area. 
In charge of the showrooms ts 
James L. Dorr, district sales man- 
ager for the West Centra! states. 
This territory includes Illinois (ex- 
clusive of Cook, DuPage, Kane, 
Lake and Will counties). Iowa, 
Kansas, Minnesota, Nebraska and 
Wisconsin. The office is located at 
1035 Plymouth Bldg., has been de- 
signed as a working showplace 

The Luxco Lamp Corp. has 
opened a sales office at 600 W. Jack- 
son Blvd., Chicago, to aid Midwest 
dealers. John S. Sprenger heads this 
representation for Illinois, Wiscon- 
sin and Indiana 

Again in the Midwest, Cole Steel 
Equipment Co., has opened a show- 
room at 1126 S. Michigan Ave., 
Chicago 


PHOTOGRAPHY ? Relative to 
the article on the use of photo- 
graphs in last month's issue (cf. The 
Precise Image, p. 128, OA July, 61) 
the Chase Manhattan Bank has five 
full time photographers exploiting 
this medium for the sole purpose of 
telling the bank's story 





Compelling in concept 


... Sweeping in scope 
Ze STRATOSPHERE pangs 
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Created Expressly for Commercial 











and Institutional Installations, 








Adaptable to Any Floor Plan, 





Seating Arrangements are Unlimited 

















Setting the wend for tomorrow in furniture designed 
for today, the ultra modern Stratosphere Group features 
smart new Satin Chrome legs with self leveling glides. 
Reversible cushions are of 100% Foam Rubber for 
maximum seating comfort. Frames of select hardwood 























and full contract construction throughout assure years of 











maintenance free service. Beautifully upholstered in 





genuine U. S. Naugahyde or a vast range of fine fabrics. 








Stratosphere, furniture of the future, is furniture 


Wile far Hew Caialog OnA6) 


QCAaAW INDUSTRIES 
A Division of Modernize, Inc 
666 Lake Shore Drive + Chicago 11 


Factories: Pontotoc, Mississipp 
Showrooms: Chicago « Space 1445 ¢ American Furniture Mar 
Dallas * Space 267 * Hometurnishings Mart 





with a future 
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Tomorrow's elevator 


DESIGN NOTES 


N.S.I.D. OFFICERS . . . Officers of 
the National Institute of Interior 
Designers, elected at the organiza- 
tion’s annual business meeting held 
late in June at the National Design 
Center, are: Edward F. White of the 
Southern California Chapter, re- 
elected president; Yale R. Burge, 
New York City, chairman of the 
board; Edith Gecker, former na- 
tional secretary, vice-president; Dede 
Draper, New York City, secretary; 
and Frances Brener, New York City, 
treasurer 

The newly elected regional vice- 
presidents are: William C. Raiser, 
Middle Atlantic; Richard W. Jones, 
North East; Louis Dunbar, Midwest; 
Ceil Williams, Southwest; Sara 
Smith, Southern; and Herbert Cor- 
dier, West Coast. 

Following the meeting, members 
were guests of the Celanese Fibers 
Co. and National Design Center at 
a cocktail party honoring past and 


present officers 


VACANCY FIGURES for office 
buildings around the country are 
mezzo-mezzo. Where some cities 
show retrenchment, other areas 
aren't doing so well. Chicago is one 
of the most even keeled. With 15 
new office buildings up since 1958 
and 13 under construction, the aver- 
age occupancy rate is just about the 
same as last year. San Francisco, 
which at the end of last year had a 
vacancy rate of 11%, is now down 
to 8% despite the addition of five 
new buildings in the last year and a 
half. However, Atlanta and Dallas 
report a dip in occupancy 

Faced with the boom of new 
building, many building manage- 
ment firms are being forced to give 
more and more in their remodeling 
clauses in return for long-term 
leases. This involves more than a 
fresh coat of paint. Acoustical ceil- 


ings and up-to-date lighting are 
being demanded. 


LIFT FOR ELEVATORS ... The 
extent to which design is exerting 
an influence upon our world can be 
seen in a new elevator introduced 
recently by the Otis Elevator Co. 
Shown late in June at the annual 
convention of the National Associa- 
tion of Building Owners and Man 
agers in Minneapolis, the new 
model, bright with light and color, 
has a luminous and gaily colored 
rear wall. The panels (see cut) of 
polyester-fiberglass are cast to in 
corporate colored designs with tex- 
tured relief and illuminated from 
the rear with fluorescent lamps 
Durable, hard to deface and easy 
to maintain, the panels are available 
plain or with abstract designs. 


DESIGNERS’ WORKSHOP 
Any furniture dealers and their de- 
signers in Chicago for the NSOEA 
meeting next month any and all 
other designers, for that matter 
are welcome to a Designers’ Work 
shop sponsored by the Midwest 
Chapter of N.S.I.D. in conjunction 
with the Third Annual Interior De 
sign Month. This public service will 
be held at McCormick Place Chi- 
cago’s new lakefront exposition hall 
from noon until 8 p.m., Sunday, 
September 24. In addition to dis 
plays of members’ works, professional 
members will be available for con 
sultation on decorative problems. 


SUPPLIERS ABROAD .. . Robert 
Harris and Mike Williams of Office 
Designs, Inc., are in the middle of 
an eight-week tour of European 
cities seeking new fabrics which 
could be incorporated into the com- 
pany’s present collection of furni- 
ture. Their itinerary calls for stops 
in French and Italian fabric marts 
Objective: quality fabrics ranging 
from solids to stripe designs. 


OFFICE DESIGN SECTION 


A 
: € 
b Ae 
ae 
“a 
_ 4 <i 
SS 
5 ; 
i a a 
‘a hy 
4 
a aie 
4 ia 
4 
=> 
* 


A NEW IDEA IN COMPLETE OFFICE FURNISHINGS . 


abma ARCHITECTURAL SOO SERIES 


Completely modular office furniture along with the 


“Trend Program”, one source for all accessories building 


greater sales by offering complete office interiors 





i 
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HIGH POINT, NORTH CAROLINA 





DESIGN NOTES 


MERGERS .. . The Emeco Corp. of 
Hanover, Pa., has purchased the 
Standard Furniture Co. of Herkimer, 
N.Y., a near-century old manufac- 
turer of wood office furniture. The 
same craftsmen will continue to pro- 
duce from the Herkimer plant furni- 
ture under the Standard trade-name. 
The block-long plant will be oper- 
ated as the Standard Furniture Co., 
Wood Furniture Division of Emeco 
Corp. Emeco is a large producer of 
aluminum and steel chairs for in- 
dustry, government and institutions. 
Emeco sales manager, Joseph G. 
Cheney, says the over-all marketing 
structure of the companies will re- 
main the same. Dealers for both 
companies will continue to handle 
the lines they have in the past. 


EXPANSION ... Weinman Bros., 
Inc., Chicago manufacturer of the 
Weibro line of waste baskets, has 
expanded its manufacturing facili- 
ties with the purchase from the 
Standard Can Corp. of all machin- 
ery, equipment and raw materials 
for the manufacture of metal bas- 
kets. Standard Can earlier this year 
began concentrating its production 
in a commercial line of steel drums. 
Weinman is moving the equipment 
to Chicago where it will be installed 
in a factory addition now under con- 
struction. 

Morgan & Barclay Co., Inc., San 
Francisco, a long-established office 
equipment firm, has a new program 
underway which will provide space 
planning and interior design serv- 
ices. The new department will be 
staffed by Harold Berliner and Jack 
Clark, men long associated with the 
furnishings industry in the Bay area. 


CALENDER NOFA Western 
Convention will be held this year at 
the Ambassador Hotel in Los An- 
geles, November 2-5. In addition to 
the exhibits, there will be a repeat 
of the successful and popular work- 
shop group sessions which were a 
feature of last year's show. 

Fourth annual NSID Contract and 
Non-residential Design Seminar to 


be held in New York City at some 
yet to be determined day in Febru- 
ary, 1961. The program will again 
present in panel form distinguished 
interior designers, architects, engi- 
neers, members of the trade and 
clients. 

The ‘““We Mean Business Forum,” 
sponsored by NSID early this year, 
will be conducted in March, 1962, 
on the basis of past success. Business 
practices are to be analyzed and ad- 
vice given by a staff of professional 
experts. Specific date is yet to be 
determined. 


CATALOGS . Fannon Products 
Div. of the Hupp Corp., 3000 E. 
Woodbridge, Detroit 7, Mich., has 
issued a new four-page, two-color 
brochure (AIA + 31-F-231) on the 
design of luminous ceilings with 
Metalcal steel ceiling panels. In ad- 
dition to illustrating installations of 
offices and banks, the brochure con- 
tains photometric curves, coefficient 
of utilization tables and_ related 
formulae and factors for calculating 
lumens required with the white 
baked enamel finish panels. 

Nessen Studio, Inc., 317 E. 34th 
St., New York 16, has just released 
its 1961-62 catalog of contemporary 
portable lamps and accessories. With 
the catalog is an illustrated six-page 
brochure showing the recently intro- 
duced Leisure Lighting group de- 
signed by George Nelson. 

The Fritz-Cross Co., 300 E. Fourth 
St., St. Paul 1, Minn., is offering its 
catalog and price list of metal office 
chairs. 

Fleetline, Inc., Box 336, Winston- 
Salem, N.C., has available its latest 
catalog and price list of the desk 
line manufactured by the Cottin- 
smith Furniture Manufacturing Co., 
Inc. 

Stanley Manufacturing Co., 2310 
N. Main St., Ft. Worth, Tex., has 
issued its new catalog which intro- 
duces several new items that as yet 
have not been presented to the in- 
dustry. Included are swatches of 
leather and fabric upholstery availa- 
ble. 


OFFICE DESIGN SECTION 





At left, Mr liam Fernandez, president of Tiernan's. Seated is Mr. Ralph C 
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WITH STEELCASE!” 


® Tiernan’s began 31 years ago in Santa Ana, California, as a small typewriter 
and office furniture store serving a small community. Today, the community 


has grown into a trading area of 750,000 people, with important diversified in- 
dustry — and Tiernan’s has grown with it. 


, , ; a Ss WANT TO 
Mr. William Fernandez, the president of the company, says this, “Steelcase is erow WIT 
top quality, the leader in its field. We've sold it consistently for over 30 years — STEELCASE? 
and we're selling it especially well now, because the broad Steelcase line is the 

F ae ; ill Ril ; 7 , ; ies Wid acts Write for our fully illustrated com 
perfect answer to the complex needs o usiness and industry today. No deale plete line catalog and for details 
can do better than to tie in with Steelcase!” Steelcase Inc., Grand Rapids, Mich- 


on how you can become a Stee/ 
igan; Canadian Steelcase Co., Ltd., Don Mills, Ontario. case dealer. Address Dept. O 


STEELCASE IN C 


AUGUST 





No. 9711-CB 


No. 9710-CB 
CONTEMPORARY BANK OF ENGLAND 


Widely copied, but never equalled has been 
Boling’s famous Bank of England Series. Here, 
now, is a new version of this old favorite 

which retains all of its basic characteristics in a 
modern design — as comfortable and tasteful as 
it always has been. The combination of cane and 
the finest of furniture woods gives new sparkle and 
appeal to this “classic” design. Available in Walnut, 


Mahogany, Light Oak or Softone Oak finish. No. 9713-CB No. 9710-CB-VS 


Our Chairs for all business 
W 57th 


Year 


BOLING CHAIR COMPANY 


SILER CITY, NORTH CAROLINA 
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SELL MORE, EASIER 


with this 5000-item franchise 


S| “Built Like a ss 
kyscraper 


The Best Known Trademark 
in Office Equipment 


... and the Most Desirable Dealer Franchise 


Topay’s EXCLUSIVE SHAW-WALKER DEALER 
offers his customers more . . . 5000 items 
matched in appearance and matched for re- 
sults. All bear the symbol of quality “Built 
Like a Skyscraper”’ the best-known trade- 
mark in office equipment. 

The exclusive Shaw-Walker Dealer leads 
the field with products not available elsewhere, 
exclusive items that buyers order and reorder. 

The 252-page Office Guide Catalog distrib- 
uted by Shaw-Walker dealers, is the biggest 
single source for new and repeat sales. It is 
the only complete sellers’ and buyers’ catalog 
in the industry. 


Extensive national advertising, a constant 
flow of sales helps, and seventeen strategically 
located showrooms and warehouses are a few 
other sources of extra profits for the exclusive 
Shaw-Walker dealer. 


Right now there are a few cities in which 
we are willing to make a change. Yours may 
be one of them. Ask about it. 


SGHAW-WALKER 


Factories and Home Office — Muskegon 3, Mich. 








Designed for the Enjoyment of Living 
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On the surface, the new home of the Ohio National Life Insurance Co. in Cincinnati 
reflects a conservative solidity tempered with progressiveness. To this has been added an 
ample sprinkling of art. Inherent to this image is a planned functionalism which allows all 
employees to pursue a desire to work natural to man. The sum is consistent with the 
company’s attitude toward its employees and clients — it is vibrant, actively concerned 
with life. This is most overwhelmingly apparent in the massive mosaic mural in the main 
lobby designed and executed by Millard Owen Sheets, American artist and internationally 
famous mural designer. Though ostensibly depicting the role of life insurance in our 
society — and this it does — the mural was designed from a basic concept that men spend 
the greatest part of their working hours in their office quarters. Their 

moods, comfort and health are affected by their surroundings; and the clients 








Designed for Living . continued 


who enter their offices are intensely effected by 
the atmosphere that prevails 

"I believe so deeply,” Sheets has commented, 
“that the purpose of art is to mean something in 
the everyday sense of everyday living 

Touches of art are seen throughout the building 


in wall sculptures and paintings, all of which 


have a neutral setting in the total design of the 
interiors. The Amos Parrish Co., New York City, 
achieved the rich, attractive, orderly and liveable 
interior through the stimulating use of color with- 
in a neutral background and a selection of furni- 
ture, fixtures, accessories and lighting that best 
blend with the general theme of the building. 

James H. Pickering, Parrish president, worked 
in close collaboration with the architects, Potter- 
‘Tyler-Martin and Roth, Cincinnati, to transform 
architectural details which might mar the harmony 
of design into elements of interesting focal points 
and added utility. 


ntinued on page 146 
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Conservative quality of Ohio National Life Insurance Co. senior administrative office is 
brightened by printed pattern of draperies. 
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The lounge and board room, an all purpose area 
which serves as a waiting room for visitors and for 
periodic meetings of the board of directors. The wall 
facing the windows, not shown, is curved and of 
dark-grained travertine marble. 








Designed for Living . . . continued 


Utility, carefully attended to at 
each work station, was also in mind 
when the space was created. Opera- 
tional areas are wide open, with 
minimum  departmentalization. 
Where separation of areas was nec- 
essary, it was accomplished by 
moveable partitions, anchored to 
floor and ceiling. To break up what 
could be an_ institutional affect, 
different colors on facing walls 


were used, giving a friendly, warm 


atmosphere. 

The executive offices were care- 
fully co-ordinated in design, yet 
each bears the distinctive mark of 
the occupant, each esthetically and 
functionally satisfying as a back- 
drop for conducting the constant 
routines of the insurance business 
and each equally satisfying to the 
executive's personality. 

Paneling in the employees’ 
lounge, conference dining room As in most of the supervisors’ offices, tones are neutral with sharp accents used in the 
and visitors’ lounge and _ board draperies and upholstery. 
room radiate warm hospitality. 
Elsewhere the forthright hues, 
based on latest research on how 
color effects moods, provides a 
stimulating atmosphere for both 
work and recreation. 

The lavish use of color dominates 
in the staff cafeteria and lounge. 
Upholstered seating is bright yel- 
low and aqua. On the walls are 
colorful mosaic and brass murals of 
sports activities. The lounge is 
separated from the dining area by 
planter boxes supported by stainless 
steel floor-to-ceiling frames. Thus 
the whole area is integrated into a 
fluid and pleasant environment. 

The interior 147,000 square feet 
solidly reflect the stability of the 
company as well as its primary 
concern for its most important 


asset people. 


Cafeteria, like the associates lounge on facing page, reverses the color 
scheme of the building in that decor is bright and gay rather than 
neutral 
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Great number of youthful em 
ployes was the basis for color 
ful and active decor of associ 
ates lounge above. Conferenc« 
dining room, below, combines 
teak paneling with Chinese 
print on grass cloth wall cover 
ing on window wall 
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Third and Last of a Series 


Light Begins with Fixtures 


by CLAUDETTE RUFFINO 


The knowledgeable office designer is armed with 
information on the kinds and types of office 
lighting and equipped with an awareness of color 
and its effects. The value of his knowledge is 
assessed in the way he applies it towards the 
creation of the integrated office. 

On the surface, the designer utilizes his knowl- 
edge in specifying the correct number of foot- 
andles and ordering the light fixtures. But using 
only footcandles and manufacturers’ specifications 
as guides to lighting an office is a barren way to 
do it. Offices are not theoretical problems on a 
drawing board, they are rooms occupied by people 
who must work under the lighting system long 
ifter the designer and electrical engineer have 
gone their separate ways. 

Placing the worker's visual comfort first is 
also practical from another standpoint in that it 
will make it easier for the designer to draw up 
his specifications. 

Once the amount of illumination is determined, 
the office designer is faced with the task of 
hoosing fixtures which will give him that amount 
and yet harmonize with the decor of the office. 

The selection of the luminaire—that is, the 
complete light fixture consisting of lamps, the 
parts designed to distribute light, to position and 
to protect the lamps and connect the fixture with 
the power line—is influenced by the three vari- 
ations which differentiate luminaires. 

The way in which a luminaire is mounted is 
one. In a new building with low ceiling heights, 
the fixtures can be recessed in the ceiling and 
made flush with it or they can be surface-mounted 
on it. Decoratively speaking, the recessed lumi- 
naires, called troffers, are more attractive. 

Where ceilings are more than 10 feet high, as 


in older office buildings, the common practice is 
to suspend the fixtures from the ceiling by single 
or double stems. The length of such stems is 
based on the size of the room, the height of the 
ceiling and the distribution of light from the 
luminaires used. 

Pertinent to the subject of mounting lumi- 
naires is spacing them. While the distance between 
luminaire and ceiling or luminaire and luminaire 
varies, there are specific recommendations for 
luminaire to luminaire spacing and mounting 
heights. The space between the luminaire and the 
wall should not exceed one-half the distance 
between the fixtures themselves. When desks are 
placed along the wall, the distance between the 
luminaires and the wall should be not less than 
two and a half feet. Manufacturers always include 
spacing ratios with the lighting fixtures. 

Inasmuch as diverse factors are involved in the 
actual positioning of light fixtures—whether they 
are incandescent or fluorescent, stem-suspended or 
mounted flush with the ceiling and so forth 
here only generalized suggestions can be made. 
Opaque sided fixtures are ordinarily hung the 
width of the room. In the case of fixtures with 
luminous plastic or glass sidings, lengthwise place- 
ment is advised. The greater amount of light 
which they emit can then be reflected from the 
walls to the whole room rather than directly into 
the workers’ eyes. 

The second differentiating factor in luminaires 
is the shape and size of the fixture itself. Fluores- 
cent lamps come in standard lengths for office use, 
but a light fixture may be any shape or size. For 
example, a recessed, suspended or surface-mounted 
fixture may be sized to take two or four lamps of 
4-, 6-, or 8-foot lengths. A luminous ceiling, or 
luminous area, can be rectangular or square to take 





Light Begins With Fixtures . . . continued 


Private office: troffers provide sufficient light and are part 
of the room's overall design 


recessed fixtures are spaced for maximum light 
distribution and a high footcandle level 


any number of lamps of any size. 

The shielding and/or light-controlling material 
of the luminaire is the third and final principle. The 
material itself may be plastic, metal or glass. It can 
enclose the lamps completely or be designed like 
an egg-crate, exposing the lamps at intervals. These 
materials also come in a wide variety of colors. Pris- 
matic glass or plastic panels are used for better light 
distribution. 


Offices Are Peculiar, Too 


Just as no two people are alike so no office is ex 
actly like another. For this reason, it is impossible to 
suggest one lighting system in preference to another 
without knowing all the charcteristics peculiar to an 
office. Prior to making the ultimate choice, each 
system should be considered from two standpoints: 
will it furnish enough light for efficient, comfortable 
seeing; and secondly, will the selected luminaires 
harmonize with the general design of the office. 

Since the office designer must decide now between 
direct and indirect lighting systems, their charac- 
teristics are important enough to bear repetition. In- 


direct lighting has a low level of source brightness 
since the greater portion of light is directed to the 
ceiling and freedom from reflected glare and a 
minimum amount of shadows are among its main 
features. On the other hand, direct lighting has a, 
higher brightness level as it directs all of the light 
downward. The two disadvantages of direct lighting 

glare and shadows—can be reduced if care is taken 
in placing the luminaires close together or using 
large area low brightness levels. Modifications of 


either system incorporate the features of both in 


varying degrees with emphasis on the dominating 
system (cf. OA June '61, p. 175). 

Faced with an individual installation, the office 
designer can make use of general recommendations 
and adapt them to his own unique situation. 

Private offices are most often small rooms which 
can tolerate both direct and indirect lighting. It is 
here that imagination can be given free rein to 
design a completely individual lighting system. Here 
also, the designer can use supplementary lighting. 
The currently popular cove lighting, a luminous or 
opaque element mounted on the upper walls of a 
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Conference room: individualized lighting system for a specific 
situation. The lighting is flexible for a variety of tasks 


Reception area: a suspended luminous element for 
supplementary lighting. 


General office: troffers again, but installed in a different pattern 
Lengthwise positioning keeps the light out of the workers’ eyes 


room will, by directing all of its light upward, give 
a feeling of height and spaciousness to small offices. 
Cornice lighting, which directs the light downward, 
can be used to light wall areas or to dramatize a 
special accessory. Valence lighting illuminates the 
ceiling and walls by sending its light both up and 
dow n. 


Light For Any Mood 


Since a variety of tasks are performed in private 


offices, it is best to make the lighting system flexible 
so that it will accommodate such diverse tasks as 
interviewing, which does not require a high amount 
of footcandles, or the prolonged study of reports 
which necessitates a greater amount of light. One way 
to provide this flexibility is to add dimmers to the 
lighting installation. This inexpensive equipment 
allows the occupant of an office to control its 
lighting level at the turn of a dial and so suit his 
mood or need of the moment. 

While general office areas vary in overall size, 
they are usually large, open rooms. In these areas 
the importance of maintaining at least the minimum 


number of footcandles cannot be underestimated 
The seeing tasks are frequently the most difficult 
and certainly the most continuous Every ounce of 
lighting comfort should be obtained for these rooms 
by using surface colors and finishes that will bring 
out the full benefits of the lighting system (cf. OA 
July °61, p. 144). 

Since general offices are frequently rearranged to 
accommodate changes in personnel, the luminaires 
should be positioned so they can be viewed from 
any direction without discomfort. Another possibility 
that must be taken into account is the chance that 
the large area may be subdivided. This probable 
division should not be impeded by the present 
placement of luminaires. Of course, this means work- 
ing closely with the architect during the initial 
planning. 

Consideration for the workers, still first on the 
designer's specifications list, will prompt him to 
provide the recommended quantity of illumination 
on the actual work surfaces. Extra precautions should 
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FURNISHINGS GUIDE 


For pleasing design continuity, the LE- 
HIGH FURNITURE CorpP., 16 E. 53rd St., 
New York 22, N. Y., has created the 
“Column X” side table (1) for group- 
ing with its “Column X”’ chairs and 
sofas. The table has an inset gallery 
top with white, walnut or black plastic 
laminate. Base and frame are available 
in satin or mirror polish aluminum and 
the overall height is 21” with a 13” 
square frame. Also new is the “Column 
X"’ ash tray which has the same dimen- 
sions as the side table. It is delivered 
with sand and its aluminum base can 
be specified in satin, mirror polish or 
black walls with satin edge finish. In 
quiry card number 18 


A complete new line of contemporary 
wood waste paper baskets (2) has been 
put into production by the STEMPFI 
Mrc. Co., 2830 Roberta St., Dallas 3, 
Tex. Made in rectangular, square and 
tapered designs, they are constructed of 
matched veneer panels in a choice of 


oak, regular walnut or hand-rubbed 
oiled walnut finish. The tapered legs 
can be had in a variety of contrasting 
or harmonizing finishes. Inquiry card 


number 19 


A good representative of the seven new 
chairs recently added by JENs RisoM 
DESIGN, INc., 444 Madison Ave., New 
York 22, N. Y., is this upholstered arm 
chair (3) in vivid colors. It features a 
simply tailored upholstered seat unit 
with straight lines set on a walnut base 
Another new addition to the Risom col 
lection of contemporary office furniture 
is the “Three Seater’ unit (4) which 
has a tapered rectangular back resting 
against a sculptured walnut frame. The 
seat cushion is crown-shaped latex foam 


Inquiry card number 20 


Inquiry) card on page 43 
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enhances office expansion to multiply your furniture sales 


Identical Invincible Modernettes can be rearranged for 
executive-secretary or receptionist-executive teams. 
Such modular flexibility is important to your customers 

the ready readjustment to office change and 
growth, the economy of adding new units which fit 
perfectly with original installations. Important to your 
sales and profits, too — for one Modernette grouping 
just naturally leads to more. 

Advertisements similar to this, but speaking con- 
vincingly to your best furniture prospects, run consist- 
ently in the top management-level magazines. For 
your follow-through, order Invincible office planning 
kits and copies of our big, colorful new catalog. 


new leasing plan 
Now available ...a now furniture leasing plan which cuchendeebnniet erties eaten Give 
reduces customer’s capital outlay to let him acquire 


yy 
more furniture. You are paid in full immediately, not +) \ 
involved in rental contract. Write for details! al 
i 


INVINCIBLE METAL FURNITURE CO. 
Manitowoc, Wisconsin, Dept. O-8! 


IN CANADA: 1162 Caledonia Rd., Toronto 19 





FURNISHINGS GUIDE 


This grouping (1) is typical of the new 
H-frame “Alpha” series recently intro- 
duced by the Hoosier Desk Co., Jas- 
per, Ind. The arrangement illustrated is 
for secretarial use and provides maxi- 
mum working surface in a walnut fin- 
ished modern styled group. Inquiry card 


} 1 


number 21 


For lounge areas, reception rooms or 
executive offices, CARLTON-SURREY, 
IN¢ 1516 Blaine St., S. E., Grand 
Rapids, Mich., has developed this casu- 
al arm chair (2). The upholstered, 
wood-framed chair has a button-tufted 
seat. The tufting is carried to the back 
of the chair and repeated on the arms 
The legs are trimmed in brass. Inquiry 


>? 


card number 22 


A compact chair for compact areas is 
this small-scaled arm chair (3) from 
BurKE, INc., 4056 Trade Mart, Dallas 


> 


7, Tex. It has about 2 inches less depth 
than the average chair, but its com- 
bination of deep foam seat cushion and 
specially contoured armshell retain all 
the comfort of a larger chair. The frame 
is polished chrome on tapered steel tub- 
ing with nylon self-leveling glides. The 
plastic shell is epoxy coated in a choice 
of colors and the removable seat cushion 
s covered in Bolta Vinelle or Torino 
['weed. Inquiry card number 23 


[hree equals twenty-seven may be poor 
mathematics but it is good design en- 
gineering. The COTTONSMITH FURNI- 
TURE Mrc. Co., INc., P. O. Box 336 
Winston-Salem, N. C., has designed 
three basic desks which, combined with 





three different tops and nine leg assem 
blies, will make 27 individual desks 
The one illustrated (4) consists of a 
basic desk with a solid walnut top and 
walnut outside leg assembly finished 
with brushed chrome ferrules. The two 
other tops are walnut and white plastic 
Called the ‘1200 Series,” the desk units 
are easy to assemble. Other units in- 
clude a secretary, executive, credenza, 
itility corner and conference table. In- 
quiry card number 24 
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PROGRESS WITH ROYAL 





Here's how this new, ultra-modern Royal Metal furniture plant will serve you. * ADVANCED DESIGN made possible 


through ultra-modern fabrication equipment. w SUPERIOR QUALITY through even finer Satin Chrome and Royalchrome 


Ui C 





finishes produced by the world’s most advanced automatic chrome plating equipment. & raster SERVICE through direct 
rail and truck transportation from our door, accelerated production cycles and greatly expanded warehousing area. 
& GREATER VALUE from a new and winning combination of product, price and service. * Together, they make your 
Royal Metal franchise more valuable and profitable than ever before. Another example of the many 
new ways Royal keeps you supplied with the finest commercial furniture at the lowest possible price. 
ROYAL METAL MANUFACTURING COMPANY. Dept. 11-H, One Park Avenue, New York 16, N. Y. In Canada—Gailt, 


Ontario. sHowRoOOMS: New York, Chicago, Los Angeles, San Francisco, Seattle, Atlanta; Galt, Ontario. 


ROYALME TAL 








FURNISHINGS GUIDE 


Tailored for a small space is this desk 
(1) from the Danish Craftsman 
group by JOHN Stuart, INc., Park 
Ave. at 32nd St., New York 16, N.Y 
The teak desk has legs of black enamel 
on teak bases. It is equipped with a 
pull-out typewriter ledge. The desk 
chair, also of teak, has an intricately 
woven cane seat and back. Inquiry card 
number 25 

A filing unit (2) combining beauty 
with protection has been placed on the 
market by the REMINGTON RAND Sys- 
TEMS Div., SPERRY RAND Corp., 122 
E. 42nd St., New York 17, N.Y. De- 
signed by Sundberg and Faber, it is 
part of the Citadel ‘‘Safe-File 60°’ file 
line. It features monolithic construction 
and is available with legal or letter size 
drawers in two, three or four drawer file 
cabinets. Inquiry card number 26 


A posture chair with six adjustments 
called the “Durango” has been added 
to its “Colorado” line of chairs by the 
EMeco Corp., Hanover, Pa. Other fea 





tures are contemporary styling, square 
lines, one-piece aluminum base, silent 
roller-bearing casters and foam rubber 


seat and back. Walnut wood arms are 
1 number 27 


optional. Inquiry caré 
[Two replicas of antique clocks (4) 
from RAREwooD, INc., Mt. Prospect 
Ill., will enhance an office with a tra 
ditional turn. The early American table 
clock (left) is finished in cherry or 
mahogany and stands 91/, inches high 
[he 17th century bracket clock (right) 
comes in walnut or mahogany and is 12 
inches high, including the handle. Both 
clocks have U.L. approved electric 
mechanism that is silent and self-start 
ing. Inquiry card number 28 

Inquiry card on page 43 
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ERE} HARTER SEATING CENTER DISPLAY 


organizes chair selling — increases chair sales — takes minimum floor space 











quirements within the limitations of 
the compact Harter Seating Center 

ou as it appears here or in the 

jt the two outside pegboard 
ay is 14 feet long. The smaller 
left-hand central display board 


SPECIALIZING IN HARTER CHAIRS HELPS YOU SELL OTHER OFFICE EQUIPMENT 


A customer can feel a Harter chair’s comfort. He 
can try the adjustments. Harter chairs give you 
angible features to sell. So, concentrate on chair 
sales first. Orders for other office equipment will 
follow. Harter makes it easier for you to get 
started on the right track immediately with this 
special free Seating Center display. 

A Seating Center in your store is a tremendous 
help to you in selling chairs. It helps you “sell-up” 
by bringing all Harter chairs together in one 
central, organized spot for comparison. Chairs 
are arranged by price and type from the center 
out. You start in the center, pick the chair type, 
work out and down in price and then back up. The 
customer tries, sees, and buys. 

You have a choice of two displays. One combines 
a complete representative stock of 16 chairs and 
the full 14-foot display. The chairs are uphol- 
stered in a variety of colors and fabrics to empha- 
size breadth of choice. Harter also furnishes with 
this fine Seating Center display a valuable copy of 
our complete upholstery and color Visualizer at no 
additional charge. The complete display with 
chairs takes only an 8x16 foot section of floor space. 














describes the functions of the various types of chairs. The 
right-hand central display board shows individual Harter 
chair models grouped by job functions. Shelf holds liter- 
ature, including free Vizualizer that contains samples of 
Harter fabrics and finishes. Pegboard can be used to show 
photos and sketches of office layouts. 


The smaller package, for dealers “pinched” for 
space, consists of 13 chairs. The display is re- 
duced to its basic two central panels, sign and 
shelf, and the Visualizer. The result is a dominant 
floor display and demonstration center concen- 
trated in an area of only 8 x 12 feet. This is ideal 
for increasing sales in the small store. 

Dealers who have used the Seating Center plan 
have increased sales up to 25%, and so can you. 
You sell faster and easier. Your customers find 
exactly what they want for more complete satis- 
faction. You have fewer call-backs and you re- 
ceive larger, more immediate orders of chairs as 
well as other equipment. You'll sell more of every- 
thing by becoming a Harter chair specialist, now. 


Find out all the benefits of becoming a Harter dealer. There's 
no obligation. Also receive free literature on the entire Harter 
line by just mailing this coupon along with your name and 
letterhead to; 


HARTER CORPORATION 
825 Prairie Avenue, Sturgis, Michigan 
Canada: Harter Metal Furniture, 139 Cardigan St., 
‘ Guelph, Ont : 
: Mexico: Briones-Harter, S.A. Lago Iseo 96, Mexico 17. D.F : 





A Simple Design Needn’t Be Sterile 


The interiors of the new general office building of the Yellow 
Transit Freight Lines in Kansas City, Mo., are simple. Herein lies the 
key to the success of the design. The plan is open. The lines, straight 
and in keeping with the building, are never embellished or encumbered 
with ornament. 

Simple, orderly and uncluttered, yes. But, the design, worked out 
by Paul R. McCollem, Inc., Kansas City furniture firm, is not sterile. 
This easy pitfall, which generally accompanies a design of this order, 
was overcome by the use of wall-to-wall carpeting throughout (Shep- 
pard casters were used rather than chair mats) and bright colors. 
Yellow, Cerulean Blue and Sandlewood, picked up from the Steelcase 
desks, are used in broad expanses. In the executive offices, furniture 
and upholstery finishes are white and black. In these instances, interest 
was given the atmosphere through the use of textured materials on the 


Flexibility of lighting fixtures and wall 
to wall carpeting control light and 
noise levels at Yellow Transit offices 
walls, in Kansas City, Mo 
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No. 415 Harwood ¥® | for ; 
Stor-A-Way by Studio 
AN CO or 


® Provides plenty of knee room. Board 


pivots at front and is easily adjusted ; ° 

to oe nee most comfortable for : 0 ice 
each individual. j 

NO. 8250 ® Doubles as easel as well as drawing 9 


Wall-Saving Arm Chair board. — to any angle includ- 
ing vertical. 

Matching Love Seat and e Inconspicuously stored. Folds flat to folds 
Sota also available. 6 inches. 

® Select clear western pine top and 


Wide assortment of chairs and tables. See your dealer ee fl at 


or write us for our distributor’s name. Board Size List Price 
No. 415-1 23x31” 


AMERICAN CHAIR COMPANY No. 415-2 Fe ter : to 5” 


No. 415-3 31x42” 23.00 
Manufacturers All ANCO products sold thru dealers 


’ Sheboygan, Wisconsin only. Write for the one nearest you. 
ner Displays: # Dept. 0A-8/61 
“9 aes 4 Atlanta oe ape * Boston * San Francisco ANCO WOOD SPECIALTIES, INC. ] 
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Unglazed back wall of executive office 
provides texture to balance black and white 
austerity of Steelcase desk and chairs 
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| 


apered 
line 


*Not to be 
confused with 
ordinary 
combinations 
of wood 

and plastic. 


TOPS 

e LIFETIME SOLID* 
PLASTIC! 

® GUARANTEED against 
warping! 

® In Walnut OR Grey! 


PEDESTALS 

UTILITY DRAWER complete with pencil tray @ FILE 
DRAWER with ADJUSTABLE DIVIDER © Accented 
with smart handles ® Noiseless nylon glides © Fine 
grade furniture steel. 


Single Pedestal 


COLORS 
@ DRAWER and LEG (in matching colors) 


LEG ASSEMBLY 


Sanit Sar ® Styled for the modern 


Double Pedestal 








the NEW 
catalog 
showing our 
complete 





line. 








Single Pedestal: 54’ x 24” 
46"'x 18 


. (with modesty panel) TO5424 


Adjusts 
with modesty panel TO4618 to ANY angle 





x24 


Swivel “’L : 
|. 


.. Return 30” x 18” 


TS5424 - Up to 


Return 272"' x 15" 154618 180 





x 30°’ 
} oo 


Double Pedestal 


setting...in office or 
home! 

® Equipped with LEVELER 
GLIDES! 


available in: Grey . . . Mist Green . . 
Desert Tan. 

® PEDESTAL ... (in the same above colors) 
can be mixed or matched with DRAWER 
and LEG for contrast or to harmonize! 
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Top § 
VIEW 


CLOSED 


. (with modesty panel) TT6030 
(with modesty panel) 115424 CHALLENGER STEEL PRODUCTS CORP. « 350 MORGAN AVE. « BROOKLYN 6, N. Y. 
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THE OFFICE FURNITURE DIVISION OF 
EISEN BROTHERS INC. 
1601 WILLOW AVENUE, HOBOKEN, N. J. 


The Integration of Variety 


Write for our : ; 
Gi FUNDAMENTALOG Through the use of a wide variety of materials 


in the interiors of the Granite City (IIl.) National 
* Bank, the S. G. Adamas Co. of St. Louis, provided 
its client with the rich interiors it desired. 
everybody’s talking about Large window areas with irregularly-sized panes 
dominate much of the walls. An interest was 


uM La 
created in the customer's lounge area by contrast- 
THE LINE , 4 . , 
ing this vari-linear pattern with the rich swirl of 


: marble. A third wall of this area was covered 
MILWAUKEE’S METAL CHAIR VALUE TRIUMPH with a plain plastic fabric to balance and stabilize 
the activity of the other two walls. Upholstery of 
if you haven't seen it the Gunlocke seating was also kept plain and 
write today neutral. . 

The warmth of another material wood - 
MILWAUKEE METAL FURNITURE CO. [Not Inc.) was used to offset the coldness of the large ex- 
100 N. Campbell Ave., Chicago 12, Ill. panse of glass in the officers’ platform. Here, 
however, the rectilinear pattern of the window 
framing was not contrasted, but repeated by 





breaking the paneled wall into sections 
The entire room is integrated by matching up- 
holstery colors with those of the drapes, the pat- 
More men prefer tern of which repeats the window framing. 
Stanley's comfort, 
quality and hand- 
some design. When 
you show Stanley 
you'll sell 


Stanley 


MANUFACTURING COMPANY 
13}0 6 MAIN. FORT WORTH TEXAS 





if You're An Average Dealer You Can 


Sell ASENTRY- 
Every 30 DAYS 


$680 Yearly Sales From $57 Inventory! 


Yes, Sentry dealers average 12-times-a-year 
turnover . . . gross $680 from $57 invest- 
ment. A floor model does it, because Sentry 
drop ships to order. And Sentrys sell for /ess 

lf as much as average competitive 
safes, yet return you full profit. Model $-C 
Big-safe features include Ver- Model $-3 
miculite insulation, built-in 3- sug. List Sentry S-3 safe plus con- 
number combination lock, cealing cabinet of genu- 
bank vault type lock bar, 2 $89 95 = ine mahogeny, walnut or 
drawers. U.L. “C” label. Write e blond wood. Suggested 
for details. list $129.95 


JOHN D. BRUSH & CO., INC., 563 West Ave., Rochester 11, N.Y. 
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A blend of contrasting materials in the customers’ 
lounge of the Granite City (IIll.) National Bank 
creates interest and fights monotony. Three walls are 











glass, marble and plastic fabric 


I'm walking 


oS . 
air... 





Just had my annual medical check- 
up. (Smart move.) I'm making out 
a check to the American Cancer 
Society, right now—that's a smart 
move, too. 


sees Guard your family! 
Vari-linear pattern of window is repeated in wall Fight cancer with 


paneling, railing and draperies of officers’ platform a checkup and a check! 
The desks are from Hoosier Desk Co.; chairs from 


W. H. Gunlocke Chair Ce m™ AMERICAN CANCER SOCIETY 





Light Begins With Fixtures 

continued from page 151 

also be taken to insure proper dis- 
tribution of light along the sides and 
ends of the office. Desks are some- 
times placed along walls where the 
amount of light is inherently less if 
provisions have not been made for 
light. This is 


complished by spacing luminaires more 


more generally ac- 
closely along the walls of an office 
area. 

The system most commonly chosen 


@ Priced to fit any budget 
@ Reinforced pedestals 


@ Adjustable island bases 


for general offices include suspended 


fixtures, recessed troffers, luminous 
ceilings or semi-direct stem-suspended 
fixtures. But no matter which system 


is ultimately used, unless it is 

gned the fixtures laid out in 
pleasing patterns—the unrelieved 
“row” lighting can become visually 
monotonous 


If the 


system is made, attention 


choice of a semi-direct 
should be 
environmental factors 


given to the 


that bring out the best features of 


HIGH-QUALITY 


Econom-Aire Desks 





@ Nylon glided drawers 


this system. In essence, this means 
providing suitably light, non-glossy 
walls, ceiling, floors and furniture. 
As indicated in the accompanying 
table of footcandle requirements, 
drafting and related tasks require a 
very high level of illumination, in- 
accurate dis- 
details 


long period of time. Overall ceiling 


volving as_ they do 


crimination of fine over a 
light, either semi-direct or indirect, 


supplies the requisite quantity of 
brightness and at the same time re- 
duces the shadows which, in an im- 
properly lighted drafting area, con 
stitute an ever-present evil. As these 
systems shield the lamps, reflections on 
the nearly horizontal boards are mini- 
mized, 

A peculiar lighting problem is 
found in the room or portion of a 
room devoted to filing cabinets. The 
work surface, being vertical and in- 
clined, demands a large amount of 
footcandles. Also, in active file areas, 
the work is likely to consist of pro- 
longed handling of carbon copies, 
cards filled with figures and similar 
well as 


lifficult-to-read material, as 


constant contact with “visible indexes 


covered by transparent, shiny 


material. The lighting units, there- 
fore, should be so installed that re 
directed from 


flected glare 1S away 


the workers eyes. If this is not 
feasible, the use of large area, low 
brightness units is recommended. 


board 


usually treated like private offices in 


Conference and rooms are 


that their lighting systems can be 
individually designed to complement 
a decorative scheme, again taking care 


not to sacrifice visual comfort. As in 


Recommended Foot 


@ Privacy-locked center drawer 
@ Four standard Wesco finishes 
@ Armstrong linoleum desk tops 


Task 


Cartography, designing, detailed 


drafting 
Write for free catalog #15 
Accounting, auditing, bookkeeping, 


business machine operation 


wESTERN MFG CO 


m» | WESTERN MANUFACTURING (C0, tccutscovice wort, active sting 
WESCD ESa DEPT. 28 se 


AuRORA. ILL 


AURORA, ILLINOIS 





private offices, seeing tasks in these 
rooms vary and so can use both high 
and low levels of illumination. There- 
fore, the lighting should be flexible 
yet adaquate enough for the most 
difficult seeing task and this flexibility 
can be provided through suitable 
switching or dimmers. 

Two important qualifications must 
The 


conference 


be added, however. lighting 


installation in a room 
should be designed to eliminate shad- 
ows from the faces of people seated 
And if the 


used to show charts or displays, sup- 


around a table. room is 
plementary lighting should be includ- 
ed for this purpose. 

Ordinarily, the minimum number 
of footcandles required for casual 
seeing tasks are also the requirement 
for most reception areas. Here, the 
office designer may use incandescent 
light since it gives a warm, inviting 
appearance to the reception room and 
the light levels it provides are usually 
sufficient 

If the receptionist’s duties are of a 
general nature, more light should 
definitely be added to her working 
area, either as supplementary lighting 
or the whole area could be provided 
with higher levels of light 

The two mentioned above are only 
a few of the many cases where supple- 
mentary lighting is a necessary ad- 
dition to the general illumination in a 
room. 

Just as the designer should make 
visual comfort his first consideration, 


make it his last. Al- 


though he has down on paper the 


so should he 
required number of footcandles and 


has laid out the placement of the 


luminaires, he is still not through 


Candle Levels 


Footcandles* 


100 


*Minimum for task 


AUGUST 196! 


The lighting system proposed may 
give the correct amount of light, be 


shadowless and glare-free—and it may 
also create a monotonous environment. 

Here is where, for the visual com- 
fort of the workers, he designs the 
lighting installation. Incandescent 
downlights can be scattered among 
the fluorescent fixtures for spots of 
bright, warm color. Ceilings and walls 
can be illuminated with cove or cor- 
nice lighting. The fixtures themselves 
can be arranged in a multiplicity of 
patterns, from the designed aimless- 


ness of a mosaic to the rigid formality 
of horizontal or vertical lines. The 
office designer's imagination is his 
guide, as in working with colors, and 
comfort is his only conscience. 

Part and parcel of the knowledge- 
able office designer is his ability to 
consult with and use the services of 
his electrical engineer and local utility 
company for the technical portion of 
his lighting installation. With this in 
good hands he is better able to con- 
centrate his knowledge and create the 
successful integrated office. 


UNIQUE 


designs exquisitely executed in 
beautiful metals make the Smith 
Metal Arts desk accessory group- 
ings the halimark of the industry 


UNUSUAL 


prestige accompanies these lux- 
uriously handcrafted pieces which 
are cherished for years by ali 
who receive them. 


PREFERRED 


by America’s top executives, a 
grouping of Smith Metal acces- 
sories offers you the opportunity 
to create more sales, more profits. 


S 


”) SMITH METAL ARTS CO., INC. 


1721 Elmwood Avenue 
Buffalo 7, New York 
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PERIPHERY 


continued from page 166 


group responsibility and dependence? Can a man cut 
his own grass, raise his own flowers on the roof? 
Can he walk through a park by himself, look at the 
moon or the sun, except through a porthole over his 
head—16 feet over his head? Can he even get into 
his car and go for a ride? At least his child might 
have fun, for a while, playing coal miner as he walks 
to school. 

Equality of opportunity and success or status 
leveling and security? Here at last seems to be the 
ultimate in production-line conformity and security 
You pop out of your pneumatic door, get on the 
conveyor belt, are moved to your proper office 
building, underground school or store, delivered, 
and picked up by another machine at the aj 
time. Although this is not mentioned in the article, 
I can't imagine Gruen’s two-mile long, car-free con 
course without a moving sidewalk. At least, you are 
safe and secure, you can’t be hit by a car, unless it's 


a fire enginc—and then you have to be unscrambled 
from the melee of flesh and machine 

Rationality and work or credit and enjoyment? At 
first glance, Gruen’s design may seem eminently 
practical, efficient and rational 


that it makes sense at all to work, much less live, 


given the assumption 


in an area of such dense concentration, and given the 
assumption that this valuable acreage is going to 
waste and it would only take $450 million to save 
it from the evils of idleness. I wonder what fraction 
of this amount it would take to make Welfare 
Island into the world’s greatest park? 

The designer giveth, but he also taketh away 
alternatives. He makes it possible to have a martini 
15,000 feet in the air; he makes it impossible to drive 
slowly on a freeway. He makes it possible for a whole 
family to get away from it all in a house on wheels; 
he makes it impossible in a permanent house to get 
away from that family except in the bathroom. He 
makes it possible to wash dishes and clothes in a 
machine; he makes it impossible to make a bed in 
any other way than it has been done for the last 
2,000 years. He makes it possible to bring the 
world’s greatest music into the living room; he 
makes it impossible to eat, and often to work, with- 
out music. He makes it possible to make doughnuts 
at home without mixing the dough; he makes it 
impossible to buy a string of figs, or a salami or a 
pickle without a plastic sheath. 

The designer already is, and will become even 
more so, a very central figure in the processes of 
value transformation and value problem-solving in 
our society. His choices effect the possibilities of 
choice for all the rest of us, perhaps more than he 


realizes. 
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Exquisite and versatile...custom-built cabinets to hold all the necessities for gracious entertaining. 
Refrigerated compartment. Luxurious hand-rubbed hardwoods. No installation required. Just plug 
into any outlet in office or home. Nine individual models. Write for new illustrated catalog. 


SPRINGER-PENGUIN, INC. vi 9-07 34TH AVE., LONG ISLAND CITY 6, N.Y. 


IN CANADA: 5737 DECARIE BOULEVARD, MONTREAL 
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PERIPHERY 


Ideas and comments from areas adjacent to the field of office design. 


So Who Needs a Sarsen? 
Essential to the design proce 
selection. ‘To sele 
English verbs which 
to select one must 

In a paper present 
International Desig? 
Colo., Richard T 
Sociology at U.C.L.A 
power to choose t 
sponsibility of the 


A cartoon in the New Yorke 
ago showed a pair of druids looking up at 


not long 


the giant stone crossbar laid across two 


rough columns and asking, “I wonder how 
we got that up there?’ The sarsens at Stone- 
henge have stood since about 1700 B.C. 
and weigh about 28 tons each. The technical 
problem was enormous, and seems to have 
been solved by building a mound of earth 
between the uprights, dragging the cross- 
beam up the incline into place, and then 
scooping the dirt away. Perhaps a more 
pertinent question today, however, 
be: “I wonder w/} 


Modern man has reached the state in his 


might 
we put that up there? 
problem-solving ability where some of the 
important problems to be solved are not 
questions of “how,” but questions of “why 

The environment is largely tamed today, or 
at least can be if we apply and combine the 
are readily available. 
“why What shall 
we choose to work on? How shall we 
allocate our energy and skill? What is 
worthwhile and what is not? 
decisions, this 


proper techniques that 
The question becomes 


These 
kind of problem-solving, 
seem paramount to me and can be talked 
about in terms of value decisions 

As control 


creases, the 


over the environment in- 


possibilities for choice in- 
crease, and the direction of our choice de- 
pends more and more upon our values, 
rather than upon stark necessity 

To talk about values, particularly about 
those we know the most about—our own 


is a dangerous and complicated thing 
There is so much variation, so many shades 
of difference between individuals, between 
groups, classes, regions, etc., that it is hard 
to make valid generalization. But since this 
country came into existence—from Dickens 
and de Tocqueville to Brogan and Barzum 
—there have been hundreds of illuminating 
attempts, by outsiders and insiders, to try 


to characterize and interpret American 


values. The interpretations vary, but the 
values listed remain basically the same. 
Let us pick a rather limited but repre- 
sentative list of values that Americans are 
traditionally, supposed to have. Tradition- 
ally, we have been characterized as placing 
a high value on individual responsibility and 
freedom, equality of opportunity and suc- 
cess, rationality and work. There has been a 
good deal of controversy lately, however, 
and some evidence presented, on the prob- 
lem of whether many Americans are shifting 
their values away from the standard model, 
in some cases supporting the opposite. 
What are the implications for all this for 
the designer? It seems to me that the de- 
signers, perhaps more than any other oc- 
cupational group—with the possible ex- 
ception of those in the entertainment and 
educational occupations—must make very 
clear and thoughtful decisions in 
three areas of value problems, both for 
themselves as creative individuals and more 


these 


indirectly, but more importantly, for the 
other members of the society who are de- 
pendent upon them in so many ways. 

A recent two-page spread in Time (May 
26, 1961), in a section called ‘‘Modern 
Living,” will serve as an illustration of the 
society's dependence upon the designer, and 
as a focus for some preliminary remarks 
upon the implications of value problem- 
solving for the designer 

The article discussed a renewal plan for 
Welfare Island (to be renamed East Island, 
in a blinding burst of creative neology), 
designed by Victor Gruen. The “new kind 
of big-city better living” involves building 
a concrete platform 22 feet off the ground 
over some 160 acres of land. On top of the 
platform are service areas, shops, schools. 
All motor vehicles are banned on the island, 
except for fire and police. Gardens and rec- 
reational facilities are on the tops of the 
lower apartment buildings. The air con- 
ditioned pedestrian concourse below the 
platform would be lit by glassed holes in the 
made undulating to kill the 
monotony of straight corridors.” 
Says Gruen, “It’s the first 20th century city 


roof and 


long, 


It would mean unscrambling the melee 
of flesh and machine.’ Some 70,000 people 
will live on the island, if the plan goes 
through, and will be the most direct 
beneficiaries of this design decision. 

Individual responsibility and freedom, or 

continued on page 164 
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COORDINATED FOR BEAUTY AND EFFICIENCY 


Show your clients and customers the first fully coordinated and comprehensive 
series of metal desks, tables, chairs, cabinets and files—the Art Metal 500 Group. 


The design skill of The Knoll Planning Unit and the engineering skill of Art Metal 


join to create office furniture which is impressive, adaptable and efficient. A wide 


variety of colors and sizes, in basic and complementary units, enables you to fill 
every need. The combined prestige of two great names—Knoll and Art Metal— 


simplifies your selling. 


ART METAL, INC. 


Jamestown, New York 








Each desk and cabinet is designed 
to be tailored to fit the task of 
the specific worker 





Heyer 


Offer 


Have you ever considered the savings in your time and 
the increase in your customers’ satisfaction that are pos- 
sible when you order all of your duplicator supplies 
from one quality source . . . Heyer? Here’s a line that 
has been known for quality and performance since 
1903! 

EVERYTHING FOR STENCIL DUPLICATING ... 
Stencils, Inks, Ink Pads, Correction Fluids, and a host 
of miscellaneous supplies. 

EVERYTHING FOR SPIRIT DUPLICATING 
Master Units, Colored Carbons, Spirit Fluid, Correction 


‘Always Makes 


a Good Impression’’ 





Duplicating Supplies 


WNW v7 

you a ‘Super’ Market 
Fluid, Hekto Ink Remover, etc. 
EVERYTHING FOR GELATIN DUPLICATING ... 
Gelatin Rolls, Films, Refill Composition; Hekto Inks, 
Carbons, Pencils, etc. 
And then there’s the line of All-Purpose Art Supplies 
for all duplicating processes . . . the Superscope, Letter- 
ing Guides and Pens, Styli, Shading Plates, Cartoon and 
Idea Books, etc. 
There’s no doubt about it! You’ll sell more, profit more 
and have more satisfied customers with Heyer Dupli- 
cating Supplies. 


HEYER INC., 1850 S. Kostner Avenue, Chicago 23, Illinois 


DUPLICATORS AND SUPPLIES SINCE 1903 
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